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Annual Message 
to Webster Dealers 


as now passed into history with no regrets for most American 

businessmen. Declining sales and profits were the rule for most 
nutacture and retailers as well. The New Year brings with it much 

encouragement and confidence, for recent months have seen a decided 


irn in most businesses. A steady wave of optimism is spreading 


These periods of recession which take place from time to time in an 
nNandine den > ith I 1] > M rc Janiec have 
expanding democracy are not without purpose. Many companies have 
made honest appraisals of their personnel, their selling techniques 
| 


théit services, and the merchandise they had had to sell. As is usually 


the casetthe chaff is separated from the wheat. 


lis during these times that the basic truths of sound merchandising 
il. Quality products, good service and courteous personnel as 
always prove to be the lifeblood of a profitable business. Cheap 

] 


merehandise poor service and cut prices will not build future profits. 


in ‘the year “ahead, we here at the Webster Company plan to support 


you, With quality carbon paper and inked ribbons, good service and 


hélptubsales assistance as we have tried to do for the past 70 years. 


As the old yeatdraws to a close with all that it has meant 
to you, may\ We wistfiyou all a very Merry Christmas 


ind a most prosperous New. Year. 


eer 


President, F.S. We 


13 Amherst Street 


ridge 42, Massa 
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Random Notes VOL. 108 DECEMBER 1958 NO. 6 


On pages 24 to 28 William H. Sul- 
livan expresses his opinions in answer to 
the query, “What's Happening to Office 
Furniture?’’ That all readers will be in 
perfect agreement with Mr. Sullivan's 


IN THIS ISSUE 


20 In 1959 . . . Predict New High in Sales. The office equipment 
industry potential is classified with a ‘best relative outlook’ slate 
* by the Board of Analysts of Future Sales Rating, as revealed 
views is not expectable. His presentation , 
by Peter B. B. Andrews, OA's market analyst. 
is comprehensive and scholarly, and, we 


hope, open to argument. As a designer, 


he disagrees with some of the things he 25 Run Your Business . . . Don't Let It Run You. The fourth and final 
created not too far back in his own career article in the stimulating series by Harold W. Jacobsen on the 
In a discussion concerning the article problems of the “Average Dealer”. 


prior to publication, Mr. Sullivan pointed 
out that where he is critical, he is criti- 
cizing himself as well as others. 
Divergent views can be very helpful, 
provided the goal is truth. Progress is 


26 What's Happening to Office Furniture? A searching look at 
office furniture design by William H. Sullivan. 


t > q Ww! , y SS iS > = ° . 
pes sds es ri _— ve a Z 31 Co-operation Solves Business Forms Problem. A dealer and manu- 
pom nes ee ee = facturer work together to satisfy the form needs of a customer 
opposing contentions for the purpose of in this case history presentation. 


evaluating and adjusting; after an honest 
appraisal. I hope for a wide reading of 
the Sullivan discussion and a strong re- 32 Sales Direction. Spotlighting related selling at Latta’s Inc., 
sponse, pro and con. Waterloo, lowa, a complete dealership. Third in the current series. 
7 

The November issue of The Reader's 
Digest has an interesting history of lead 
pencil manufacture in America under the 
title, “Joe Dixon and His Writing Stick.”’ 
As the writer of the article, Helen 


70 5,070 Crowd Exhibits at Eastern Commercial Stationery Show. 
A complete on-the-spot story of this successful trade exhibit. 


Worden Erskine, says, “It took the Civil DEPARTMENTS 
War and 50 years of struggle by a Yan- 
kee inventor to persuade the American Advertising Clinic bo na ge - 
. . ee ea? sia 08 Appointments .~... 6 anada 
people that the pencil was here to stay. 6 age veg new 122 Fourth District 132 
From the time that Joseph Dixon, at Deaths 118 Fifth District 139 
the age of 13, began experimenting with arg : - ea ee a 
an ye : * . 2 a Guest Boo ent istrict 
graphite used as ballast in his father’s naan daa Wikies 14 Eleventh District 144 
sailing vessels, the article traces the dif- Industry Meetings 66 Thirteenth District 146 
ficulties encountered in the production Industry News . 76 Fourteenth District 148 
: . i ciao In Other Lands 63 ‘ . . 
and distribution of Dixon lead pencils. pero 12 OA's Press Time Bulletins 5 
By 1872 production was at the rate of Men on the Move 108 : - r 
86.000 a dav and “Toe’s dre: Fa five. New Catalogs 60 ales Stimulators 
5 2 day and “Joe's dream of a five + ea ie tes yrs Wedding Bells % 
cent writing stick was at last a reality. 
. 
As these lines are being written, news- wase Editor and Publisher: John A. Gilbert 
papers throughout the country are head- YY Ys Editorial Director: Art Director: 
lining the Democratic landslide victory. Gh): Walter S. Lennartson Leonard Schimek 
Now, as business people, we can settle ‘oan 
down to the task of insuring the economic Managing Editor: Service Bureau Manager: 
health of our nation through intelligent a. Clarence O. Schlaver Richard G. Johnson 
— = 
endeavors to take full advantage of a «, e 
= eae . . d , Associate Editor: Market Analyst: 
resurgent prosperity. By tending the fires - ae Robert Mi Peter B. B. And 
in Our own little bailiwicks we can con- _ ee west at a 
tribute effectiv ely to the progress of the Assistant Editor and Librarian: Herta Breiter 


office equipment and supply industry. 





Changes of address (together with OA label showing old address), and subscription orders or 


, 
V4 Ze Bx inquiries, should be sent to—Circulation Department, Office Appliances, 600 W. Jackson Bivd., 
Chicago 6, Ill. Receipt of changes by the 10th of the month will assure correct addressing of 
next issue. 
Editorial Director 7ie ee pn : siiphenindieummeeiinaes nian 
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OFFICE APPLIANCES was founded by George H 
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the month of issue by The Office Appliance Co. 
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*The word “appliances” in the name OFFICE 
APPLIANCES is used in its literal - § 
tems, devices, products or supply items which are 


applied to an office task or f 
to a successful conclusion. 
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cago, Ill. Phone DEarborn 2-3206. 
Los Angeles: Robert E. Ahrensdorf, Jack Quill 
man, Stanley Ehrenclou; R. E. Ahrensdorf Co. 
3275 Wilshire Blvd., Los Angeles 5, Calif. Phone 
DUnkirk 2-7337. 
San Francisco: R. E. Ahrensdorf C 260 Kearny 
St., San Francisco 8, Calif. Phone EXbrook 7-0690 
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United States $3.00 $5.00 $7.00 
Canada $3.50 $6.00 $8.50 
All Other Countries $6.00 $10.00 $14.00 
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SERVICE BUREAU 


The Service Bureau of Office Apr 

tained for the exclusive use of bscribers 
advertisers. It answers inquiries pertaining t+ 
field, furnishes names of manufactu 
supplies and equipment, and aids dealers in secur 
ing lines, without charge. 
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The industry's prospects as a 
whole appear to be brighter 
than ever according to the an- 
nual survey released this month 
by Peter B. B. Andrews, OA 
market analyst. The Board of 
Analysts of Future Sales Ratings 
has again given the office equip- 
ment industry a ‘Five Star’’ rat- 
ing, signifying ‘‘best relative 
outlook” for 1959. Dealers can 


check individual categories to determine which items in 


their stores are slated for potential sales increases. These 


sales increases still depend upon a complete effort on the 


part of both the dealer and manufacturer to stimulate the 
sale of their merchandise. Mr. Andrews warns that any 


let down on the part of either party will negate the high 


potential slated for the industry. This business forecast 


begins on page 20. 





“What's Happening to Office 
Furniture” is a good question, 
asked by designer William H. 
Sullivan in a comprehensive 
analysis of his own field. The 
article, beginning on page 26, 
will stand as “good reading 
for anyone concerned with the 
office furniture field. The cover 
illustration and other illustra- 
tions in the article were all ex- 


ecuted by Mr. Sullivan to emphasize his opinions of today’s 
approach to design. Those who have been following the 
series by Harold Jacobsen will not want to miss the final 
article ““Run Your Business . . . Don’t Let It Run You 
on page 25. Sales direction is the topic covered in this 


month's presentation 


“The Complete Dealer’ series 


featuring the business operation of Latta’s, Inc. in Water- 


loo, Iowa. It begins on page 32. 


Next Nionth... 


From coast-to-coast, office equipment, furniture and supply 


dealers will express their own opinions of business pros- 
pects for 1959. The OA Research Bureau has compiled 


facts and figures from large and small retailers throughout 


the country to bring this survey to our readers for com- 


parison with their own prospects. The January issue is 


spotlighting office machines with emphasis on increasing 


sales, and ideas are packed into every page. 
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Press-Time Bulletins 





FORTUNE P. RYAN, executive vice-president 
of Royal McBee Corp., 
was elected presi- 
dent of the Office 
Equipment Manufac- 
turers Institute at 
the organization's 
annual meeting at the 
Waldorf-Astoria Ho- 
tel in New York City. 
Mr. Ryan had served 
previously as vice- 
president and a director of the Insti- 
tute. Mr. Ryan is president and a di- 
rector of Royal Typewriter Co., Ltd., 
Montreal, and a director of Royal Pre- 
cision Corp., Regal Typewriter Co., 
and the Kaysam Corp. of America. 








F. P. Ryan 


FRANK G. ATKINSON, president of the Joseph 
Dixon Crucible Co. was elected presi- 
dent of the Lead Pencil Manufacturers 
Association, succeeding Newell A. 








F. G@. Atkinson L. S. Levine 


Augur, president of the Wallace Pencil 
Co. Lawrence S. Levine, president of 
Reliance Pencil Co., was named vice- 
president of LPMA and Oscar E. Weissen- 
born, president of the General Pencil 
Co. was re-elected treasurer. All di- 
rectors were re-elected. 


FRED E. PFAFF, effective November 5, became 
vice-president and 
manager of the Hous- 
ton division of Mave- 
rick-Clarke. Former- 
ly vice-president of 
Duke, Inc., print- 
ers = stationers of 
Wichita, Kan., Mr. 
Pfaff said, “I am 
looking forward to my 
move and find it most 
challenging." Well FRED E. PFAFF 
known to the industry and long a leader 
in District 8 NSOEA, Mr. Pfaff takes 
the well wishes of many friends with 
him to his new position. 





OFFICES IN FIVE MILLION AMERICAN HOMES are 
predicted by Melvin L. Levin (right), 
president of the National Office Fur- 
niture Association, and John R. Gray, 
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NOFA executive director. They announce 
launching of a NOFA campaign to stim- 





late the furnishing of offices in Amer- 
ican homes and forecast a market of five 
million homes. Already, they report, 
more executives are taking work home 
than ever before and they prefer well- 
furnishd offices to the kitchen table. 


CLARENCE B. NOELTING has been elected 
president of Faultless Caster Corp., 
the board of directors has announced. 
Mr. Noelting, formerly executive vice- 
president, succeeds his late brother, 
William H. Noelting. The board also 
elected Walter W. Noelting as execu- 
tive vice-president and secretary and 
re-elected Elmer H. Noelting as vice- 
president and treasurer. 


NEW REPRESENTATIVES ANNOUNCED. Ronald 
Kushner has recently joined the Chi- 
cago firm of Neil Short & Associates, 
Midwest representatives of Cushman & 
Denison Mfg. Co... . Harold Decker has 
joined Wilson Jones Co., representing 
the loose leaf company in Michigan and 
northern Ohio under the direction of 
Bill Niesen . .. The General Gilbert 
Corp., manufacturer of electric add- 
ing machines, has appointed Charles 
Throckmorton regional sales manager 
for Kansas, Missouri, Nebraska, Iowa, 
North Dakota and South Dakota ... 
Franklin Metal Products Co., 12 E. 
Kinzie, Chicago, is the new national 
distributor for Imperial fire extin- 
guishers to the office supply indus- 
try. 





WARD. H. SILLIMAN ASSOCIATES, INC., Dal- 
las, Tex., is being dissolved, accord- 
ing to an announcement by principals, 
Robert W. Silliman and Wayne B. Pres- 
ton. Both men will continue to repre- 
sent various firms in the industry, 
they stated. 
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Want Ads 





Deadline 10th of month preceding issue date. The rate for classified advertisements is twenty-two 
cents a word, minimum charge $4.00 payable with order. Add five words if dept. address is used. 


Address De pi. Repl) 1 Office Appliances, 600 W. Jackson Blvd.., Chicago 6, Alin: Dept.—. 





EXECUTIVE WANTED 





EXPERIENCE AAN witt ynsiderable management ability to help owner we 
i t business in New York ty bstantial starting salary 
Excelle f pr ect Write Office Appliance ept. 330., 100 £ 
Ww 








EXE VE ‘ years experience ir ffice furniture manufacturing available 
f t with manufacturer. Resp bilities have encompassed 
gotiatior ales, advertising, finance, and overall administrat 











SALESMEN WANTED 





















































RETA FF E AACHINE-EQUIPMENT SALESMAN Aggressive, expanding busine 
t tory res experienced salesman. $8 ip potential. Home every 
ght Vioderat ving t Western Maryland, Easter W. Va. Good schoo 
apita vest de ed not required. Write ffice Appliances, Dept 308 
EXPERIENCE ALESMAN office furniture nt only. Nationally knows 
rand nplete information including refe Write Wilhide Equipment 
7 Main St Dallas, Texas 
EXCE ENT PPORTUNITY in Central New York tate, with leading dealer, f 
experi 1sy q ambitious office equipment ysten and supply salesman. Estab 
t territ exclusive lines General Fireproofing, Acme Visible, Ditt Arnot 
na Ad Machine Gunlocke Standard » Verifax School and Bank 
r M Office Appliances, Dept. 314 
METAL FF E HAIR A complete top quality Engla 
VM y q fied man experienced and a are 
Write Off : é Dept. 318 
MAN WANTED Pacific Northwest by leading manufacturer of 
ff ritory includes several state A big opportunity for a mar 
with nece y ficat zive experience and reference Write Office Appliances 
SALESMEN AVAILABLE 
TRAVELIN N.Y. & parts of Pennsylvania for ten years representing one of lead 
er ind two years as manufacturer epresentative. Desires fu 
g mar facturer f stee r } ve pr ducts 48 year 
WV 5 to ‘ 1 financial statement. Write Office Appliances, Dept. 301 
t year experience tat y furniture fir re 
either sale r q ty West ed 
. Write Office Applia 313 
ALE ALE ALE 
Are y r ted by the best in the ithwest? Can you afford a SALES 
INCREASE? — Professionally accomplished — Write Office Appliances, Dept. 323 
SALES REPRESENTATIVES WANTED 
NUFA R f top quality nationally known chairs desires top representat 
Northw tate Advise territory overed nd ther lines carried Write 
A 3 
FRA TERRITORIES OPEN for resident men t m commercia tat ’ 
r for aca ve wholesale distributors selling nationally. Contact Utility 
W 641 West Lake Street, Chicago 
R " RING CORP. (complete highly repeat ne of Carbon Paper 
— Inks) offers opportunity nid-west south-we 
rie W excellently round t ne f well established manuta 
ne has become N 1 seller with most of our presse 
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Participation in travel expenses to develop new accounts, plus high commissions 
sive full details of states covered, lines now handied. Write Kores Mfg. Corp., 
701 Whittier St., New York 59, N. Y 





IDELINE MAN WANTED to handle nationally known lines of leather and plastic 
patented zipper ring binders portfolios briefbag Commission Reuben Company, 
1528 Armitage, Chicago 





WANTED Experienced office furniture sales representatives to sel! outstanding line 
of wood desks. Write giving full details. Write Office Appliances, Dept. 309 





ESTABLISHED LINE OF UPHOLSTERED OFFICE CHAIRS AND SOFAS OPEN 
Good profit opportunity for manufacturers’ agents who cover their office furniture 
trade intensively. Please mention lines you w handle when you write, Office 
Appliances, Dept. 315, 100 E. 42nd St., New York 1 





THE NEWLY APPOINTED national distributor of LINDICATOR COPYHOLDERS and 
accessories cordially invites applications for dealerships and distributorships from 
experienced and financially responsible persons No age limit! Write, Wire or 
Phone Allen O'Hara, 713 M&M Bidg., Houston 2, Texas. Phone Fairfax 3-6070 





MANUFACTURER'S REPRESENTATIVES t cover NORTHERN CALIFORNIA, 
NEVADA, OREGON, WASHINGTON, IDAHO, MONTANA, SOUTHERN WISCONSIN, 
ILLINOIS, IOWA, NEBRASKA, KANSAS, AND MISSOURI. Top potential furniture 
ine. Write Office Appliances, Dept. 317 





SALES REPRESENTATIVES AVAILABLE 





»ALESMAN over 20 years experience Office Furniture and Fixtures desires lines as 
Factory Representative. Vicinity Minneapolis and St. Paul. Presently employed 
same firm many years. Best references. Write Office Appliances, Dept. 300 





WELL KNOWN MANUFACTURER of leather goods now employing severai high 
caliber and wel! established full time salesmen calling on stationery and department 
store trade, is agreeable to sharing sales personne! in two territories with one 
other reputable and non-conflicting line. This is an unusual opportunity i get 
ready made and proven representation. One territory consists of Texas, Oklahoma, 
Louisiana and Arkansas, the other, the 6 New England States and New York State 
outside of Metropolitan New York City. Commission basis. Write for further details 
or salesmen’s names for direct negotiations. Write Office Appliances, Dept. 305 





WE CONCENTRATE IN MICHIGAN, OHIO and INDIANA —— consequently our 
manufacturers get results. Can handle one or two additional high grade lines in 
fice equipment field. Write Office Appliances, Dept. 306, Chicago 6 





NATIONAL DISTRIBUTOR double drum silk screen mimeograph has open territories. 
No objection to non-competitive line. Our personne! know of this ad. Write Office 
Appliances, Dept. 316 





FOLDING STEEL CHAIR LINE desired. Now selling institutional equipment, office 
upply dealers and department stores. Metropolitan New York and New Jersey 
territory. Available January 1st. Write Office Appliances, Dept. 319, 100 E. 42nd 
St., New York 17 





ALESMAN with a major line of steel office furniture has capacity for another 
furniture or accessory line. Well known and well liked throughout area. Capable 
f doing a first-class sales job. Write Office Appliances, Dept. 320 





SALESMAN CALLING UPON DEALERS in area extending from New England to 
Washington, D. C., has full capacity for an office furniture line wood or steel 
Has many good dealer accounts. A capable sales producer. Write Office Appliances, 
Dept. 322 





NEW SALES and merchandising organizat the Midwest geared to assist both 
wholesalers and dealers ir moving office supply and stationery products. Prepared 
to give extra creative selling effort. Write Office Appliances, Dept. 328 





PRODUCING SALES REPRESENTATIVE 15 years selling office dealers will develop 
wood and steel lines in New York and New Jersey areas. Write Office Appliances, 
Dept. 329 





MANUFACTURER'S REPRESENTATIVES WANTED 





A PROGRESSIVE MANUFACTURER of portable office partitions seeks aggressive 
man to handle line. Splendid opportunity for the right man. Write Office Appliances, 
Dept. 307, 100 E. 42nd St., New York 17 








WANT ADS, Continued on page 8 


WANT ADS, Continued from page 7 





WANTED — MANUFACTURER »R 
land, Southeast and Midwest Territorie 
this issue. Send full particulars regard 
1706 S. State St., Chicago 16, | 





MANUFACTURERS’ REPRESENTATIVES AVAILABLE 





MANUFACTURERS’ REPRESENTATIVE 
New York desires to represent wel! « 
pliances, Dept. 310, 100 E. 42nd 





MANAGERS WANTED 





SALES MANAGER, for large long establist 
area. Able to supervise experienced ale 
Outstanding future with solidly 
complete resume. Your reply wil! be treated 
Dept. 325 








MANAGERS AVAILABLE 





EXTENSIVE SALES PROMOTION and 
and training salesmen) merchandising 
chines and office supplies. Employed 
office equipment business where growth f 
Dept. 321, 100 E. 42nd St., New York 


‘ 





OFFICE MACHINE MECHANICS WANTED 





MECHANICS: Typewriter-Adding machine 
ing conditions. Call collect or write, a 
Phillips, Phillips Equipment Co f 





CALCULATOR MECHANIC WANTED 
Calculator and Marchant. Reference ; 
and family man. Located in largest state 
Anchorage, Alaska 





TYPEWRITER-Adding Machine-Calculator 
ful costal California town. Must be 
Dept. 311 





TYPEWRITER-ADDING MACHINE MECHA? 
missions on Sales. WOODS TYPEWRITER 





BUSINESSES WANTED 





WANTED: Office Supply & Equipment B 
any combination of the three. Prefer t 
tion. Indiana, Ohio, Illinois, Mis 

Will not buy good will. Answers w 
Appliances, Dept. 303 





ESTABLISHED MANUFACTURER of a 
pand by purchasing a going company pr 
items produced to be of a sheet et 
riveters, spot welders, painting and 
business selling its products through off 
consider purchasing an established prod 
manufactured and actively marketed. Writ 





RETAIL BUSINESS FOR SALE 





OFFICE EQUIPMENT and Supply in grow 
nois. Franchises, rental machine )pport 
Appliances, Dept. 312 





LISTS 





FREE MAILING LISTS OF 6,73 
Also 8,910 typewriter and add 
lists of retailer wholesalers 

charge only for addressing PEF 


a. Ye. 








FOR SALE AND WANTED TO BUY 















































BURROUGHS Bookkeep Remingt 
serial. Gibian Busine lachines, 128 
gt Sen i 11 N 
SP, Brandt l . 
West 42nd St New Y 
ARGE AMOUNT f V BLE CABINETS, KARDEX, ACME and RAND. Variety 
t zes and ty A-1 Jition, very reasonabie. Ev teel Equipment mpany 
WANTE Burr t N.C.R. Bookkeeping and B Machines, Calculators 
hine etc. any style. Quote mplete descriptior d 
NESS MACHINES N 573 Broadway, New York 12 
NG MACHINE AN PPLIES, largest buye i seller of a iké a 
t J available. Write if y have late mode for sale 
W ! g. American Dictating Machine Co., | 65 Mad 
CR HINE Calculating machine nact office 
W. J. Crowley Company, 906-908 N Water St 
EX, ACME kes used visible filing equipment. Thousands of reconditioned 
ways on hand. Specia ervice and prices t dealer 
ir yur quotation Cha Natt ne 548 Broadway 
Y 
hand and electr Addr jrapt 
aA e . - 
Monroe Calculators, tt Addressers 
others Lowest price nm Qué 
ff Appliances, Ir Dept y Pw 
idre graph ad 
tying m e 
w York 11, N. Y 
id Machi Typewr 
ne b gt WwW I 
ak ~Woode 3” x 
wide, 15-Drawer j Ww 
Cort \ 
k M € x x 14 
Style 1 l A x x & al 
l 
PEIRCE W rder Model 26 11741), $3 SOUNDSCRIBER 37 
$ : 3 $25( MARR Mode! §£ 1964 $845 I heeter ean. 
$ Viodel B $14 Model B (319), $345; NIAGARA Mode! 11 11148 
$ SPEED-0-PRINT en Cyl.) 200. $160. Prices are . 2 ed equipment 
‘ tant for a lk ale Blied rporated 114 Ff W hinat 
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The Advanced Copy-Rite 
PATHFINDER 





149%... 


- 


Proven Simplicity of Operation—With a Minimum of Service “Se 
q Modern design—Rugged construction. Cadet Neutral q King-size sidegrippers for accurate single sheet feed 
Grey blends with any decor. Quiet Effortless Opera- even on post cards. 
tion. ; , 
_ t One reproduced copy for every single, clockwise 
4 Takes any size stock from post card size to 9” x 14”, revolution and only reproduced copies are registered 


any grade. on 4 digit, reset counter. 


4 Adjustable guides insure even, neat stacking of re- 4 Silk Screen, Stencil and Ink Distribution Roller easily 
produced copies on easily removable receiving tray. removed for quick color change. 


q Special features permit copy to be moved up or 4 Largest reproduction area of any comparable dupli- 
down, or sideways to insure reproduction even when cator! 13” x 7%” (approx. 100 square inches). 
stencils are cut on a slant. P ~— , 

q Exclusive, built-in Paper Deflector (stiffener) on re- 

4 Automatic pressure roller release. Operates with re- ceiving tray prevents offset or ink smudging of re- 
produced copies ONLY, preventing ink offset. produced copies. 


Let us send you details on our Complete Line of Spirit and Stencil Duplicators 
and related Supplies. Write Dept. OA-6 


py le 
( pueucslig 
— 1201 West Cortland Street 


Chicago 14, Illinois ——_ 
DUPLICATOR AND 
SUPPLY COMPANY 








San Francisco Brooklyn 
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IN LETTER, LEGAL 


—- 
r eady for Soe Sa 
bigger “T.T. Sales!” 


=—=—T» “TRANSFER TIME 


—— 
—! a That time when all enterprising dealers give ‘filing 
— ) ie and finding’ devices and supplies intensive sales 
oa effort is here! Now is the time to make the contacts, 
a make the surveys of your customers’ requirements 
nn / and above all make sure your inventory 





is ready for the heavy demand. GUSSCO dealers 


have definite competitive advantages because 

Mo the whole GUSSCO “filing and finding” 

line is designed for our dealers. Check 

your stocks. Send your inventory in NOW. 
on 4 | 
? ar i oo Guide 
7 i f ¢ 
ae m 
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® 
¢ THE HANGING FOLDER 
° ® WITH ADJUSTABLE METAL TAB 


Pat. Pending 


Now is the time to remind your customers that overloaded 
folders and dog-eared tabs are costly and no longer neces- 
sary. Guide-O-folders hang. They glide back and forth on 
steel frames responding to the slightest pressure of the fin- 
ger tips. Metal tabs are adjustable to every filing position 
Guide-O-folders fit into every filing system. They increase 
the speed and accuracy of filing and finding. Demonstrate 
them and you'll sell them. 










LETTERS 





Transfile 


STEEL FRONT FIBRE 
BOARD TRANSFER FILES 


Made of high test fibre board, 
TRANSFILE Files are reinforced with 
steel so that all the weight is sup- 
ported on steel. Drawers slide in and 
out with surprising ease. They can be 
stacked as high and wide as desired. 
Shipped flat they fold together with- 
out nuts, bolts or tools. 


With Disappearing Top 


A personal file, desk high. The Slid- 
O-Matic top completely disappears 
at a slight push of the finger. It 
slides back into place with equal 
ease. Gray or green finish. Sturdy all 
steel construction. Mounted on roll- 


ers. Equipped with 25 Guide-O- 























GUSSCO now gives the dealer a folders complete with adjustable 
source of supply for this long metal tabs and inserts. Also avail- 
popular item. Available on man- able without the stand 


ila, kraft and pressboard folders 
Send for samples 


FILING SUPPLIES 


GUSSCO the complete line 
High in quality competitive 
in price. 99% of your require- 
ments can be filled from stock 
Ask for the complete GUSSCO 


catalog today 


—— System wt Supply Co. 


335 CANAL STREET NEW YORK 13, N. Y. 
WEST COAST REPS. — GUSSCO SALES INC., 337 WINSTON ST., LOS ANGELES 13, CAL. 
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YOU'RE IN LINE 
FOR BIGGER PROFITS 





And here are three big reasons why: 


oe ENNIS is your most complete source of 
business forms in the nation, producing 
every needed form from the latest Snap- 
A-Part, Register or Continuous forms to 

the full range of everyday forms. 


2 ENNIS has this vast supply on tap for 
you, ready for fast delivery when and as 
you need it. You can go after the big vol- 
ume jobs at competitive prices. .sell any 

job more profitably. 


E} ENNIS is your supplier .. not your com- 
petitor! 






Ennis Forms are attractively, 
durably packaged . . labeled clearly 
.. the best in the industry! 


Grow with the growing ENNIS line . . write today for 
catalog and complete information. 


fnnis 


TAG & SALESBOOK COMPANY 


Eastern Factory 





Home Office and Factory 
Ennis, Texas Chatham, Va. 


Western Factory 
Paso Robles, Calif. 


Branch Offices and Warehouses at Houston @ Dallas @ Waco e Birmingham 
Monroe, La. @ Los Angeles @ Denver @ St. Lovis @ Sanford, Fla 
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Letters 


Readers are invited to express themselves brief- 
ly on any subject related to the office equip- 
ment and supply industry. Address: Letters 
Editor, OFFICE APPLIANCES, 600 W. Jack- 
son Blvd., Chicago 6, Ill. 


‘‘Average Dealer’’ Series Gets Approval 
From Sweden 


(The following letter was addressed to 
Harold W. Jacobsen, writer of the “Average 
Dealer’ series rather than to the editor of 
OFFICE APPLIANCES, but the nature of its 
contents impels us to publish it.) 


Dear Mr. Jacobsen: 

I have with great interest studied your ar- 
ticles in OFFICE APPLIANCES, and as I 
think it would be very good for the Swedish 
stationers to take part of the same, allow me 
to ask you if we may translate the articles. 

I am the president of the Swedish Station- 
ers’ Association, and I have many, many times 
referred to you and Horders’ to make my 
Swedish colleagues understand the importance 
of an efficient competition with modern busi- 
ness shapes in other branches. I dare say that 
we have been successful to some extent but 
there is still a lot to be done. 

I can mention that we now are occupied 
with the fitting up of our second and third 
store with equipments which you were kind 
enough to let us copy. We also hope to get 
a catalogue ready at the turn end of the year 
which is inspired from Horders’ too, and I 
hope to get the opportunity of sending you one. 

As I unfortunately do not know your present 
address permit me to send the letter to OA 
to be forwarded to you. 

OLAF REDIN 


Frans Svanstrom & Co., 
Stockholm, Sweden. 

Mr. Jacobsen and OFFICE APPLIANCES 
were both happy to grant Mr. Redin’s re- 
quest to translate the articles into Swedish. We 
hope the discussions will be as well received 
in Sweden as they have been in the United 
States. 


The Halcyon Days of Yesteryear 


Dear Editor: 
During the recent Cincinnati Office and 
Equipment Show the Dictaphone Corporation's 
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branch office, one of the exhibitors, passed 
out the attached copy (below)* of an office 
memo which had been posted by the owner 
of a carriage works, apparently of Cincinnati, 
back in 1872. 

I thought perhaps that you would be inter- 
ested in this information although I cannot 
vouch for its authenticity. I thought that pos- 
sibly you would be interested in using this ma- 
terial in some editorial way, for not only is it 
amusing to look back on such conditions but, 
of course, it points out the tremendous progress 
which has been made in the office field up to 
this date. 

LYNN CARLSON 


Manufacturers’ Representative 
Cincinnati, Ohio. 


*(Copy of Office Memo posted by the owner 

of a carriage works in 1872.) 

How good were the “Good old Days” in the 

Office ?—Let’s take a look! 

1872 OFFICE MEMO 

—Office employees each day will fill lamps, 
clean chimneys and trim wicks. Wash win- 
dows once a week. 

——Each clerk will bring in a bucket of water 
and a scuttle of coal for the day’s business. 

—Make your pens carefully. You may whittle 

nibs to your individual taste. 
Men employees will be given an evening 
off each week for courting purposes, or two 
evenings a week if they go regularly to 
church. 

—After 13 hours of labor in the office, the 
employee should spend the remaining time 
reading good books. 

—Every employee should lay aside from each 
pay a goodly sum of his earnings for his 
benefit during his declining years so that 
he will not become a burden on society. 

—Any employee who smokes Spanish cigars, 
uses liquor in any form, or frequents pool 
and public halls or gets shaved in a barber 
shop, will give good reason to suspect his 
worth, intentions, integrity and honesty. 

~The employee who has performed his labors 
faithfully and without fault for five years 
will be given an increase of five cents per 
day in pay, provided profits from business 
permit. 
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TAKE A LOOK AT 


ONGHORN 


CARBONS and RIBBONS 


They give the look your customers 
want..sharp, clean, crisp. They 
give the kind of performance that 
brings repeat sales. 





WATCH PROFITS LOOK UP 
When you stock the complete line of 
sales-leading ENNIS-AMCO carbons 
and ribbons for the office. Write 
today for illus- ; 


trated ENNIS- 
AMCO Catalog. 





AMERICAN CARBON PAPER MFG. CO. 


Western Factory Home Office and Factory Eastern Factory 
Paso Robles, Calif. Ennis, Texas Chatham, Vo. 


Branch Offices and Warehouses at Houston, Dalles, Waco, Birmingham, Monree, Lo., 
Los Angeles, Denver, St. Lovis, Sanford, Fic., 
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Here and There 








Philanthropies 
Dinner Honors 
Two Stationers 





Jack L. Lewis 


Ben Simon 


Jack L. Lewis of Silver Stationery, 
and Benjamin Simon of S. N. A. Sta 
tionery, were honored guests at a testi- 
monial dinner sponsored by the Sta- 
tioners Division of the Federation of 
Jewish Philanthropies, it was an- 
nounced by Henry Levy, Silver Sta 
tionery, chairman of the industry 
drive. 

The tribute to the communal and 
SL service of the two in- 
dustry leaders took place November 
18 in the Warburg Room, Federa 
tion Headquarters, 130 East 59th 
Street, Manhattan. Irving McKinley 
Levy is the honorary chairman of 
the stationers’ drive. 

Members of the executive commit 
tee planning the testimonial and the 
division drive are: Moe Abrams, 
Ralph Barnett, Julius Beckhard, Al 
fred C. Berol, Robert Blumberg, 
Henry W. Bowman, Louis M. Brown, 
Joseph Burger, Joseph Cohen, Max A 
Dreyer, Joseph Eaton, Sig Engelberg 
Harry Fensterheim, Samuel Fingerhut, 
David Gabe, Alex Gelfand, Michael 
Gentile, Milton Goldhair, Fannie 
Goldschlag, Reuben S. Goldsmith, G 
F. Griffeths, Jr., George J. Grumbach, 
Henry Hirsch, Samuel Jacobs, Clarence 
Judkoff, Richard Karasik, Julius M. 
Kahn, Nathan Klein, Benjamin 
Krauss, Irving Kremsdorf, William I 
Lampel, Jacob Landsberg, J. S. Libien, 
Jack Linsky, William Lowenthal, 
Frank May, Joshua Meier, Martin 
Moldow, Samuel H. Moss, Arnold 
Neustadter, Joseph Novick, Irving 
Orans, Louis Ostrove, Leonard E 
Parker, Louis Peller, Robert. Reichman. 
Arthur Robinson, Arthur M. Rogers, 
Robert B. Sainberg, Sidney Saks, 
Abraham Schlossberg, Herman Schul 
man and Al Seidman. 

Also, Richard Shapiro, J. Howard 
Shoemaker, Jr., Jack Silver, Ben Son 
nenberg, Fred Steinhilber, Milton 
Stone, David Teitelbaum, Arthur ] 
Trauring, James Treanor, Nathan 
Warshaw, Joseph Wexelbaum and 
Gerard D. White. 
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Stationer Shows 
Champ Bull at Fair 


Ted R. Warkentin, head of South 
western Bank & Stationery Co., Law- 
ton, Ponca City and Oklahoma City, 
Okla., exhibited a junior Hereford 
calf which not only received first prize 
in its class but was named champion 
bull at recent Oklahoma State Fair. 

Mr. Warkentin, who is proud of his 
he rd of show Herefords, also received 
another first place on two bulls, a 
third on winter heifer calf and fourth 
prizes on junior yearling bull and 
senior bull calf. The champion bull is 
riamed ‘““WR Silver Tone 1.” 


Teddy Roosevelt’s 
‘Big Stick’ Was 
Wood-Cased Pencil 


A three inch pencil stub has been 
awarded a neat niche in the famous 
museum of Theodore Roosevelt mem- 
orabilia. it was brought to light by 
Lead Pencil Man- 
ufacturers Associ- 
ation in connec- 


centennial observ- 
ance of “T.R.’s” 
birthday this year. 





W. E. Danjezek 
stricken with jungle fever in Central 
Brazil during his historic trek down 
the River of Doubt in 1914, he grasped 
the stub of a lead pencil to scrawl what 
he believed to be his last earthly mes- 


sage. 

“TT 2. Gf course. 
serious illness, but the lead pencil stub 
was of such significance to him, he 
sent it several months later to a close 
friend who, in 1925, presented the 
memento to the Theodore Roosevelt 
Museum in New York City where it 
is now on exhibit. 

The “T.R.” lead pencil stub is 
lacquered lustrous brown, with a bright 
red wooden cap fastened to the shoul- 
der by a small brass ring. On one of its 
sides is the legend: “No. 77—Me- 
phisto copyi . . .”” The missing letters 
were sharpened off by Teddy's knife, 
but the pencil, of course, is one manu- 
factured by L. & C. Hardtmuth, Inc., 
makers of Mephisto pencils. 

William E. Danjczek, Hardtmuth 
president, expressed his delight when 
informed about the historical relic and 
stated proudly that Mephisto pencils 
remain a major item. 


survived this 


tion with the 


When Teddy 
Roosevelt lay at 
death’s door, 

















Don’t Blame Fred’s 
Competent Secretary 


A letter from Fred E. Pfaff, then 
with Duke, Inc., Wichita, Kan. as 
vice-president, was reproduced in an 
OA Buyers Index ad on page 10 of 
the November issue. For reproduction 
in a cut, the letter was retyped by our 
advertising agency and the word 
“veritable” was spelled ‘‘vertible.’’ 

We're asking that Fred’s efficient 
secretary, one extremely proud of her 
work, be not blamed. Her spelling was 
perfect and the letter set up in beauti- 
ful style as always. 


Snyders Win Trip 





AIRLINES ; 


Among winners in the recent Victor 
Adding Machine Co. Fiesta contest 
were the Fred Snyders of Snyder Of- 
fice Supply, Anchorage, Alaska, who 
arrived in colorful native costume 
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PITTSBURGH iia great name in 


ile teem... great name it 


OF PITTSBURGH 


PITTSBURGH 
BICENTENNIAL 
1758-1958 






































Haskell of Pittsburgh salutes 
the City of Pittsburgh on the occasion 
of its Bicentennial Celebration 


Haskell of Pittsburgh is proud to be identified with 
the City of Pittsburgh and its many fine industrial 
pioneers. Although pioneers of more recent vintage, 
Haskell of Pittsburgh is the nation’s first to pioneer 
budget steel office furniture! And, with its present 
a program of expansion, Haskell is rapidly making 
ste eeeeeeeeeeecneesessaecsssererseeeseeeeneneess Pittsburgh as famous for steel office furniture as it is. 
for iron, steel, coal, glass, aluminum and ketchup. 


Visit Haskell’s New Plant 
while in Pittsburgh for 
the Bicentennial Celebration 


Steel Desks 

Steel Tabies 
Steel Files 

Stee! Credenzas 
OF PITTSBURGH Steel Cabinets 
Steel Accessories 


231 HASKELL LANE, VERONA = P. 0. BOX 5273, PITTSBURGH 6, PA. 


HASKELL 


COSHH SEES EEE E ESET EHEEHEESHEHEHE SOOTHES ESEE 
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OA Editorial 


Search for ‘‘Dealer of the Year’’ 


OMEWHERE in the United States there is an office equipment retailer whose 

business operation is doing an effective job in the community he serves. He 
is making contributions to the industry as a whole by participating in its events, 
its growth, and its progress He is serving his town as an active participant in 
service club work of some kind. He may be working for the Community Chest, 
perhaps in the schools, or on a Civic body or committee. He isn’t necessarily the 
proprietor of the firm he represents, but he is the chief executive burdened 
with the responsibility of keeping the business operation on its present high lev- 
el. His company may specialize in the sale of office supplies, oftice machines, of - 
fice furniture. or a combination of two or all three of these fields. He is a man 
who represents a high degree of achievement in an honorable endeavor, no mat- 
ter how large or small his business realm may be. Such a man is being sought by 
OFFICE APPLIANCES to represent all of his fellow dealers as “Office Equipment 
Dealer of 1958.” 

For two previous years, this magazine sponsored a nationwide search for 
the “Office Equipment Man of the Year.” A panel of expert judges chose the 
man after deliberating the recommendations of many men in all phases of this 
industry. 

Their first choice was Ivan Allen, Jr., of Ivan Allen Co., Atlanta, Ga., who 
had just completed a successful term as president of the NSOEA. The next man 
named was John Coleman, now deceased, former head of the Burroughs Corp., 
and a unanimous choice for his contributions to the industry. 

But, starting in 1958, OFFICE APPLIANCES is concentrating its efforts to 
spotlight an office equipment dealer . . . for, after all, it is the dealer who de- 
livers the merchandise to the end user, the customer. It is the dealer who holds 
the responsibility of bringing the advanced and new products of the industry 
into the business office. It is the dealer whose sales effort spells the difference be- 
tween stagnation and progress in the industry. And finally, it is the dealer for 
whom this magazine is primarily edited. 

The award will be presented to the “Dealer of the Year” early in 1959 in 
his own community . where he works and lives. The honor that goes with 
the award will reflect his community achievements as well as his business achieve- 
ments. 

A full presentation will follow in OFFICE APPLIANCES, introducing the 
man, his family, his community, and his business to all readers. In this way he 
will be honored nationally 

It is significant that such a man be designated yearly within an industry 
which has rightfully earned nationwide respect . . . serving all segments of 
national life from the Government to the student with equal concern. He will 
stand as a symbol of progress in a nation where the man who deals in merchan- 


dise and service is a man of stature. 
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New comfort for executives 


wa» at LO SCA vaiue prices! 








: wt 





& 
ee 
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@ You win two ways when you sell this 
imposing, enormously comfortable 
COSCO ‘Director’ executive chai, You 
pocket full profit on a volume seller at 
only $59.95. You deliver a standout value 
that invites comparison and repeat or- 
ders. All ways, always, it pays to stock 
and feature COSCO. The /ine that offers 
you more to offer! Powerfully backed by 
the largest full-color ad program in 
OOO RT olan 


HAMILTON MANUFACTURING CORPORATION 
COLUMBUS, INDIANA = 





Model 28-TA 


CCH lm@elilny $5995 
($63.95 in Zone 2)* 

















' ! > ay . is 


28-STA, $67.95 25-S, $42.95 27-LA, $39.95 23-LD, $19.95 COSCO also offers comparable 
($71.95)* ($46.95)* ($43.95)* ($21.95)* hairs, settees, s 


*(Zone 2: Texas and 11 western states) Prices shown are for DuPont Fabrilit 





State of the Industry 





Planned Obsolescence 
Attracts a Critic 


F. M. Hauserman, president of the E. F. Hauserman Co., 
Cleveland, manufacturer of movable interior walls, doesn’t 
see eye to eye with those who believe that planned obsoles- 
cence can pave the way to full produc- 
tion and full prosperity. 

Addressing the annual convention 
of the American Society of Industrial 
Designers recently at Bedford Springs, 
Pa., Mr. Hauserman said: 

‘Advocates of planned obsolescence 
operate on the theory that designing 
a product that will wear out or go out 
of style quickly will create a constant 
market. To follow this theory can be disastrous. 

“Are we going to permit the slums of tomorrow to be 

lanned on the drawing boards of today? Are we as mem- 
os of the greatest industrial society ever known to leave 
as our Only monument rusting junk heaps?” 

The Cleveland industrialist suggested that both designers 
and producers take a more creative approach to their prob- 
lems. He called for a return to the traditional American 
respect for value. 

Mr. Hauserman said he could not deny that some obso- 
lescence is inevitable such as diesel engine obsoleting the 
steam locomotive but added, “We must be equally diligent 
(in seeking change) in our efforts to devise products which 
will not become obsolete before they have given full value.”’ 





Handwriting Foundation 
Launches 1959 Funds Drive 


The Handwriting Foundation’s 1959 campaign for funds 
has been launched with an appeal to all industry members 
to back to the fullest possible extent the campaign designed 
to improve the business climate for the manufacturers of all 
kinds of handwriting equipment and materials. In its four 
years of existence the Foundation is credited with having 
turned the tide of apathy toward handwriting to one of rm 
newed recognition of its importance in the fields of educa 
tion, business and of social communication. 


There’s Movement, Too, 
To Make Students Typists 


From another segment of the industry, the portable type- 
writer manufacturers, there's a major effort starting to ex- 
pand their market among elementary school students. 

Along with trying to convince parents that portables are 
what will help Johnny read and write better, typewriter 
builders are turning to other promotions. Smith-Corona is 
distributing a booklet by etiquette expert Amy Vanderbilt 
which suggests that typewritten notes are “more interest- 
ing” than those written by hand. The company is also offer- 
ing an “antique white’’ portable as part of its effort to con- 
vince housewives that the portable is no longer a traveling 
writer's tool, but is now a home appliance. 

Smith-Corona and Royal McBee Corp. are both offering 
a plan to include a manual and two long-playing records 
which offer a course in touch typing with every portable 
sold this fall and winter. 

Underwood Corp. is promoting a contest which offers 


students three college scholarships. Royal McBee Corp. will 
announce three grants to colleges and universities for 
studies on the effects of typing on elementary school chil- 
dren. 

Thus, the portable makers develop their push for bigger 
domestic sales in the elementary school market and invite 
the nation’s dealers to join in on the promotions. 


United Parcel Service 
Extended in Two States 


United Parcel Service has reported an addition of territory 
in the State of Missouri and the inauguration of service in 
the State of Connecticut. The Missouri delivery area has 
been expanded to include a substantial number of addition- 
al cities and towns. Service in Connecticut commenced Sep- 
tember 15. The service embraces pick-up and delivery of 
packages for wholesalers, manufacturers and other com- 
mercial distributors from and to all points in the state. It’s 
a transportation idea which may help the stationery and of- 
fice equipment dealers. 


Postal Penalty Given 
Another Deferment 


The NSOEA Desk Sheet points out that the 5 cent 
charge collected from the addressee in addition to deficient 
postage has again been postponed by the Post Office De- 
partment. This charge was effective from a short time after 
July 1, and then suspended until November 1. Barring 
further delays, this charge is now scheduled to be reinsti- 
tuted on February 1, 1959. 

Speaking of postage, it is reported that the Post Office’s 
drive for a 5 cent first-class rate is planned for the next 
session of Congress. The propasal will include plans to dis- 
continue simultaneously the 7 cent rate for airmail letters. 
The uniform rate of 5 cents on all such mail would mean 
that air service could be used at the discretion of the Post 
Office and probably on distances over 200 miles. 


Detail Leather Goods 
Subject to 10% Tax 


Products in the luggage and leather goods category sub- 
ject to the 10% retail excise tax according to the most 
recent bill signed by the President are listed in an in- 
dustry bulletin as follows: 

“Bathing suit bags, beach bags or kits, billfolds, brief- 
cases, brief bags, camping bags, card and pass cases, collar 
cases, cosmetic bags and kits, dressing cases, duffle bags, 
furlough bags, garment bags designed for use by trav- 
elers, hatboxes designed for use by travelers, haversacks, 
key cases or containers, knapsacks, knitting or shopping 
bags suitable for use as purses or handbags, makeup 
boxes, manicure set cases, memorandum pad cases suit- 
able for use as card or pass cases, billfolds, purses or 
wallets, musette bags, overnight bags, pocketbooks, 
purses and handbags, ring binders capable of closure on 
all sides, salesman’s sample or display cases, bags or 
trunks, satchels, shoe and slipper bags, suitcases, tie 
cases, toilet kits and cases, traveling bags, trunks, vanity 
bags or cases, valises, and wardrobe cases.”’ 
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For the record: 
Raymond C. Daly tells his safe story 


, PRESIDENT OF THE FULLER CONSTRUCTION COMPANY, Mr. Daly says: 
-f “My record safe is vital to the health of my business. It keeps my 
specifications, contracts, blueprints and other important papers 
. completely protected against loss or damage.” 

Successful businessmen everywhere insist on Mosler Record Safes. 
1) Mosier Record Safes are absolutely fire-resistant; they're Under- 
writers’ Laboratories approved. 2) Mosler Record Safes are func- 
tional, adapt easily to 40 different incerior arrangements. 3) Mosier 
Record Safes are modern. They blend handsomely with office decor 
while they keep your records within arm's reach 

For further information call your local Mosler dealer, or write 
Dept. WSJ-758, Mosler Safe Co., 320 Fifth Ave., New York 1, N.Y. 


THE MOSLER SAFE Co. 


World's Largest Builder of 
Safes and Bank Vaults 


a 
RECORD SAFES FROM $200 












To help you seil « « «= this full-page Mosler ad 


appears in many leading national business magazines. It’s one 
of aseries. In addition, Mosler’s powerfully coordinated national 
advertising program is reaching your customers via radio, 
magazines and newspapers. Start taking AD-vantage today. 


And remember, Mosler sales are full profit sales. 


THE MOSLER SAFE Co. 


World's Largest Builder of Safes and Bank Vaults 
320 FIFTH AVENUE, NEW YORK 1, NEW YORK 
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In 1959... 
PREDI 


Office Furniture 
Sales Potential Up TYa%. 
over 1958 











Sales Potential Up 154/2% 
over 1958 


Board of Analysts of Future Sales Ratings foresees substantial 
increase in buying power and expansion of business market .. . 


warns of need for promotional expenditures to insure potential. 
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HE majority judgment of the Board of Analysts 
PETER 8. B. ANDREWS ep oe 
of Future Sales Ratings is that the total business 
E« Mat t D € 
on heater and consume! expenditures for office equipment and 
op ( n | and ak ; 
r t : 1 ‘ 
of BBA ; ' supplies in 1959 will substantially exceed those of the 
Market Analyst Or i year 1958, which, though starting slowly, wound up on 
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with Sj nc | ' ' ' { ' 
ris cnet a Agia j Favorable sales expectations apply to cach of the 
on n il j a 
categories covered in this study, including office ma- 
a hines—where the range is from a 5% potential sales 
indust He ha ntrib / ncrease in 1959 for autographic registers tO a 355% po 
5 tO no tential sales increase in 1959 for electric typewriters and 
le ian 90 of cout ng trad 7 : ae 
m ton — = = 4 1 general increase of about 1514% Prospects also are 
zines, as well as sales-projection-engineering studi« 1 ; 
for somé of the country’s t lustrial enterprises onsidered excellent for Office su] pies generally in 
Called to Washington by for: r G | Mo LYSY, with the potential sales increase in these items 
tors President William S. Kr \ hit ranging trom 6% for stock business forms to 11% for 
a gs ys son advi w itlases, maps and globes, and a general increase of 7% 
oard, he received a Pr ent Cit : : é ’ ; 
Similarly, the Future Sales Ratings survey shows that the 
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industries during World \ Sales potentials for Office. furniture are promising, too. 
His future sales rat t lhe range of sales-rise possibilities in that field runs 
outstanding series of forecast t 5 Ol from 5% in wood chairs to 12% for reception room 
forecasting on th ae. rt and lounge furniture, and a general increase of 714%. 
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PETER B. B. ANDREWS 


market analyst 


as to the general public and the great cross 
section the nation’s industries, represents the broad 
base for optimism 
Then, too, the entire foundation of the market for 
offi juipment and supplies is seen as rising. This re 
flects increasing business population as well as sharp 
gains in over-all numbers of people. Much is made of 
the fact that the office equipment industry is one of the 
natior uutstanding growth lines, and that is attributed 
not only to the expanding base of the market, but also 
te new products being brought out as the mil- 
lions lollars spent by manufacturers in research and 
products betterment pay off 


Good Equipment Needed 


Labor developments also are highlighted as of upper- 
most bearing on the sales potentials for office equip 
ent. Go office personnel is hard to acquire and re 


tain, ; new, attractive office machinery and surround- 
ikes it easier to come by, and keep, desirable 
workers. Such attractive appliances and furniture are 
found to contribute most importantly to the employee's 


hap} which is becoming more and more the nu- 
cleus of planned personnel relations. Then, too, the new 
quipment helps to keep the over-all number of em- 
loy own, through its labor-saving aspects, thereby 
dit n the increasingly difficult maintenance of ade 

at margins 
The only reservation placed by the Board in making 
forecast is that the promotional efforts of 
off quipment and supplies industry from manu 
r through distributor and retailer must be greater 
ke full advantage of the 1959 sales potentials in 

Cf INL field 
Extensive Promotion Cited 
) ary indications obtained by the Board point 
lefinit to greater advertising and selling expendi 
the office equipment and supplies industry for 
with this assurance as well as the stimulat 
fluence of the other factors brought out in pre 
iragraphs, the Board has assigned to the office 
industry for 1959 the outstanding future 

g of five stars 

S ficantly, in analyzing the 1959 sales potentials 
guipment and supplies, the Board feels that 
stries of the country (which include the big 
and companies that in turn are the largest 
lern office equipment, supplies and furni 
facing an exceptionally prosperous year in 
Of 1 industries of the United States, represent 
leading companies of the nation, the Board 
95 will show increases in sales over 1958 
But felt that the office equipment industry must 
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for Office Supplies (~~ 


1959 over 1958 


AGNOGINGEE. < cccsccccovceves 
Art, Drafting Materials ...... 
Atlases, Maps, Globes ....... 
Brief Bags, Cases ........... 
Business Forms, Stock ....... 
Business Forms, Special ..... . 
Calendars, Pads, Refills ..... 
Corben Papers ...ccccccsci 
Chair Pads, Cushions ....... 
Copy Machine Supplies ...... 
Desk Accessories ........... 
Duplicator Supplies ......... 
Filing System Supplies ....... 
Seen, GD Wee cc cnn ctccnct 
Inked Ribbons ............ 


Loose Leaf System Equipment, 


Paper Fasteners ........... 
Pencils, Mechanical ......... 
Pencils, Wood-Cased ........ 
Pens, Ball Point ........... 
Rubber Stamps, Supplies ..... 
Shipping Room Supplies ..... 
Stapling Machine Supplies .... 
Visible Records Equipment, 
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In 1959... 
PREDICT 


Office Furniture 


Office Supplies 
Sales Potential Up 7% 
over 1958 





Sales Potential Up 742% 
over 1958 





Office Machines 
Sales Potential Up 154/2% 
over 1958 





IN SALE 


ris 


Board of Analysts of Future Sales Ratings foresees substantial 
increase in buying power and expansion of business market .. . 
warns of need for promotional expenditures to insure potential. 








PETER B. B. ANDREWS 


Economist, Market-Devel- 
opment Counsel and speak- 
er, Peter B. B. Andrews, 
Market Analyst for OF- 
FICE APPLIANCES writes 
with extensive experience 
on the trends and_ sales 
potentials of the nation’s 
many important individual 
industries. He has contrib- 
uted industry analyses to no 
less than 90 of the country’s leading trade maga- 
zines, as well as sales-projection-engineering studies 
for somé of the country’s top industrial enterprises. 

Called to Washington by former General Mo- 
tors President William S. Knudsen, who made him 
industrial economic adviser of the War Production 
Board, he received a Presidential Citation for his 
effective emergency research work on American 
industries during World War II 

His future sales ratings represent the world’s 
outstanding series of forecasts (over two decades of 
forecasting on the 100-plus leading trades of the 
United States through his 309-man Board of Ana 
lysts of Future Sales Ratings, comprising Govern- 
ment and private industry economists, statisticians 
and marketing experts.) 











T HE majority judgment of the Board of Analysts 
of Future Sales Ratings is that the total business 
and consumer expenditures for office equipment and 
supplies in 1959 will substantially exceed those of the 
year 1958, which, though starting slowly, wound up on 
a strong note. 

Favorable sales expectations apply to each of the 
categories covered in this study, including office ma- 
chines—where the range is from a 5% potential sales 
increase in 1959 for autographic registers to a 33% po- 
tential sales increase in 1959 for electric typewriters, and 
a general increase of about 151/4,%. Prospects also are 
considered excellent for office supplies generally in 
1959, with the potential sales increase in these items 
ranging from 6% for stock business forms to 11% for 
atlases, maps and globes, and a general increase of 7%. 
Similarly, the Future Sales Ratings survey shows that the 
sales potentials for office. furniture are promising, too. 
The range of sales-rise possibilities in that field runs 
from 5% in wood chairs to 12% for reception room 
and lounge furniture, and a general increase of 714%. 

Optimism of the Board with respect to office equip- 
ment and supplies is based on a wide variety of factors 
to be discussed in more detail in this study. Primarily, 
the great buying power visualized by the Board for 
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by PETER B. B. ANDREWS 


market analyst 


1959, both as to the general public and the great cross 
section of the nation’s industries, represents the broad 
base for optimism. 

Then, too, the entire foundation of the market for 
office equipment and supplies is seen as rising. This re- 


flects increasing business population as well as sharp 
gains in over-all numbers of people. Much is made of 
the fact that the office equipment industry is one of the 
nation’s outstanding growth lines, and that is attributed 
not only to the expanding base of the market, but also 
to the fine, new products being brought out as the mil- 
lions of dollars spent by manufacturers in research and 
products betterment pay off. 


Good Equipment Needed 

Labor developments also are highlighted as of upper- 
most bearing on the sales potentials for office equip- 
ment. Good office personnel is hard to acquire and re- 
tain, and new, attractive office machinery and surround- 
ings, makes it easier to come by, and keep, desirable 
workers. Such attractive appliances and furniture are 
found to contribute most importantly to the employee's 
happiness, which is becoming more and more the nu- 
cleus of planned personnel relations. Then, too, the new 
equipment helps to keep the over-all number of em- 
ployees down, through its labor-saving aspects, thereby 
aiding in the increasingly difficult maintenance of ade- 
quate profit margins. 

The only reservation placed by the Board in making 
an optimistic forecast is that the promotional efforts of 
the office equipment and supplies industry from manu- 
facturer through distributor and retailer must be greater 
to take full advantage of the 1959 sales potentials in 


this promising field. 


Extensive Promotion Cited 

Preliminary indications obtained by the Board point 
definitely to greater advertising and selling expendi- 
tures by the office equipment and supplies industry for 
1959 and with this assurance as well as the stimulat- 
ing influence of the other factors brought out in pre- 
eding paragraphs, the Board has assigned to the office 
equipment industry for 1959 the outstanding future 
sales rating of five stars. 

Significantly, in analyzing the 1959 sales potentials 
for office equipment and supplies, the Board feels that 
the big industries of the country (which include the big 
enterprises and companies that in turn are the largest 
users of modern office equipment, supplies and furni- 
ture) are facing an exceptionally prosperous year in 
1959 

Of the 114 industries of the United States, represent- 
ing all the leading companies of the nation, the Board 
estimates that 95 will show increases in sales over 1958. 
But, it is felt that the office equipment industry must 
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es Changes 
for Office Supplies 
1959 over 1958 


AdesIVGS 2c cccceccecccuns 
Art, Drafting Materials ...... 
Atlases, Maps, Globes ....... 
Brief Bags, Cases ..........4- 
Business Forms, Stock ....... 
Business Forms, Special ...... 
Calendars, Pads, Refills ..... 
Carbon Papers .........4+. 
Chair Pads, Cushions ....... 
Copy Machine Supplies ...... 
Desk Accessories .........+. 
Duplicator Supplies ......... 
Filing System Supplies ....... 
inice, AM TyPOS 6 cc ccccvceve 
Inked Ribbons ............ 


Loose Leaf System Equipment, 


Office Stationery ........... 
Paper Fasteners ........... 
Pencils, Mechanical ......... 
Pencils, Wood-Cased ........ 
Pens, Ball Point ........... 
Rubber Stamps, Supplies ...... 
Shipping Room Supplies ...... 
Stapling Machine Supplies ..... 


Visible Records Equipment, 
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NEW HIGH IN SALES... continued 


"Big enterprises and companies using 
office equipment, supplies and 
furniture are facing an exceptionally 


prosperous year in 1959" 


work to crystallize these opportunities into orders; on the 
other hand, it is believed that a drop in promotional 


one es effort and expenditures would obviate the industry's at- 
ere tainment of its great potential for 1959. 
ioe i The office equipment industry has been developing a 
=<. great variety of products to help business in its objective 
Estimated Potential of greater efficiency. The record-breaking pace of devel- 
opment in recent years enlarged the list of business ma- 
Sales Changes chine offerings impressively. Now, the products offered 
are able to perform almost any task which may be re- 
for Office Furniture duced to as procedure. 
Even so, the office workload has gone up much faster 
1959 over 1958 than office productivity. A decade ago there was only 
one employe in nine doing clerical work. Now, the ratio 
Beokeuses ................. nnn is one clerical employe out of every six workers. The 
constantly decreasing work week, rising wage rates and 
Storage and Wardrobe Cabinets _Up 7% fringe benefits, lengthier vacations and related benefits 
all point one way: to further modernization of office 


Chairs, Metal ...............Up 8% equipment. 
Office Work Has Increased 


Chairs, Wood .......-.---+-: Up 5% The Board makes much of the point that there are 
more businesses than ever operating in the United States, 
Desks, Metal ............. ---Up 8% and the work in the offices of these organizations has 
grown sharply over the years as the tax structure, includ- 
Desks, Wood ........... --- Pee ing social security, becomes more complex and the paper 
work of all operation from manufacturing through sell- 
Pde wwe ats +e ne 7 ; ' 
Filing Cabinets P %o ing advances to attain greater efficiency. 
Notable to the office equipment industry, too, is the 
Office Machine Stands ...... -.- Up 9% fact that these firms are spread more through the nation 
as branches increase — and over the years they are 
rtiti Pag .¢ e 63-0 00 « ee 1 : ' y ) 
Partitions Up 10% growing bigger, therefore requiring more and better 
office machinery to run them. 
Reception Room, Lounge Up 12% oe | 
As the business population of the nation grows, so, 
Purmiftur® ....-.-eeeeeees ; - — 
too, does competition, which in turn places heavy pres- 
sure on profit margins and forces every possible means 
OS Eee .... po ooo a oe 8 ee & 
ret of logical cost-cutting. The Board regards with certainty 
; the office machine industry as an outstanding avenue of 
Shelvi OSS re .4 / 
"g P % cost reduction. 
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lines now, but the office machinery continues to make 
progress with new, desirable models that incorporate 
forward-looking features. On the more complex, ex- 
pensive type of machinery, purchases are generally made 
on the basis of long-range planning and therefore less 
vulnerable to short recessions. 

Now, recession signs have faded completely, and the 
Board sees an exceptionally strong foundation for the 
office machinery industry to work on in 1959. Thus, the 
gross national product, which represents the country’s 
total spending for all goods and services, is estimated 
by the Board as likely to exceed $455 billion, a jump of 
$20 billion over the $435 billion of 1958. For perspec- 
tive it is impressive to observe that gross national prod- 
uct in 1956 was $419,200,000,000, in 1953, it was 
$365,400,000,000, and in 1939 it was $91 billion. 


Financial Position Is Strong 

The Board notes that the financial position of busi- 
nesses—the major buyers of office machinery, supplies 
and furniture—is strong and improving, just as it is in 
the case of individual consumers. This means ability to 
stimulate a major business uptrend in the economy, as 
well as to buy more office machinery and related sup- 
plies. It means ability to finance expansion, and to de- 
velop new appealing products, and it indicates the 
wherewithal to advertise and sell these products ade- 
quately, with the consequent further upgrading of rising 
American living standards. 

Current assets of the nation’s corporations thus exceed 
$235 billion, including $50 billion in cash and equiva- 
lent, while current liabilities total $118 billion, leaving 
net working capital of $117 billion, a strong new, all- 
time high. That figure compares with $113 billion a 
year ago, $91,800,000,000 in 1953 and only $27,400,- 
000,000 in 1939. 

Encouragingly, too, sales, profits and profit rates of 
the country’s businesses have rebounded from their re- 
cession lows. Net income for the fourth quarter of 1958 
was far and away the best of the year, and prospects in- 
dicate intensification into 1959. 


Expansion Is Imminent 

This likelihood, plus the fact of strong corporation 
resources, indicate ability to buy more plant and equip- 
ment, build up inventories and—as previously empha- 
sized—increase vital expenditures in advertising and 
selling, to activate the entire structure of the economy. 
A 10% rise in appropriations for promoting and adver- 
tising goods is forecast by the Board for the next 12 
months. 

Important benefits to the economy are now accruing 
through inventory-rebuilding. Inventories in many lines 
had been allowed to run down through the latter part 
of 1957 and early 1958 at one of the fastest rates in his- 
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Estimated Pote malt 
Sales Changes 
for Office Machines” ~~) 
1959 over 1958 


Accounting Machines ........ 
Adding Machines .......... 
Addressing Machines ........ 
Autographic Registers ....... 
Bookkeeping Machines ...... 
Calculating Machines ....... 
Cash Registers .........+46+. 
Checkwriters & Protectors .... 
Copying Machines .......... 
Dictating Machines ......... 
Duplicating Machines ....... 
Intercommunicating Equipment 
Mailing Machines .......... 
Tabulating Machines ........ 
Time Recording Machines .... 
Typewriters, Electric ........ 
Typewriters, Portable ....... 


Typewriters, Standard ....... 
Copyright 1958 OFFICE APPLIANCES Magazine 


tory. This brought a steep drop in production and in- 
tensified the recessionary trend of that time. Now, how- 
ever, the trend is firmly reversed and we are in an in- 
ventory accumulation phase which will augment the 
natural rise in business now taking place and which, by 
the same token, will increase the need for modern office 
machinery and supplies as paper work grows. 

The three biggest segments of the economy which 
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NEW HIGH IN SALES 


CONLINHE d 


Research expenditures 


will spur continued 


business expansion 
and increase new 
plant construction 
creating new 


markets for all. 








HIGH RATING 
* * * x * A future sales rating of 


five stars—signifying “best relative outlook’ — 
has again been designated for the office equipment 


and supply industry by the Board of Analysts of 


Future Sales Rating. 

A rating of five stars is the highest an industry 
can get, the gradations on lower sales expectations 
running down to four, three, two and one, the last 
of which represents the least favorable outlook in 
relation to other industries. These ratings are the 
common-denominator determinations of the Board 
which comprises 309 economists, statisticians and 
marketing experts, both in Government and in 
private industry. 

The Board is considered the most experienced 
economic-predicting panel on all the nation’s in- 
dustries, having forecast for the past 24 years with 
a favorable batting average of accuracy the future- 
sales potentials of the 114 leading industries in 
the United States. The office equipment industry 
has been high on the list of standouts in economic 
importance. 

As market analyst for Orrice APPLIANCES, 
Peter B. B. Andrews surveyed the view of this 
Board and obtained exclusive percentage projec 
tions on office equipment and supplies sales po- 
tentials for 1959. This research developed con- 
sensus estimates of specific sales increases, or de- 
creases, in 1959 over 1958 


fellow dealers in your area. Don’t mi 
of OFFICE APPLIANCES! 
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tended to drag it down in the early part of 1958 were: 
living off inventories, cuts in spending for consumer 
durable goods (especially autos), and reductions in 
plant and equipment spending. The first two now are 
in a distinct uptrend, and spending for new plant and 
equipment is the only major laggard in the economy. 
Even so, more than $31,000,000,000 will be spent for 
new plant and equipment this year. (1958) That will be 
down about five to six billion dollars from the record- 
breaking year 1957, but it will be well above such 
spending for any year in history except 1957 and 1956. 


Gross National Product Rises 
More than making up this decline in expenditures 
for new plant and equipment is the billion dollar rise 
in construction activity as a whole to over $48 billion, 
by the $4 billion gain in spending of Federal, state and 
municipal governments, by the $5 billion gain in 
spending of consumers for services such as repairs, edu- 
cation, barbering and beautifying, and by the billion 
dollar rise in farm income not to mention inventory- 
rebuilding now going on at a plus annual rate of $4 
billion and the $3 billion increased annual spending 
of consumers for foods and such booming industries as 
apparel, gasoline and drugs. This $18 billion rise alone 
(regardless of the uplifting force of many other divi- 
sions of the economy now moving up) is enough to 
raise gross national product to the record levels of the 
nation’s entire economic history. 
Finally, the restless, scientific advance of the nation 
as typified by the office equipment industry is 
sure to bring more American business miracles to stimu- 
late the American economy. Significantly, research ex- 
penditures for development of new and better products 
are running at a new high record 11% above the 
previous record established in 1957. 


Buying Power on Increase 

Thus, a new, big potential is being built for mass ap- 
peal to the public and for advancing its living stand- 
ards further. And, that will bring more plants and ma- 
chinery, more labor needs, more of the advertising and 
selling expenditures which in the past have been re- 
sponsible for stimulating production, consumption and 
profits in the successful American manner. 

Such strong national growth taking place in a 
basically dynamic, constantly-upgrading economy with 
high liquid assets and immense buying power rep- 
resents significant forward momentum in requirements 
of all sorts and should give the office equipment and 
supplies industry a sturdy fulcrum on which to build 
new-high revenues in the year ahead. 


Next Month— 


mpiling facts and 
j 


The OA Research Bureau is busy 
figures 1ronm deale rs across the country n the iy personal 
business prospects as visualized for 1959. This analysis, 
broken down into nine areas across the country, will 
chance to compare your estimate with that of 
the January issue 


give yOu a 
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The ‘Average’ Dealer | Fourth and last ina series 


“Run your business... 
don’t iet it 


af 





ANY speakers have used an apocryphal story 
about running a business to illustrate a point. 
It goes something like this: ‘“There are four kinds of 
(1) The lazy and stupid who get by 
if they hire men to both think and act for them; (2) 
The industrious and stupid who inevitably get into 


executives 


trouble because they must do everything themselves 
and usually do the wrong things; (3) The brilliant 
and industrious who get things déne but keep things 
in a turmoil and (4) The brilliant and lazy who make 
the best executives because all they do is think and 
plan and then hire people to carry out their plans.” 

Without attempting to classify stationery dealers in 
any of these categories the point might be made that 
the ‘‘average dealer’’ would do well to place himself 
deliberately in the fourth group and spend more time 
thinking and planning and, if necessary, hiring people 
to carry out his plans. 

Take warehousing and delivery for example! Indus- 
try figures indicate that the average cost of these nec- 
essary operations is over 4.2% of sales or about 14 
to 15% of the gross profit dollars from which a profit 
must be earned. If these costs could be cut 25% it would 
mean a full 1% more profit against sales, a sizeable 


impr vement. 


Some Pertinent Questions 

How much time have you, the “average dealer’’ spent 
in thinking about your warehouse operations? Have 
you looked into the benefits of picking your orders by 
number instead of description? Have you considered 
the benefits of flexible shelving as opposed to the usual 
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run you” 


by HAROLD W. JACOBSEN 


business development consultant 
Cruttenden, Podesta & Co. 
Chicago 


rigid type? Have you thought of mechanizing (manual 
lift trucks, conveyor belts, etc.), of scheduling, of pre- 
packing ? 

Do you know how many order lines your pickers 
pick per hour — and how this compares with others 
in the industry? Do you know their percentage of 
errors and their cost to you? Do you know how many 
orders or lines your packers pack per hour or how 
many they should pack? 

Have you looked into the leasing of trucks as op- 
posed to ownership? Have you considered a minimum 
order below which you will not give free delivery? 
Have you considered the possibility in your commu- 
nity of actually eliminating free delivery and imposing 
a delivery charge? 

Have you had warehouse “experts” look at your 
operation recently to tell how you might save money? 
Have you asked your wholesaler and others for sug- 
gestions ? 


Warehousing Needs Attention 

In other words have you given the time and thought 
to a part of your operation that could show substan- 
tial savings, and as a corollary, better service to your 
customers? Or have you accepted the “old-fashioned” 
theory of warehousing that the merchandise comes in 
“here” and goes out “there’’ and seems to run smooth- 
ly? 

Or let’s consider your paper work — your book- 
keeping department, your accounting department or your 
control department, whatever you may call it. Al- 
though the stationery industry sells forms and “effi- 
ciency” isn’t it possible that the “shoemaker’s children’s 
shoes’ story is applicable to your operation ? 

Do you really know whether the paper work and 
procedure in handling orders is the most efficient? It's 
possible you can cut out one handling. Or maybe you 
can profitably use some of the newer bookkeeping or 
copying machines. Or maybe you are making some 
entries that are unnecessary. Perhaps you can install 
cycle billing and get the use of cash that now shows 
up in “accounts receivable.’’ Maybe one of your local 
banks offers the services of checking and paying freight 
bills. And so on and on! 

Again the point is that a little concentrated study 
of and thinking about the paper work might show up 
some surprising possibilities of cost savings and better 

continued on page 90 
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Fashions in furniture and automobiles draw a striking parallel. 
When the functional Model T was serving its purpose, office 
furniture was ornamental to the extreme. “Togetherness” reached a 
peak in the mid-thirties when everything had to be “streamlined” 
from the automobile to the plumber’s helper. Today, fashion dictates 


an ornate automobile, and lo, office furniture is described as functional. 


All illustrations by William H. Sullivan 
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Meet William Sullivan, the author 


il 
@ Mr. Sullivan, at 38, has a rich 
background in both design and mer- 
chandising in the office furniture field. 
As an active member of the Industrial 
Designers’ Institute, he has spent the 
past eight years working with manu- 
facturers in the design of this furni- 
ture. 

In September he joined the B. L. 
Marble Chair Co. where his services 
will be utilized both in the design 
department and to assist dealers in 
their relations with architects. 

Previous to his work at the manu- 
facturing level, he was a partner in an 
office furniture retail firm. It was 
here that he began designing furniture 
on a custom basis when no units were 
available to fill specific needs. It was 
here, also, that he learned to work 
closely with architects and understand 
the problems they face in office de- 
siga. 

Twice he has traveled across 
Europe, observing and studying the 
whole furniture design problem. It 





























was in Weimar, Germany, after the 
war, that he enriched his background 
in the world-famed “Bauhaus” idea 
or school of design. It is interesting 
to note that he began his college edu- 
cation with the idea of becoming an 
electrical engineer. Although he 
showed sufficient aptitude in this field 
to receive a high award from Dr. Lee 
DeForest, inventor of the vacuum 
tube, he finally decided he would give 
up electronics in favor of his first 
love . . . design. 

This critical analysis of his own 
office furniture industry first took 
shape in June of this year when Mr. 
Sullivan approached the editor of Or- 
Fice APPLIANCES for an evaluation 
of an original maunscript. Following 
several months of conferences, study 
and revision, it is now considered, on 
its merits, well worth presenting to 
readers. It is expected to evoke com- 
ments from many segments of the in- 
dustry. 
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OR years the office furniture industry was in the 

enviable position of Henry Ford and his vener- 

able Model T. Ford dealers stocked the cars in 
black. Commercial office furniture was stocked in 
oak, and executive pieces were carried in mahogany. 
That was it. 

The office furniture prospect was offered a choice 
of maroon, green, brown or tan leather upholstery. 
Had he asked for any other color, he would have 
been considered eccentric indeed 

Executive furniture was patterned directly after es- 
tablished European traditionalists, some authentically, 
some not. Commercial pieces were direct descendants 
of Gustav Stickley’s Mission Oak furniture and 
Charles Eastlake’s “Sincere” furniture. Only the more 
opulent customers had offices reflecting success. 

It was considered poor business for the average 
office to indicate prosperity in furnishings. Some peo- 
ple made desks; others made chairs; they were differ- 
ent worlds. The word “efficiency” was still hidden in 
Webster's Dictionary, and only a few people realized 
industrial empires would be based on that one word. 


Man Seeks to Show Success 

In all ages, man’s driving force has been an inher- 
ent desire to show material signs of success. How does 
he do it? The automobile was a prime example, and 
a man’s success was reflected in direct ratio to the size 
and weight of the automobile he drove. A few me- 
chanical marvels in the office became necessities, be- 
cause they helped produce the necessary cash, for the 
longer hood and wheelbase, a little faster. The ex- 
ecutive office might have its opulence, but the main 
office areas remained like the farmer's hoe or plow, a 
But Ford’s assembly line and ‘Five Dol- 
and Wright's 


necessity 
lars a Day,’ Weimar’s “Bauhaus, 


“Cantilever” were to have their day 


As business grew, there was a corresponding de- 
mand for chairs and desks and filing cabinets. The 
basic material was wood, and the manufacturers 
didn’t see any need to change, as the product seemed 
to satisfy the need. Then a chain reaction started. The 
first noise was comparable to an improperly fused 
firecracker, but the noise was to grow, through the 
years, into a full-grown atomic blast. 


Steel Was No Threat 

The complacent manufacturers of wood office 
furniture were not worried about that first steel desk. 
After all, it was just an impractical copy of existing 
wood desks, and is was noisy. Exclusive franchises 
were the order of the day, and the dealers were 
loyal. Past experience did seem to show what kind 
of furniture the public wanted. Based on that experi- 
ence, why change? 

The steel filing cabinet provided the real launch- 
ing platform for the other metal furniture. The leg 
type steel desk, patterned after wood desks, gave way 
to the inland base desk. Steel was more suitable to 
mass production than wood, and the wood manufac- 

steeped in tradition and false confidence 
refused to change until change was literally 


turers 


forced upon them. 

The steel industry continued to pioneer in many 
respects. Aluminum was acceptable and successful 
after the introduction of anodization processes. New 
upholstery materials were marketed, although they 
were rather sedate by current standards. The princi- 
pal matter of progress, though, was the recognition 
of the need for an accredited industrial designer by 
one leading steel manufacturer. All furniture, until 
that time, had just assumed a shape determined by 
the factory superintendent or engineer under the 


WHAT'S HAPPENING continued 
often prejudiced direction of a company official. 

The steel manufacturers referred to the wood man- 
ufacturers as ‘Splinter Merchants.’’ Those in the wood 
camp accused those in the steel camp of selling 
“Rust.” The pot was calling the kettle black. The 
dedication of thought and effort depended on the 
type of manufacturing facilities in each factory. It 
was practically an admission of defeat for a ‘Rust 
Merchant” to employ any wood in his product, and 
vice versa. 

The early steel and aluminum furniture produced 
in this country was created as an additional outlet 
for those companies producing the steel and alumi- 
num stock, so the venture was clearly of a commer- 
cial nature. Influencing events of a very different na- 
ture and purpose were at work elsewhere. 

Walter Gropius, Ludwig Mies van der Rohe, Mar- 
cel Breuer and others were actively engaged in ex- 
perimentation in Weimar, Germany. Mies van der 
Rohe and Breuer are both credited with develop- 
ment of tubular steel chair and table frames. The 




















“Bauhaus” activities established what is now re- 
ferred to as the “International Style.’ This style, now 
at the peak of its popularity in the United States, has 
influenced the office furniutre industry more than 
any factor, other than Hollywood. The material best 
suited for its purpose is supposedly used by advo- 
cates of the “International School.” 


New Designs Launched 

It would seem that the wood office furniture busi- 
ness was on a general decline; that was the state of 
affairs. Realizing that steel furniture was overwhelm- 
ingly successful, so much so that many of the wood 
manufacturers fell by the wayside, some of the wood 
companies launched new designs. These designs were, 
for the most part, created through the joint efforts of 
several influential dealers, the sales manager, the fac- 
tory superintendent, and respected factory salesmen. 
Too often they were designed for one dealer's con- 
cept of what would be salable in one particular area. 
The island base became the only item in the country 
with more style changes than women’s hem lines, and 








"Changes in fashion do occur! They come about because the public 
is insecure in beliefs, and is constantly bombarded by blindly 
following acolytes ready for change the moment some new expert, 
more successfully promoted, expresses the slightest doubt in the concepts 


he has been promoting through the year.’’ 
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is the best example of what can happen in design 
without direction. Such bizarre changes cannot be 
properly classified as design, and simply fall into the 
limitless abyss of style without reason 

More humor came out of Hollywood than Will 
Rogers, Laurel and Hardy, and “Our Gang” come 
dies. The designs of the streamlined era originated 
indirectly on the drawing board of a Hollywood set 
designer. Dealers throughout the country saw the 
finished product in the movie theatre. The factory 
manager, the sales manager, the company president, 
and the salesmen all were influenced in the same man- 
ner 

It would have been more gratifying if they had all 
seen the same picture. Anyway, the Hollywood idea 
of what an executive's desk should look like also in- 
fluenced the prospective purchaser who viewed the 
films. So, the office furniture industry entered into 
its ‘free form’ period. The desk tops were five or 
six inches thick, and shaped like the offspring of an 
artist's palette mated to a Chrysler “Airflow.” Every- 
thing had to be “streamlined,” whether it was an 
automobile or a plumber’s helper. Consequently the 
desks and chairs were streamlined, the only plausible 
reason being that the air could move around them in 
a less interrupted manner than previously. 


The Bridge Is Crossed 

While the metal and wood camps stoutly defended 
opposing ends of the bridge, George Nelson and 
others crept up in the night and silently crossed their 
Rubicon. What a wound! Here was a coalition army 
with a battle cry of, ‘Material best suited to the pur- 
pose!’’ Whether the material was wood, plastic, alu- 
minum, leather, fabric, ceramic, brass, painted steel, 
chromed steel, or stainless steel, their only goal was 
to use it effectively, producing an attractive and effi- 
cient machine for office use. That such a thing could 
be successful in the American market was unthink 
able to those still defending each end of the bridge. 
It was successful, and it brought with it chaos to the 
office furniture norm. 

The wood office furniture market, more through 
the influence of the “International School’ than 
through its own efforts, slowly regained prestige. It 
had almost inflicted its own death wound, because 
metals were restricted during World War II, and the 
wood factories had produced the most inferior equip- 
ment in their histories. Chairs and desks were neces- 
sary, and they were required in quantity. Actually, 
the wood industry labored with restricted materials 
and put forth a good effort, certainly not its best foot. 
People only remembered the splinters, and it took 
the manufacturers quite a while to return the major 
ingredient of quality to the product. Because of 
architectural influence, wood furniture is once again 
of major importance in today’s market. 


The Diagnosis Quandary 

The Scandinavian countries had become Mecca for 
the young architects and designers of the United 
States. The younger architects of note were being 
trained by such men as Gropius and Breuer, and they 
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There must be a mural.” In the 


‘International School” of design 


it is a requirement for a lobby. 
It must be large; it must be 
expensive; it must be elementary; 
it must excite attention and 
comment; and it must mean 
something different to everyone. 


were actually seeing evidence of their school of 
thought in Europe. Too, a few adventurous souls on 
this side of the Atlantic had commissioned buildings 
by this same group. Where did they obtain the furni- 
ture for these projects? It was either made to the 
architect's design specifications in a small shop or im- 
ported from Europe. It was not obtainable from any 
established office furniture manufacturer. 

This new school of architects marched forth with 
set purposes. They had seen European architects de- 
sign everything contained within their buildings, in- 
cluding furniture, lighting fixtures, plumbing fix- 
tures, building materials, fabrics, and hardware. They 
set one unbending path, and it led straight to the 


29 














continued 


WHAT'S HAPPENING 


manufacturer who would supply them with the prod- 
ucts of which they approved 

Certainly the quality of the furniture was poor in 
the beginning, for it was often made in basements 
without sufficient equipment. But it sold! And the 
office furniture trade paid little attention, nor was 
there a concerted attempt to evaluate the reas s or 
the end results. Most furniture was still sel.ng by 
the pound. 

One particular member of the wood industry rec- 
ognized the need for associating its product with a 
decorating program. They retained Everett Brown, 
now of San Francisco and New York, to establish the 
first “package plan,” whereby esthetically treated office 
interiors could be created by relatively untrained per- 
sonnel. This plan was emulated in every possible 
form throughout the industry. The dealer members 
of the organization improved their stores and estab- 
lished successful decorator departments. 


Package Plan Fell Short 

This plan served a great need, but it was impossi- 
ble for it to progress past a certain stage. The ar- 
chitectural influence was becoming more and more 
powerful, and registered strong disapproval of any- 
thing designated as a “package plan. 

The dealer was in a quandary, and seemed to be 
unable to analyze the cause or the cure. He saw show 
rooms established by his arch rivals, the ‘‘Internation- 
al School of Furniture Manufacturers.’ He saw these 
manufacturers selling direct to the consumer; the con- 
sumer specified the ‘International School” of furni- 
ture, because the architect insisted. The rumor per- 
sisted that architects were selling furniture to the con- 
sumer; this was not generally true, although it did 
occur. The office furniture dealers decided a show- 
room and layout department would be a magical panacea 
for their troubles. 

Actually, a showroom should be the last imple- 
ment. Several requirements take precedence: (1) 
Necessary capital. (2) Sound and progressive man- 
agement. (3) Properly designed lines, manufactured 
by reputable firms. (4) Reasonable stock of merchan- 
dise. (5) Agressive and well-trained sales department. 
(6) A continuing educational program. (7) An edu- 
cated and practical design department, closely coor- 
dinated with the sales department. (8) An attractive 
showroom, complementing the type of merchandise 
displayed, and directed in appeal to the desired and 
anticipated customer. The showroom cannot have 
justification without the other requirements being 


first fulfilled. 


Showroom Not Complete Cure 

The showroom and layout departments will not be 

an infallible cure. The burden of alleviating an in- 

creasingly dangerous condition lies more with the 
manufacturer than with the dealer. 


The dealer is caught in a maelstrom of two con- 
flicting currents. These currents can be called ‘‘Estab- 
lished Franchise’ and ‘Architectural Sales.” 
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In the Established Franchise system, the dealer 
shows and stocks merchandise from factories offering 
an exclusive or near-exclusive franchise. The designs 
are greatly influenced by the larger dealers, sales 
manager, and plant engineer. The dealer is obligated 
to stock and sell the products in sufficient volume or 
face loss of the franchise. The manufacturer may, if 
dissatisfied, transfer the franchise to another com- 
peting dealer or open a factory branch. The manufac- 
turer's sales department has the responsibility of see- 
ing that no conflicting lines are introduced by the 
dealer, and the larger manufacturers wave a mighty 
club. 


A Different Approach 

The Architectural Sales program is quite different. 
First, and most important, the designs are created 
by practicing designers or architects of merit, each 
usually a member of the American Institute of Ar- 
chitects or the Industrial Designers Institute. These 
people think like their contemporaries, who are re- 
sponsible for specifying the furniture in the building. 
They talk the same language and have the same goals. 

Second, the manufacturers direct their advertising 
and sales effort into architectural channels, through 
sophisticated media. Their salesmen are conversant 
with architectural and design problems, and are wel- 
comed. Instead of creating entire new groups of fur- 
niture at fixed intervals, they are constantly adding 
pieces to complement existing lines. They do this 
with the assumption that if a piece is once good, it 
is always good. With modifications, this assumption 
is correct. 

Basically stated, those are the two competing sys- 
tems. The maelstrom has not grown weaker, for there 
are other added converging currents, each some com- 
bination of the Established Franchise and Architec- 
tural Sales systems. It is inevitable that these develop. 
The dealer gazes with hungry eyes, at architectural 
specifications, and he wants that piece of pie. The 
Architectural Sales group does not overlook the fact, 
that some of the dealers are powerful influences in 
the communities where the furniture will be installed. 
Their sales policies are flexible enough to adjust to 
these conditions. 


Dealers Want the Orders 
Therefore, the old Established Franchise dealer 
finally takes the first step and accepts an order pre- 
viously considered outside his realm. “Why not,” the 
dealer explains, “for it is business I would otherwise 
miss. It keeps me strong, even though my profit may 
be short, for it helps take care of my overhead, keeps 
my salesmen happy, and has a great deal of advertis- 
ing value.” In order to get the best discount, as sev- 
eral discount schedules may be available from the 
Architectural Sales factory, he finds the most ad- 
vantageous discount can be obtained by placing stock 
samples on his floor. 
The die is cast! There does seem to be reasonable 
justification in the dealer's position. The dealer is ex- 
pected to progress, and too much of the burden of 


continued on page 98 
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Co-operation 


Solves Business 
Forms Probiem 


Dealer and manufacturer work together 


to satisfy a customer’s needs. 


P. F. RUSHTON 
Rushton's Office Equipment & Supplies 
Natchitoches, La. 





HE business forms dealer, because of the very na- 
§ pw of his service, is often called upon‘to solve 
a problem for a customer. Many of the problems faced 
by the business or individuals who need a form are of 
a similar or standard nature, and there is usually a 
standard form available. Other problems, because of 
special influences, are unique within themselves. 

This was the case as presented to P. F. Rushton, 
owner and operator of Rushton’s Office Equipment and 
Supplies in Natchitoches, La., by a group of doctors 
operating a Clinic. 

These doctors were having trouble collecting fees 
from patients at the time of their visits, and these 
patients included those persons who ordinarily pay 
cash for everything else. There didn’t appear to be 
any easy, unembarrassing way to let the patient know 
the amount of fee for the visit. 

A patient who wished to pay cash had to ask the 
receptionist the amount due, and then he had to wait 
while she called the doctor. He, in turn, was usually 
with another patient. This meant the process took 
valuable time from three persons, and it definitely 
discouraged cash payments. 

What the doctors sought was a simple, inexpensive 
way to let patients know that they could pay cash 
immediately, just as they did for groceries or gasoline. 
They also wanted to inform the patient of the amount 
due without making him ask. 

At the same time, the doctors did not want patients 
to feel that cash payments were imperative. The solu- 
tion sought was to make it convenient for an imme- 
diate payment or later billing. 

Mr. Rushton, after getting the facts in hand, then 
passed on the problem to the Ennis Tag and Salesbook 
Co. Here the sales department gave the matter some 
thought and came up with an idea that appears to have 
satisfied everyone. 

A 514 by 8I/% register form, in triplicate, was de- 
signed for the doctors’ use. It is a simple form, bearing 
the doctors’ names, address, telephone number, and 
a place for the doctors’ notes as well as his charges. 
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REGISTER FORM shown here is a fictitious mock- 
up of the form designed for a Louisiana clinic. 


The half of the form containing the notes has a carbon 
protector which allows the doctor to give only the 
charges to the patient who gives them to the receptionist. 
This way confidential information is not revealed. 

The forms are used in a portable machine kept on 
the doctors’ desks. This makes it convenient for him 
to record pertinent information such as symptoms and 
treatment as well as the patient’s name and finally the 
charges. 

At the end of the visit, the doctor removes two 
copies to the patient. These two copies contain no con- 
fidential information, but they do bear the amount of 
the fee and the instructions “Please Give to Secretary.” 
The original remains in the doctor's office with the 
patient's file. 

This gives the patient an opportunity to look over 
the charges before he gets to the secretary, and he can 
decide if he wants to pay cash. He is asked by the 
receptionist if he wishes to pay immediately or be 
billed. 

The choice is quickly and easily made, and the per- 
centage of cash payments has jumped considerably 
since the forms were introduced. 

The forms have also simplified bookkeeping since 
the secretary either marks one copy paid if cash is 
presented or retains both copies if the patient wishes 
to be billed. One copy goes into the permanent file and 
the other will be sent with a statement at the end of the 
month. 

By working with a manufacturer to solve a customer's 
problem, Mr. Rushton has earned himself a steady 
account and new business potentials for customers with 
similar problems. 
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PAUL GRIFFIN of General Fireproofing conducts demonstration for Latta salesmen 


32 OA—12/58 





Daily Call Report 


Purpose: (1) To supply the 
salesman with a concise form 
which lists his customers called an 
on during the day; (2) to pro- - 
vide sales management with a 
quick check on the salesman’s 


activity 

Operation: Two-part form is fae 
used. One sheet is turned in by “tT 
8:15 a.m. daily to the sales a a 


manager and the other retained 
by the salesman. 





Disposition: Names of  indi- B Ew | 

viduals and items which pros- il 
pects are interested in buying r 
are transferred to “Prospect for ae 3 
Latta’s’ form. Note “Total | | ‘ 


Sale’ column which itemizes 
sales into (E) equipment, (P) 
printing and (S) supplies. Later, 
information is transferred to Le 
permanent Account Sales Sum- 
mary Record. 














Tia man with a plan has the wind and the tide in 
me SOOO. an 

Such is the basic idea of sales management at Latta’s, 
Inc. in Waterloo, Iowa, where salesmen are selected with 
care, trained meticuously, provided with a methodical 
system for calling on customers, paid well and equipped 
with fundamental business forms for charting progress. 

Wind and tide are represented in the productive mar- 
ket area which is combed by the Latta salesmen. The 
plan is provided by management which tells its represent- 
atives, “We have only one reason for calling on people 

to improve the efficiency of their offices. If we don't 
have that reason we might as well sit at home.”’ 

Selling outside of the store builds up the volume 
needed for this complete dealership in office supplies, 
furniture, machines, forms and systems. Transferring its 
base of operations from crowded downtown, where park- 
ing and display space were sparse, to a new location 
away from the central business district, Latta’s, Inc. had 
in mind the creation of a place for effective display, 
space for order filling and a nerve center from which 
salesmen could go out to call on both old and potential 
new customers. 

Fundamental to the Latta’s, Inc. sales management 
are these theories: 

i Select the merchandise which the firm wants to sell, 
rather than what the customers might ask for. This 
means careful analysis of the market to determine 
whether the merchandise should be top, medium or low 


grade. 


i Screen salesmen applicants carefully and maintain 
basic requirement of a college degree. 

{# Maintain an opportunity for salesmen to make 
money, basing commission on a split of gross profit. 

i@ Ride herd on salesmen through a systematic report- 
ing system which reveals the production per employee 
and the labor cost per dollar of sales. 

{@ Price items carefully on the basis of determination 
of what must be the gross profit in each category in 
order to get the necessary net profit at the end of the 
year. 

i Follow a training schedule for salesmen, teamed up 
with daily conferences regarding prospects. 


How are salesmen 
recruited, indoctrinated ? 


Basic requirement for salesmen at Latta’s Inc. is that 
they possess a college degree with training in business 
administration and/or selling experience in the stationery 
and office equipment field. 

A two-hour screening program is conducted for ap- 
plicants with T. Wayne Davis, vice-president and gen- 
eral manager, and Marvin Klepfer, sales manager, spend- 
ing one hour each with the interviewee. 

“We try to encourage the applicant to sell us on what 
he has to offer rather than we sell him,” says Davis. 
“Then, we compare notes on the men and the remaining 
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Hes ghz continued J 
Dealer Soe PROSPECT FOR LATTA’S 
* Spstems + Sapplies * Machines * Furniture oo, Wie as, Meer eR pena BE 
ADDRESS PHONE 
etaatuiiiadebtiastiinsinippeapengmaptamasinaeains ashe RS eS a _ _NO. 
SALESMAN 

| DATE PERSON SEEN RESULTS? APPLICATION? PLAN? 
Prospect Card 
| = ee —— —— 
| Purpose: (1) To provide the salesman with an 

organized list by account of the items his cus- ~ ——_- -----—- 
| tomers are interested in buying or the salesman 2 ae : 
is interested in selling; (2) to provide sales 

management with a list of these prospects for en = - - — 

; DIR 
the following reasons:  noegpes 9s , im 
P o —__=— 
A—Motivation. DIRECT MAIL PRODUCT 
B—So the sales manager can offer the SENT 
extra push whenever possible ae 
—— == 















































C—As a method of setting up direct 
mail. 


Operation: Three-copy form is used. The forn 
is typed from the salesman’s daily call report 
The call report is set up so the salesman can 
conveniently check the proper column to set 
procedure in motion. 

Disposition: First copy to sales manager. Sec 
ond copy to direct mail. Third copy returned 
to salesman. 


applicants, if not ‘knocked out’ by either or both of us, 
are given the Jack Klein aptitude test.” 

If the man chosen has had no previous selling experi- 
ence in the industry he is told that he must have the 
one-year training program at Latta’s in order that he 
might become better acquainted with the merchandising- 
management philosophies and mechanics of doing busi- 
ness—in brief, how Latta’s sells and how it operates. 

Will the ambitious salesman stand still for this year- 
long indoctrination program ? 

“Yes,” replies Davis. “We do it by telling him ‘Look, 
opportunity is here for making money but you must 
remember that professsional men who make $15,000 
and up must spend years getting the training which en- 
ables them to become specialists, just as we expect you 
to become in selling’ ” 

The one-year training program gets the prospective 
salesman acquainted primarily with the stock which in 
office supplies consists of about 10,000 items. This is 
done by working in the stock room, by looking up 
merchandise after taking telephone orders, by assisting 
with in-store display, by studying reports and orders 
from the senior salesmen and by, in general, just ““work- 
ing” inside the store. 


How 1s sales training 
continued ? 


Sales training at Latta’s is a continuous process closely 
tied to the guidance provided by sales supervisors, prin- 
cipally Davis, Klepfer and Herb Monson, the latter store 
manager. 

A daily call report is turned in to the sales manager 
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by 8:15 a.m. daily, this covering the previous day's 
activity. This report is given in person by the salesman 
and he is allowed 15 minutes in which to discuss the 
report with his supervisor. 

“This presentation helps to build stage presence for 
the man when he ‘s under the fire of his customers,” 
says Latta’s, Inc. management. 

Finished with the conference by 9 a.m., the salesman 
is ready to go out on his sales beat and ready to work 
on a predetermined schedule. 

Sales training takes two other forms—a Saturday 
morning sales meeting and demonstrations by manufac- 
turers’ salesmen such as the one which an OFFICE 
APPLIANCES editor witnessed. Paul Griffin of The 
General Fireproofing Co. on that particular day was in 
the office before 8 a.m. and spent 11/, hours in session 
with salesmen, showing them how to demonstrate and 
sell a four-drawer filing cabinet. 

On the last Saturday of the month both commercial 
office supplies salesmen and the Thermo-Fax specialty 
men report ordinarily for a 7:30 a.m. breakfast followed 
by a two-hour sales meeting. These sessions are usually 
held in the new Howard Johnson restaurant. Occasion- 
ally, the salesmen gather at the store instead. 


How are salesmen paid? 


“We want to get results—if a man on commission can 
earn from $10,000 to $15,000 a year we are delighted 
to pay,” said a Latta’s, Inc. official. 

In this frank statement is summed up the philosophy 
behind compensation for salesmen of the Waterloo, 
Iowa, firm. 

During the sales training period, salesmen are offered 
a guarantee in the form of straight salary for the year. 
After that, they are on straight commission with a draw- 
ing account against commission earned. 

That commission is based on a split of gross profit 
after management has costed printing and equipment. 
No attempt to do this is made in regard to supplies. 
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Account Sales 
and Summary Record 


Purpose: (1) To provide an 


Front View 


SALESMAN 





easily-kept ord of salesman’s 
alls and sales to each of his 
account by sales categories 
i?) to 1 ide an analysis ot 
iles writt by salesmen and 
iso a re t the total sales 


includin and telephone 
orders: (3) on the reverse side 


to recap permanently the profile 





of each account for current and 








future eference (4) to recap 








sales in total to each account 








tl purpose of aiding sales 


rorecasting 





























Operation: Card is typed as 
soon as A it Analysis Work 
Sheet co in, showing all 
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rigs 


BRAND OF MAKE OF OFFICE DESKS AND CHAIRS UeED 














Disposition: Sales from Daily OFFICE FORMS USED, 
Call reports are posted to the 


ard Reason—(A) to help 
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salesman control his time-spent 











sales ratio and (B) to provide 
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sales flort. Also to watch 
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innually for study of sales 
nd and | per emphasis LaF.  Scan-Dex savenr arise vee 
Back View 
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rhere is a liberal feeling in regard to salesmen and they 
are not charged with the time spent even if Management 
did 99% of the work to land an account 

Inasmuch as commissions are based on gross profit, 
it is well at this point to disucss Latta’s pricing policy 
which is simply, “The price to the customer is based on 
what we determine it must be in order to get our net 
profit at the end of the year. We take the cost price and 
work from that to gain the net selling price which in 
many cases is the manufacturer's suggested price.” 

Discounts are sometimes set up in advance but they 
ire based on quantity buying, all who purchase the same 
quantity being entitled to the same price 

The difference in the Latta system, as contrasted with 
that of many other dealerships, is that such discounts are 
predetermined and are not up to the salesman at th 
time of the sale. 

Basic also to the salesman’s compensation at Latta’s is 
the territorial policy which was changed a year ago 
Formerly a sales territory was determined by geograph- 
ical location and all business within the area confines 
belonged to a particular salesman. Now, Latta’s has 
completely changed direction and men with the best 
training and experience are calling on potential customers 
whom they can best serve. This means more or less the 
tailoring’ of a man to fit the account with the greatest 
potential for him. 

The plan means, too, that an attempt is made to have 
the salesman accept the possibilities of an account and 


be prepared to realize them with two calls and not three 


OA—12/58 


How 1s salesman’s work 
systematized ? 


If salesmen at Latta’s, Inc. produce more, much of 
the credit must be given systematized forms such as the 
master control card which is maintained on every ac- 
count. This is broken down into the three major catego- 
ries of office supplies, equipment and printing with 
permanent record of the totals. Recapped at the end of 
the year, the record is the basis for the Latta budgeting 
of sales. 

Management theorizes that if a man sold $10,000 of 
supplies and equipment in 1958, it could be wrong to 
assume that in 1959 the salesman would sell twice as 
much to the same account, inasmuch as that customer 
might have purchased equipment that need not be 
replaced. The master control provides such clues to 
proper budgeting. 

Salesmen make out a daily call report, from which 
reports are posted to the master control card. The reason- 
ing back of this daily report is to help the salesman 
control his time-spent sales ratio and provide sales man- 
agement with a record of sales effort. Management is 
likewise given an opportunity to watch for inactivity. 
All accounts are protected as long as a salesman makes 
a call at least once every six months. 

A prospect card is another Latta’s, Inc. form used to 
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The 


Complete 
Dealer 2am 


«Systems « Supplies * Machines * Furniture 


good advantage. This three-part form is typed from the 
salesman’s daily call re port, the first p going to the 
sales manager, the second part to direct mail and the 


third part to the salesman 


A requirement is maintained that a salesman must 
turn in call reports along with orders by 8:15 daily to 
the sales manager. If a new ount is in the offing the 


salesman provides an acco hich includes 


such vital information as 
Names of officers or partners 


Names of buyer or buyers of supplies, equipment 
and printing. 

Number of office employees 

Make and quantity ot type writers and adding 


Maco funes. 

Brand of carbon and ribbons used 

Brand or make of offi sks and chairs used 
primarily. 

List of office forms 

Credit rating sources 


Orders Put on Four-Part Form 


Salesmen’s orders are given to Monson, store man- 
ager, for processing. He looks them over and decides it 
they can be filled from stock at Latta’s, Inc. store im 
mediately, or from the Cedar Falls warehous« 

The orders are made out on a four-part form with 
these destinations: 

1. Permanent file copy 

2. Invoice copy. 

3. Packing slip. 

i. Inter-company ordet 
Son (school supplies ) warehous¢ 

The yellow invoice copy remains in the store, to be 


mailed out later as an invoice to the customer. The file 


if filled from J. S. Latta & 


copy (white) gets the customer's signature and is 
brought back to the store by the delivery man 

Store manager Monson does the pricing and one of 
the office girls, using a Friden calculator, makes the yell- 
low and white copies agree. One more copy its needed 
for accounts receivable posting, therefore a Thermo Fax 
copy is run off. If the customer needs an extra one he is 
furnished with a Thermo Fax copy, after posting. The 
white copy goes into th inent file maintained of 


customers’ orders. 


Here's Purchase Order System 


Tied in with the processing of the salesman’s orders 
is the Latta system of handling purchase orders. A three 
part snapout form is used. The white copy is mailed to 


the supplier, the second or yellow copy becomes Latta’s 


requisition copy and the third white copy is filed, at- 
tached to any correspondence connected with the order 


If an item ordered is back ordered the sales order is fas 


tened to the back order copy. Acknowledgements fron 
suppliers are attached to the office receiving (white) 
COpy 

When merchandise comes in, the receiving clerk puts 
down the name, date received and thus all confirmation 
is noted on the bottom of the form and it is not neces 
sary to dig up freight bills for checking. If parts of the 
order are to follow later by parcel post or other shipping 
method that fact is noted on the form by use of a square 
or diamond symbol. 

Most of this inside-the-store« operation is handled by 
Monson, who superintends shipping, receiving and sales 
floor and also does routine buying. If a new item is be 
ing purchase d he gets the approval of General Manager 
Davis 

Monson had 10 years with A. & E. Supply Co. in 
Duluth, Minn. before joining Latta’s a year ago. He 
possesses a college degree in business administration 
with Gustave Adolphus, St. Peter's, Minn. and is 35 


years OF ag 


Grew Up with Latta's 
Working closely with T. Wayne Davis as sales man 
ager until recently when the growth of Latta’s Business 
Systems made necessary almost full-time duties with that 
operation, Marvin Klepfer has had much to do with the 
setting up of the sales management procedure. This en- 
ergetic young man—only 29 years of age—grew up with 
the organization through spare time work while an Iowa 
Teachers College student, in the school supply operation 
He was working alongside Davis then and had an idea 
Or majoring in science 
But Wayne convinced me that I should remain with 
him in the commercial operation and I changed to a 
major in business and finished college in 1950. Then, | 
joined the firm full time as an assistant manager of the 
college store, becoming manager in 1952,” explains 
Klepter 


and I moved to the Main St. retail store of the school 


By that time I had four years of experience 


Operation where I directed floor displays and handled 


some of the larger accounts in Cedar Falls 


Became Sales Manager 
In 1954 when Latta’s, Inc. purchased Waterloo Office 
Supply, Klepfer became sales manager and covered 30 
key accounts. As the business grew hx relinquished these 
accounts and gradually became relieved of outside sales 
representation. Now with Latta’s Business Systems tak 
ing his full time as vice-president and general manager, 
his duties with Latta’s, Inc. are mainly in an advisory 
capacity and Davis as general manager of the parent 
firm directs the sales operation 
With management such as is provided by President 
John S. Latta, Jr., T. Wayne Davis, Marvin Klepfer and 
Herb Monson supplying both the day-by-day counsel 
and the key forms for systematic daily work, salesmen 
of Latta’s, Inc. know their objectives and their available 
selling time is preserved for an effort which is well com 


pensated for. On such a basis, wind and tide run in 


their favor 


NEXT MONTH 
H Ww ave Latta’ s, DT Pe display VOMLOTE Ma Cll | 
NCe Wd bine i}/ ther phase OT tf ri mPliele a le) hit 


hi Vid {we} f i 
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SMITH-CORONA 
DEALERS! 
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The initial results of the Smith-Corona 
Ten-Day Touch Typing Course promotion 
are in—and are so very gratifying that we 
would like to take this opportunity to 
thank you for your help and cooperation 
in making this unique promotion one of 
the outstanding successes in the entire 
typewriter industry. 

Furthermore, you have our assurance 
that Smith-Corona intends to continue 
its present policy of leadership in the 
portable typewriter field—of being first 
with both product and promotion. 


Drummond F. Gaines 
Vice President 


THANK 





YOU 
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TODAY'S 


Automation which 
has been predicted 
for offices of the 
future is here today 
because of a Friden 
development called 
Tape-Talk. 
Tape-Talk is the operation of Friden automatic 
machines. These machines handle major office 
routines by calculating, reading and writing with 
punched paper tape. The machines work indi- 
vidually or in combination. 

Office workers simply give general starting 
orders to the machines. Functioning in their 
world of Tape-Talk, Friden machines can: 

(1) Eliminate need for manual movements 
and most conventional operator decisions... (2) 
Increase work volume output without increasing 
payroll costs or overtime ...(3) End errors nor- 
mally occurring in data recopying. 

Look into this practical, deliverable miracle— 
Friden Tape-Talk. Call your Friden Man or write 
Friden, Inc., San Leandro, California. Sales, in- 


struction, service throughout U.S. and the world. 


rriden 


Aor the Syttine 


f Gp 


S electadoato® automatic tape 


reader-selector-sorter 


Taledatoa® automatic tape transmitter-receiver 


. ® . . . 
dustouniter Automatic justifying 
type-composing machine 


Ada.-Pumch® automatic code tape 


adding-listing machine 


hoxowwitir® Automatic tape 


writing-accounting machine 
Quitomatic Input - Output Machine 


% 


~~, ee 


® . 
Automatic tape 
billing department in one desk 


Friden Mailroom Equipment 
Friden Natural Way Adding Machine 


Friden fully automatic Calculator— 
The Thinking Machine of American Business 
© Friden, Ine. 
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your company rs judged 
by the office you keep! 





Cole Steel offices have a personality that 
radiates friendliness plus efficiency. ... 
Scientifically engineered construction, 
handsome styling . . . consideration for 
comfort . . . are all combined in Cole 
Steel Office Equipment. Cole Steel fur- 
niture is America’s top selling brand... 











its low initial cost, minimum upkeep, 
and enduring beauty make it the great- 
est dollar value in steel office furniture. 










- COLE-STEEL: 


Cole Steel Equipment Co., inc. « 415 Madison Ave.. New York 17, N.Y. 
Canada: 329 Dufferin St., Toronto, Ont. 





New Products 





WORLD GLOBES 





Weber Costello Co. 
1212 McKinley St. 
Chicago Heights, III. 


Among the 16-inch wor g 


available at popular pri is th 
model No. 1614]. Equipp vith f 
orbital mounting, the glob ver 
height is 20 incHes. The meridian rin 
and fork are gold finis!l the bas 
has reddish-brown hammerloid finis! 
These 16-inch globes ar bI 
conventional political coloring and 
the new Physigraphic 3-D, a new cat 
tographic technique wh portray 


mountains in realistic 3-D 


—Inquiry Card No. 16— 


DESK STAPLER 





Swingline, Inc. 
32-00 Skillman Ave. 
Long Island City 1, N. ¥ 


The new 99 desk staple: ries t 
same features as the bigger | 
company states. Design f h 

or office use, it will tack stapl 
It has open channel loading with 
capacity of up to 105 staples, is of all 


steel construction wit! 
anvil. Comes in red, greet ray, b 
or brown. 

—Inquiry Card No. 19— 


ADDING MACHINE 





General-Gilbert Corp. 
150 Broadway 


New York 38, N. Y. 


This heavy-duty 10-key addin ma 
hine with “advanced features” is be 
ng introduced by the company at new 
low prices. This new 400 series in 
ludes three models each of which 
has been designed to take desk space 
of 8 by 11 inches. The machines weigh 
from 1234 to 13144 Ibs. and are 
finished in blue, blue-green, and beigs 
Designed for greater speed, ease and 
accuracy of operation, these models 
feature electrified control keys and 
concave key faces 
—Inquiry Card No. 17— 


LABEL MOISTENER 





Seal-O-Matic Dispenser Corp. 
169 Murray St. 
Newark, N. J. 


[The company is introducing a new 
series of wide label moisteners under 
the name Label Master in 41-inch 
ind 6-inch sizes. These moisteners fea- 


ture heavy rust-resistant water boxes 
stainless steel covers, and pul bristle 
brushes Catalogs are availabl at the 
ibove address 


—Inquiry Card No. 20— 


PORTABLE TYPEWRITER 





DeJur-Amsco Corp. 
15-01 Northern Blvd. 
Long Island City 1, N. Y. 


The new Triumph Kwik-Riter port 
able typewriter is an 88-character ma 
chine equipped for single, double and 
half-spacing. It also features right and 
left shift keys, double carriage re 
lease, transparent index card holders 
variable line spacer, two-color ribbon 
and stencil cut, and many other con- 
veniences. Two-tone finish is non 
glare ripple, and key tops are non 
glare and _finger-molded Double 
frame construction is of magnesium 
alloy, and the carriage is mounted on 
ground steel and polished rails 
—Inquiry Card No. 18— 


PENCIL SHARPENER 





Apsco Products, Inc. 
P. O. Box 840 
Beverly Hills, Calif. 


[he ‘Pixie’ home pencil sharpener ts 


full-sized and packaged to appeal to 
the home market. Said to be ideal for 
kitchen len, home workshops and 


children’s room, the new machine can 
sharpen wood and wax color crayons 
Standard pack assortment is 8 green, 
3 red and one multi-color receptacle 
per dozen. Display shipping container 
carries 8 dozen units 

—Inquiry Card No. 21— 


For More Information Use Inquiry Card Facing Page 66 
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EXECUTIVE TECHNIPLAN 


Reflecting only the finest taste limited only by the imagination . . . 
Executive Techniplan is the most sought-after furniture for offices today. 
Featuring unlimited arrangements of standard components, each Executive 
Techniptan office is as personal as it is functional. For Executive Techniplan, 
the original metal modular office equipment is designed to satisfy your most 
discriminating customers who demand the finest available 

These customers are part of a tremendous ready-made market, available 
to you as a Globe-Wernicke franchised dealer. Hundreds of businesses and 
industries agree there is nothing finer than G/W metal office equipment. And 
each year, as their needs increase, they purchase more and more Globe- 


Wernicke metal modular office turniture and equipment 


Why not start today toward building that important customer satisfaction 
on which a very profitable future rests? Now is the time to investigate all 
the outstanding advantages of a Globe-Wernicke Franchised Dealership. Write 


for full information that may lead to an entirely revitalized business for you. 


remember ; ? GLOBE-WERNICKE 


success depends on the 


strength of your line The Globe-Wernicke Co. ¢ Cincinnati 12, Ohio 








CHAIR LINE 





Imperial Desk Co. 
1312 W. Florida St. 
Evansville 7, Ind 

A new chair line 
plete groupings of 
sign. Heading the line 
group. Another group 
executive posture 
President Still ot 
are called the Vent 
and Executor 


—Inquiry Card No. 22- 


TELEPHONE INDEX 





Bates Mfg. Co. 
Orange, N. J. 


The “Secretary t 
available in a rang 
and 38 finishes. Des 
the office or tl 
model features thr: 
es: walnut witl 
with silver, and gt 
Cover has round 
metal construction. Off 
advantages of tl 
this new product p1 
capacity of ove 


—Inquiry Card No. 25 
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ADDING MACHINE 





R/B Crafters 
1642 Fairmont Ave. 
Philadelphia 30, Pa. 


A quality adding machine, pri for 
imited budget, adds as ubtracts 
lumns. Called th Addimult 

S tor the machine is said to b 
\ urat It oO 
1) lin tw | ikes 
tt sk ) ] 1b 
ps oO fit int i R 

$14.95 


—Iinquiry Card No. 23— 


STEEL SHELVING 





Supreme Steel Equipment Corp 
53rd St. & First Ave 
Brooklyn, N. Y 


boltle ] i DI L niflex 
| n Sut Lit 
1 i Sal 
K 1S 
l I S ing nas 
| ll 
it ui ily posts 
I S } ail 
] lividel D rl}. ad 
Mods ] i mn type 
] | ht 


if 


—Inquiry Card No. 26— 


NEW PRODUCTS (ovtinued 


SPIRIT DUPLICATOR 





The Heyer Corp 
1850 S. Kostner Ave 
( hicago 23, Ill 


A new lin t spirit plicator illed 
Mark Ill ¢ quero it tour 
major nvi rin ! nt tf no 
increas¢ f price i ing to tl 
manutactu I The n ! table tea 
tures trit r fingers ich permit 
only on t of paper to be ted at a 
t Al 1ewW 1 justabl 
r¢ ] \ ni r even 
non-skip tft ling an vent lint 
trom tor ng in th py area. A dial 
operated tension cont ym pensates 
ror variou veights iper and card 
stock. J ine includ two electri 
machin 1d a hand-operated model 
(No. 70 Mark III (¢ iqueror) which 
lifters fre the for niy in the 
tact th 


at as no electr riy 
—Inquiry Card No. 24— 


METAL BOOKMARK 





Jayo Perfect Bookmark Inc. 
146 W. 46th St. 
New York 36, N. ¥ 


Uh I DOOK K 1 a uickel 
lat i en tX 
li in l irke 
l i I il nat it 
iil K aul 
itl l l It iS 
pe ! oors 1 

in only ust 

ne N Fits all 

hat K K re $1.00 

( DON ivail 

iD 


For More information Use Inquiry Card Facing Page 66 
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cooperates 





... TO BUILD YOUR SALES OF 
STATESMAN CARBON PAPER & TYPEWRITER RIBBONS! 


ae 





oN -with Trigger-Fast Service 


At WRITE'S the Dealer is Boss. Whatever is 
important to you — rush delivery, special stock, 
special packing, imprinting, counseling — is a 

must’’ with us. We're always in touch, to give 
you every ‘break’ — fast! 

















4 -with Iron-Clad Protection 


Loyalty to our Dealers is a tradition with WRITE. 
Now, our new Area Protection Plan puts you 
in the driver's seat, enables you to develop 
profitable major accounts.,Write for “7-Point 
Plan’! 














x -with Speedy Turnover Set-up 


WRITE Products, Deliveries, Merchandising, are 
designed for fast in-and-out. Example: You 
stock 14 ribbons, not 60 .. . and get steady 
sales action with our dynamic Self-Service 
Merchandiser and advertising support. 




















S%-with Super-Quality Products 


WRITE Carbon Papers, Typewriter Ribbons, and 
Packaging, establish your reputation for the 
finest. And the lines are complete for all office 
machines and printers’ needs. Many special 
features. Get the big catalog! 








MAIL A POSTCARD... Just say — “Send your whole story to (Your Name)” 


WRITE, INC., 420 Lexington Ave., New York 17, N. Y., Factory: Bridgeport, Conn 
MAKERS OF FINE TYPEWRITER RIBBONS AND CARBON PAPERS 
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SPELLS 
CONTEMPORARY 
WITH 
A 


Model 1471 Large Side Ct 


el Chair 


Model 140? Swiv 
Mode! 1400 Side Chair 

Model 1423 Large Swivel Chair 
Model K22-D0 Secretaria 
Ortho-Tilt Chair 


The freest possible type of thinking went Truly an imaginative and original contribu- 
into the design of the exciting new Cramer __ tion to the art of office seating, combining 
K-Line Matched Collection of Office Chairs. daring design with enduring performance. 


Why not let us send you our free illustrated brochure? 


R Chamer- POSTURE CHAIR CO. 
Ey 625 Adams St., Kansas City 5, Kans. 
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yea end profil makers... 


REPUBLIC 


STEEL OFFICE EQUIPMENT 


REPUBLIC "PACKAGED" LOCKERS. Fast turnover, big 
profits and every business is a prospect. Three to a 
carton—no inventory problems, no warehouse 
worries. Package includes doors, in frame with 
standard six-inch legs, components, bolts, nuts, and 
socket wrench for assembling. Cartons of three 
lockers are easy to handle, easy to deliver. 


REPUBLIC STORAGE CABINETS. Double-duty, double- 
door storage and wardrobe facilities that increase 
your profits per sales call. Heavy-duty steel construc- 
tion, vertical divider, and adjustable shelves serve 
the double purpose of wardrobe and supply cabinet. 
Ideally suited for small office, storage of supplies 
and clothing. 


REPUBLIC TRANSFER CASES. Heavy-channel frame, 
reinforced drawer heads, all-welded steel construc- 
tion, make Republic Steel Transfer Cases extra strong, 
extra rigid, extra durable. These high-stacking space- 
savers allow a full 25 % inches of clear filing space. 











Year end, year ’round . . . anytime is a good time 
to promote and sell the Republic profit line. Write 
for information. 








| 
| REPUBLIC STEEL CORPORATION 

| BERGER DIVISION 

| DEPT. C-5945 

| 1058 BELDEN AVENUE + CANTON 5, OHIO 
| I am interested in the Republic Profit Line. Please send 
| additional information on: 

| 0) Republic“ Packaged” Lockers (O Available Dealerships 
| 

| 

| 

| 

| 

| 

! 


REPUBLIC STEEL 


. BERGER DIVISION 


6 


() Republic Storage and Wardrobe Cabinets 


Canton 5, Ohio 











C) Complete Line Cj Republic Transfer Cases 
co. Name 0 eee ee 
$$$ - 
ma Firm sentinel 
Address Se ion eS 
City = Zone ee ay 
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DUAL-PURPOSE 
CABINETS SPRAY ADHESIVE 


TICK 


ADHESIVE-SPRAY 





United Products Co 
1165 Broadway 


New York 1, N. Y. 





A pressure-sensitive adhesive in a con 


ws ier / . } o I 

; . ' nient dispenser is being merchan 
; » 

ee — Rd lised under the name “‘Stick-It.’’ It is 
94 nage ~s “Calif ransparent, waterproof, quick-drying 
onterey Park, Vall. idhesive ement that is practically 
lorless ) ) | 
[wo new dual-purpose od ss. Company states that it will 
not dry out in the can and that excess 


inets have been added to tl 
Tempo stencil products lin sive may be neatly removed with 


Suitable for use as duplicato ordinary rubber cement thinner. Suit 


cabinets and for stencil filing ible for dry mounting, layouts, pres 


and storage. Complete letal ntations, paste-ups, printers mak‘ 
ibout measurements us idy vVindow streamer mounting, ré 
: 4 , ene L, ‘ } ' 

specifications, prices, and capa | ing book bindings, and simila 


ities are available at abo, 
—Inquiry Card No. 29— 


dress 


—Inquiry Card No. 28— 


NEW DESK LINE 





The H-O-N Co. 


Muscatine, lowa 


Removable drawer fronts of Vinyl clad steel in a wid 
selection of attractive patterns and colors are an out 
standing feature of tl ompany’s new Million Line 

desks. Matching back panels and credenza fronts are also 
being fabricated of the 1 aterial te irry out. the 
theme of personalized sty! in the offi The plastic 

bonded to steel, is extremely rabl resists scuffing and 
fading to a greater extent than does painted steel, and af 
fords a pleasing effect t t r-all appearan ot th 

desk, the company clair 


—Inquiry Card No. 31— 


For More Information Use Inquiry Card 
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NEW PRODUCTS (0viinued 


CONTEMPORARY CHAIRS 








Niemann, Inc. 
i69 E. Ohio St. 


Chicago 11, IIL. 


Semi-lounge and conference chairs of contem 
porary design make up a new quality collection 
of ten designs introduced by the company at the 
NSOEA convention in Chicago. Typical of the 
group are Model 9342 (left) and the tub chair, 
Model 9340, on the right. All chairs are lightly 
scaled with exposed sculptured walnut accents 
Half of the chairs in the line feature higher 
double for use in recep 
tion areas or around the conference table 
Available in leather, fabric or Naugahyde 

covers and a choice of walnut finishes 


—Inquiry Card No. 30— 


EE ——— 


seat levels so they car 


DESK-DRAWING BOARD 
COMBINATION 





Columbia-Hallowell Div. 
Standard Pressed Steel Co. 
Jenkintown, Pa. 


This desk and drawing board combination has 
been designed ror more productive use of de 
signers’ and engineers’ time. The all-steel, L- 


) 


shaped unit provides an over-all surface of 2 
square feet and yields separate but readily a 
cessible work areas in a minimum of space. Top 
ot the pedestal typ desk is 60 by 30 inches and 
comes in either linoleum, maple or white. The 


linoleum-covered drawing surfa¢ which meas 
ures 60 by 36 inches, can be elevated to 85 dé 
grees and lowered to a completely horizontal 
position. The desk also provides storage spac 
tor large plans and blueprints with additional 
small-drawer space tor instruments and papef 
work 


—Inquiry Card No. 32— 
Facing Page 66 
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RE-STOCK THE NEW ROYAL FUTURA 


a 


gee <a aT 


So ne a = 
MES Be Pe = 2: . wae ‘ ape > or <a se ws cite 


a — TKS ae a. oe 


AND HAVE A ROYAL-LY PROFITABLE 
CHRISTMAS! 


Don’t be caught short in the 
Christmas gift market...and what 
a market it’s shaping up to be! 


bbe 





Look what’s happening. Just a 
short while ago, Royal introduced 
the remarkable new FUTURA* 
Portable—and the great news 
spread like wildfire! Almost over- 
night, FUTURA became the most talked-about 
portable typewriter in the industry. 





Mail poured in... people phoned in...everybody 
had praise for the new portable with the features 
of a standard office machine. 

So—we’re keeping the ball rolling with big, 

a ae big national advertising right through the Christ- 

el, | mas gift season. That’s your cue. 

Right now, take a look at your stock of Royal 
| FUTURA Portables. Make sure it’s plenty big 
and ready for the Christmas gift rush. 

Keep a running check on your stock and send 
in reorders so that you won’t be caught short. ® world’s most 

Meanwhile, keep your Christmas displays and ROYAL wanted portable 


promotion materials working full time. Call your 





sara) Tiereeeineliiale hel Product of Royal McBee Corporation, 
Oya epresentative for help. World’s Largest Manufacturer of Typewriters. 


*Trademark of Royal McBee Corp, 
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Vee ll IN CARBON &§ PAPER 






Longer wearing, 
Blacker, Sharper-- 


CRESCENDO's 
got Everything! 


tel s-e- tale Miaale] smyth 
secretaries are going steady with 
this gem among Carbon papers 
And no wonder. It's the perfect 
mate for electric typewriters 

VW relaret-1/01i ie) aueat-lelel-l|-mm colon 


Crescendo produces crisp, 
black, sharply defined characters 
And thecolor holds. Long after 
FlaMmelaellal-1e ae-i0l-1-) @lal-l-ee le) el ale mie 
way into the basket, 

(Old -s-vor-lalelomore)abdlael-t-mael eal al-meleh 
beautiful copies. 


Our dealers report 

rol} ¢}¢-Talelial-aua-s-10]| ¢-yam Ole -+-1o1-1alele) 

1077 8-5-1 al- 1g om- Lele mol l-1- lame lal-lany 
machine. You get up to 15 clear 
copies even on a portable. Strikingly 
packaged to attract the eye. 


We'll send samples so you 
can try Crescendo yourself at our 
expense. Use it on any machine 

in your store. We know you'll 
agree it does everything we say 
for it. Write today. 


PEERLESS \npewidl COMPANY 


iolee) ide) Nias) 


Newark 12, New Jersey 


: , ¥ y 
/ 2 
/,, 7am / F 
Af c YY, d M4 pp Fib hg Looted 
4 


typewriter ribbons, carbon paper ribbons 


carbonized rolls, Peerless rubber keys. 


Are you receiving Carbon Capers? Easy to read, 
full of helpful ideas. No obligation. 
Just ask us to put you on the list. 





for you, who have an eye for 


functional beauty 


styling that 
sells... 


. ve QUIET MODEL 
: ADDING MACHINE 
a 


send for REGNA literature NOW! 


REGNA is the lowest priced electrically operated full It’s low priced! It’s profitable! 
safety keyboard machine in the world. Mail the coupon—Mail it today— 
Everyone who sees the new REGNA admires the wonder Mail i NOW! 
of streamlined FUNCTIONAL BEAUTY. pean areDenaranenenananenanenes 
Everyone who tries this sturdy and dependable adding REGNA CASH REGISTERS INC. 
machine becomes a “high speed” operator — fingertips SS a ee vee 
literally float over the moulded keys! eee more information on the new Electric 
Different capacities; fully automatic safety keyboard; eee Regn Ly me ba outline advantages of 
models in light grey or ivory. Also low-priced hand oper- 

f ated models. 





Name 
Address 


In Canada: Regna Cash Registers of Canada Ltd., 704 Notre Dame St. City = 
W. Montreal, Que., and Business Equipment Machines, 
489-R King St. W. Toronto, Ont. Zo Ss 
OUTSIDE CONTINENTAL U.S.: sr ae 
Jorgen S. Lien, Box 507, Bergen, Norway — oe oe oe oe 








ibbons 
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NEW PRODUCTS «oinucd 


PAPER PUNCH MODULAR GROUP VINYL-COATED FABRIC 








~ 
Robert John Co The Landers Corp. 
x : > ‘ 
202 S. Hutchinson St P. O. Box 911 
Philadelphia 7, Pa Toledo, Ohio 
A new vinyl-coated upholstery fabric 
lr} elwood eont +] omeke ; 
Steelwood group with constru has been developed for the office 
On Seay WO MmuCera aicn cigs equipment field under the name 
trends was introduced at the NSOEA Versilan.”’ It is soil-resistant and ex 





onvention in Chic ago. The line tea tra-durable and is available in a wide 
McGill Metal Products Co. tures wood panels im a variety Ol variety of weights and colors for all 
Marengo, IIL. hnishes that snap into the steel fram upholstery and wall covering pur- 

Interchangeable interior compartments poses. This fabric is water-proof and 

An economy model offering feat idd further versatility to the co-ordi can be cleaned with a damp, soapy 
similar to those of more pensi\ nated desk, file, and credenza units sponge; it is stain and scuff resistant 
styles, the “Paper-King” pun / Specially designed seating completes It is particularly adaptable to recep 
tures a paper gauge that is ly ad t group. [1 company achieved tion offices onference rooms. and 
justed for measuring the depth of vith this group a maximum diversity executive suites 
reach. The side of the pun 1s ul of colo! and texture within Satil¢ —Inquiry Card No. 35— 
brated in Y%-inch divisions. A p basic frames. Seven decorator hues aré 
tacle for clippings is readil; pti ffered: Inca, autumn, Capri, slat 
a positive-action cover assurif iwn, sunrise, and dusk. Desk tops 
pendable operation. A_ heli f laminate come in walnut, gray, or 
pression spring gives positive put ) Natural walnut panels, di 
ing action. The punch is constructed screens may be had 
of sturdy steel  nickel-plat th —Inquiry Card No. 34— STENO NOTEBOOK 


t ott 


handles being covered wi 
plastic available in various rs. It 
is packaged in display bo» t 
transparent acetate cover! 


—Inquiry Card No. 33— 


TELEPHONE CABINET 


Bentson Mtg. Co 
652 N. Highland Ave 
Aurora, Ill 


Guardex telephone cabinet in adap National Blank Book Co. 






tation of the Guardex sate-desk brought out Holyoke, Mass. 
by Bentson last winter. It was designed to 

bring personal, private security to the point This 20/20 buff “500” stenog- 
of us Like the desk unit, the telephone rapher's notebook is _ being 
cabinet carries a Class C label of protection presented as a Oompanion to 
\ (North American Safe Assn.) and 1s the ompany'’s Eye-Ease green 
quipped with a Yale combination lock. It S00 Called No. 36-501, the 
rates on ball bearing. crad]l suspension new notebook has a rust and 
nd accommodat Pendaflex folders in legal buff cover and shows 500 of 
e letter sizes. Availabl of : n new the words most commonly mis 
ist na ls for solid or two-tone applica spelled in the business office 
A It contains 80 leaves of buff 
—Inquiry Card No, 36— Opaque paper, green ruled with 


a brown line. Binding is of 
coiled wire 


—Inquiry Card No. 37— 


For More Information Use Inquiry Card Facing Page 66 
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PEERLESS leads the field, again! 














€ 


with the complete ‘‘Designer Line’’ of metal office furniture. 





This new style-wise line of desks, credenzas and modular units can be 
the means of your leading the sales field of metal office furniture. 


Be sure to write for your copy of the brand new brochure describing 
this complete line. Now, you can be in the position of submitting a proposal 
for the BIG office contracts . . . to offer to your Designer contacts all that’s 
new in the metal office furniture field. Interiors Designers are becoming 
more and more your important lead to the big office contract sale. The 
‘Designer Line’ is your means of converting these prospects to customers. 


Write today for your copy of Brochure #141 . . . a copy will be in the 
return mail. 


PEERLESS 


STEEL EQUIPMENT CO. 


6600 Hasbrook Ave., Philadelphia 11, Pe 


NEW YORK CHICAGO HOUSTON LOS ANGELES 





/58 OA-12/58 : 51 














LABEL INSERTER 


Ever Ready Calendar Mfg. Co 
150 Bay St. 
Jersey City, N. J. 


The company has_ introduce 


label-inserting machine which places 
a pressure-sensitive, dealer-imprinte 


label between the pages of transp 


ent-film-wrapped calendar refills. This 


operation can be achieved wit 
seriously damaging the wrapp 

the calendar is slipped onto tl 

chine, a small slit is made in 

of the wrapper. A slide then 

a label into place between 


of the pad, and the pressure-sensitis 


backing on the label holds it 
as the pad is removed fror 
chine. Device may be used wit 
film-wrapped sheet-paper prod 
—Inquiry Card No. 38— 


STUDENT INDEX 








G. J. Aigner Co. 
426 S. Clinton St. 
Chicago 7, Ill. 


A reinforced Student Index pri 
retail at 25¢ has been annour 
by the manufacturer. Reinforced on 
the binding edge with DuPont's My 
lar plastic, the new index is said t 
resist wear and will not tear or pul 
through at the holes. Tabs have tub 
ular edge to resist splitting and 
in assorted colors or clear. Each 
of 5 index dividers is packaged in 
striking blue-and-orange printed poly 
ethylene envelope. 

—Inquiry Card No. 41— 





tables, guards, fram 


FILE DRAWER 


Steelcase, Inc. 
1120 36th St. 
Grand Rapids, Mich. 


A new file drawer designed to provide 

aximum visibility has been intro 
juced as the V File Drawer 
Claimed by the manufacturer to b 
the first real advance in standard 
filing equipment in many years,” the 
lrawe! utilizes adjustable blocks 
hich are manipulated by side tabs to 


form the “‘V” that puts filed material 
readily at hand and in easy view 
After the drawer is closed, the “V”’ is 

ned thus permitting easy re-filing 
The new drawers feature progressive 


nsion and a choice of Sunshine 
colors 


—Inquiry Card No. 39— 


GALVANIZED ANGLE 





Equipto Div. 

Aurora Equipment Co. 

Aurora, III. 

Hot dip galvanized Equipto Angl 
mes in 12 and 14 gauge weights 
nd 10 or 12 foot lengths. Company 

states that the steel 

ched with _ scientifically 

and slots so that it may be cut 
any length and bolted together t 

ik such items as storage racks 


product is 


spaced 





es carts stands 

ks, ladders, and many other de 
s. Bolts and nuts are furnished 
ith the angle, and a one-stroke cut 
is available Instructions aré¢ 
ked with each bundle of 10 angles 


—Inquiry Card No. 42— 


continuca 





NEW PRODUCTS 


BLUEPRINT FILE 


Stacor Equipment Co. 
295 Emmet St. 
Newark, N. J. 


The Staktube Roll File offers a new filing 
system for blueprints, charts, maps, and 
similar items. This equipment consists of 
heavy-gauge steel casing which holds 36 
214-inch ID file tubes. The square file has a 
complete index record of contents on the in- 
side of the door and a 314 by 134 label 
holder on the outside. The units may be 
placed horizontally or stood on end; they 
interlock and may be stacked in any number 
to any height. Comes in four different 
lengths to accommodate tubes 30, 36, 42 
and 60 inches long 


—Inquiry Card No. 40— 


FILE CABINET 



































Cole Steel Equipment Co., Inc. 
415 Madison Ave. 
New York 17, N. ¥ 


The Imperial is a combination storage and 
card file cabinet which boasts gently rounded 
contours, golden hardware, and _ recessed 


base. Designed to fit into executive suites 
this Model 3210 measures 3014 inches wide 
and 17 inches deep. It has two box drawers 
suitable for 3 by 5 or 4 by 6 cards and slid 
ing tambour doors. The cabinet, which is 
desk high, is reported to be ideal as a base 
for duplicating and copy machines. Avail 
able in mist green, Cole gray, or desert sand 


—Inquiry Card No. 43— 


For More Information Use Inquiry Card Facing Page 66 





OA-12/58 
































universal 
acclaim 
fora 
vital 
new trend 
in 
office 
furniture 


design 





0 
C 
v 


0 
. 
© 
5 
a 
© 
4) 
) 
_ 
O 


format 























Since its introduction a few short months ago, Formational by Standard has been 
hailed the country over as one of the most significant design developments of 


our era. 


More important, buyers are backing their enthusiasm with hard cash. Orders are 
now piling in at such a rate that production schedules on Formational have had 


to be twice revised upward to keep pace with the demand. 


Why not get the complete story now on Formational, Continental and Omega — 


Standard’s brilliant trio of pace-setting designs. See your representative or write: 


STANDARD FURNITURE COMPANY, HERKIMER, NEW YORK 


@ Free formational literature sent on request. 


offices for living start with furniture by standard 














BOOKCASE SHELVING 





ONE C8 OF RACE 
mm) 








WHat FACED £0 back 
mm 


Penco Metal Products Div. 
Alan Wood Steel Co. 

200 Brower Ave. 

Oaks, Pa. 

A line of bookcase shelving for 
use in libraries, institutions 
schools, and offices is availabl 
in four styles—single and 
double faced units with bot! 
open and closed backs and ten 
sizes. A foremost construction 
feature is the provision fot 
easy, quick positioning ot 
shelves, adjustable on one-inc! 
centers. Shelf design eliminat 
the need for shelf brackets an 
lets the shelf rest firmly on slots 
at four points on the upright 
panels. End lock prevents acci 
dental shelf removal. Width pe: 
section is 36 inches. Comes in 
green, gray, or tan and 
tional decorator colors of spray 
green, rose amber, warm gray 
saxe blue, and sand 


—Inquiry Card No. 44— 


LD 
SIX Of 


FOUNTAIN PEN INK 


W. A. Sheaffer Pen Co. 
Fort Madison, Iowa 


Presented as “the first fountain pen 
writing fluid to reproduce on all copy 
ing machines using a heat, liquid ot: 
photographic process,” a new Sheat 
fer ink has been called “Permanent 
Jet Black Reproduction Skrip.” It will 
be available in the company’s top-well 
bottles and also in the Skrip cartridg 
used in Skripsert fountain pens. All 
packaging of the new ink will b 
marked “Will Reproduce.” Prices will 
be the same as for all other Skrij 
fountain pen fluids. 


—Inquiry Card No. 47— 





CHAIR HASSOCK GROUPING 





Interstate Metal Products Co., Inc. 
666 Lake Shore Dr 
Chicago 11, Ill 


away 


A new line of colorful upholstered told 
and upholstered bench has 
expands the company s 
units fulfill a 


chairs matching 
sock three 
offering of Maso products 
variety of requirements for seating in reception 
eas as well 


which seats 


These 


rooms, lounges, and in conference a 


is for permanent office seating. Seat and back 
rest of chairs are plastic foam over No-sag 
springs covered with Boltaflex and a1 rests 
with matching Boltaflex. Legs and frat are of 
tubular steel, finished in metallic bronze with 
self-level glides. A safety lock maintains chair 
securely when in use. Hassock is similarly con 
structed and upholstered its six rounded legs 
ire fruitwood finished and taper into brass fet 


Available in green, tan, orange, or white 


—Inquiry Card No. 45— 


rules 


PAPER SHREDDER 





Industrial Shredder & Cutter Co. 
704 §. Ellsworth Ave. 
Salem, Ohio 


shredder 1s 


“Silver 13-(€ 
continuous 


Chis Model 
ipable of 


disposal of accumulated obsolete re« 


Operation fot 


ords. It is a rugged “chopper” which 


will handle any paper from tissue to 
corrugated—including file folders 
booklets, bulky envelopes stapl re 


ports—and even paper clips and eye 
lets Feed throat is wide enough to 
take forms up to 1244 inches This 
machine is equipped with heavy-duty 
iHP, 115-volt single phase—or ) of 
140-volt 3 phase—60-cycle motor and 


reversing switch 


—Inquiry Card No. 48— 





NEW PRODUCTS covtinued 


29-YEAR DATER 





Ho 
oe 9 Ne) 


Faymus Div. 

Bankers & Merchants, Inc. 
3229 N. Sheffield Ave. 
Chicago 13, Ill 


This new high-quality, low-cost 
with an ink refill 
guarantee. Spt 


dater comes 


and a Y-yeal 
cifically designed tor use on ex 


ecutive desks, it has a one-piece 
metal frame and comfortable 
plastic handle and is finished 
in green baked enamel he 
product features engraved brass 
bands with well-designed char 
acters and quiet easy action. A 
built-in ink pad which automat 
ically re-inks dater can be re 


moved, replenished and replaced 


in moments. A “spot alignment 


panel in the base permits full 
visibility for placing date ac 
curately in a small area. The 
built in ustable prod makes 
stylus unnecessary tor moving 
figures on bands 


—Inquiry Card No. 46— 


RING BINDER 


Ringmaster, Inc. 
2533 Sullivan Ave. 
St. Louis 7, Mo. 

The manutacturer ts 
first a construction 
binders with sreatel than 
capacity Now available in stock and 


presenting as a 
ring 
two-inch 


standard 


special sizes with eleven-inch binding 
side, the new binder has a capacity of 
1/, inches. It can be furnished with 
metal hin ror reatel treneth on 
special ordet 


—Inquiry Card No. 49— 


For More Information Use Inquiry Card Facing Page 66 
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Today’s Contemporary — for Today’s Executive 


te a 














Modern in concept—yet forever new. Here is 
a Neoclassic presentation of Wood Office 
Furniture by Alma, a gentle reminder of the 


Masterpieces of the past. 


The warm blending of Cherry and Walnut 
woods, the floating lines and subtle contours 


create a natural setting of businesslike efficiency. 


Ask for catalog illustrating the Director Series. 


ee 


. executive office furniture with a Future . . . by 





HIGH POINT, NORTH CAROLINA 





COPYHOLDER 





Mr. Allen O'Hara 
713 M& M Bidg. 
Houston, Tex. 


A new copyholder for use with all 
types of business machines is tl! 
product of Lindication Ltd. of Hemp 
stead, England and for whom Mr 
O'Hara is sole importing agency and 
national distributor. Available as 
Lindicator Major (shown here) and 
Lindicator Minor, the device can b 
equipped with the company’s Copy 
Lite, also shown. The “Major” may 
be had with either hand or foot con 
trolled space lever. Two other models 
the Minerva and the Monitor wer 
especially designed to handle heavy 
books, bills of quantity, and similar 
materials. Lindicator features includ 
the Magnaline, a quick-acting lens at 
tachment for application to difficult 
copy, book holder, rapid control knob 
for up and down manipulation of 
copy, and copy gate which takes uj 
to 30 or 40 sheets of copy clipped t 
gethe:. 
—Inquiry Card No. 50— 


FILE FOLDER LABEL 








Smead Mfg. Co., Inc. 
309-311 Second St. 
Hastings, Minn. 


Self-adhesive labels in rolls were in 
troduced by the company at the NSO 
EA convention recently. The rolls 
being merchandised for sales appeal 
in modern, re-usable clear plasti 
boxes. Label comes in 8 colors with 
250 to each roll perforated for easy 
separation. Free sample available t 
dealers. 


—Inquiry Card No. 53-— 








FILE FOR ARTWORK 






Plan Hold Corp. 

5204 Shakemco St. 

South Gate, Calif. 

[his manufacturer of vertical hilin 
equipment has announced its all-new 
Vertiflex Pocket File for megativ 
plates, stencils, artwork, x-rays. It is 
a low-cost filing system consisting ot 
special kraft envelopes to accommo 
late materials up to 24 by 30 inches 


ertically suspended from _ flexibl 


iluminun hanger blades. Files may b 

ounted on any wall surface or con 
tained within a Combo Cabinet 
shown in the inset 


—Inquiry Card No. 51— 


BUILDING DIRECTORY 





DIRECTORY 





NEW PRODUCTS «0”iinued 


AUTO CLIPBOARD 






Auto-Desk Co. 
1147 E. Miner Rd. 
Cleveland 24, Ohio 


An auto accessory consisting of a 


strong Masonite clipboard mounted 
on a sturdy steel arm that attaches 
to any steering wheel column, on 
either the left or right side, was de 
signed for use by deliverymen, sales 
men, truckers, and businessmen who 
keep route lists laps, prospect lists 
and the like. It is adjustable to any 
height or angle and does not inter 
fere with driving instruments. Fits all 
cars and may be installed in seconds 
without tools. Holder for pencil is 
built in. Available in any size to 
match company forms 


—ainquiry Card No. 52— 


A. C, Davenport & Son, Inc 
311 N. Desplaines Sc. 
Chicago 6, IIL. 


This changeablk letter  strip-type 
building directory permits individual 
name and place changes in a matter 
of seconds. Designed to accommodate 
buildings with from 10 to 1,000 ten 
ants, the directory has a personalized 
header section for building name or: 


any other heading Available in 
colored felt background to blend 
with building decor—black, green 
red, blue, brown, and maroon with 
letters in white, yellow, green or red 
Frames may be had in chrome, bronze 
stainless steel, aluminum, or wood 


—Inquiry Card No. 54- 


For More Information Use Inquiry Card Facing Page 66 
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~———- easy-to-see... 
easy-to-reach 
vertical drawer 
storage makes 
the difference 


= | 


) nny 






revolutionary 
microfilm 
storage 


new addition means 


55% more capacity 


Housing shown is 
combination of 


than other equipment 


(Upper) Companion 
Unit #4MF 


(Lower) Basic 
Unit #11MF 


in same floor space ! 


will hold: 


Sy 1934 100 ft. rolls of 


16mm film, or 


Sy 1192 100 #. rolls of 


35mm film 





% Ail drawers extend beyond face of cabinet. 


% All drawers mounted on Ball Bearing 
suspension. 


%& Drawers of Companion Unit #4MF are lipped 
to hold boxes. 


%& Drawers of Basic Unit #11MF have open 
bottoms — no compressors. 


% Extra-heavy gauge construction — designed 
for vault use and years of service. 


Write Dept. 0-4 for literature. 


MANUFACTURING COMPANY, Inc. 
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Sales Stimulators 





ss A NIE 


G. J. Aigner Co., 426 S. Clinton St 
Chicago 7, Ill.—has made available to 
lealers an eye-catching blue and whit« 
vunter display of the new AICO Stu 
nt Index. Specially designed for us¢ 





- vith the blue-and-orange print 
Vail Mfg. Co., 900 E. 95th St., Chi polyethylene Student Index packag: 
cago 19, Ill—has introduced new the new display is expected to stimu 
packaging in its line of pins, clips ite self-service sales. The display 
fasteners, and staples. The polka-dot ton will be supplied with each 
design color-keys each packasg rder of 36 sets of the Student Index 
cording to the product it contains —Inquiry Card No. 102— 


Also new is the company’s self-ser 
“fastening center,” which is 
bination merchandising, stocking, and 


display unit for the complete line of 
Monarch fasteners. Display is being 
offered free with purchase of 


plete fastener line. 
—Inquiry Card No. 101— 


FE 


SS COMRASAGLE 





Eaton Paper Corp., 75 S. Church St 
Pittsfield, Mass.—has announced new 
packaging with color-coded end labels 
to identify every paper by grade 
Stock numbers are in super-legible 
print as are the tacts important to 
linching the sale. Packets and enve 
lopes as well as ream put-ups of 
Berkshire papers and Eaton’s Corra 
ible Bond are all newly packaged 
self-service appeal 


—Inquiry Card No. 105— 





Imperial Methods Co., 750 § 
Circle Ave., Forest Park, II! 
offers an eye-catching count 


display merchandiser fot Milwaukee Metal Furniture Co., 


new “Pic-a-Pack’’ line of p N. Campbell Ave., Chicago 12, Ill 
packed, self-service filing su} is announced a brochure and pric 
plies. The compact wire rach list for dealers. The new promotion 
is being offered free witl piece illustrates in color the con 
starter order of file’ fold pany's Trend line of chairs, giving d¢ 
guides, index cards and tails on their construction and fun 
guides. Packaged in dé tion. A special feature concerns a new 
packs, the line has been di type of sectional reception room tur 
signed especially for the small niture which includes plastic-top cor 
quantity buyer. ner, end, and magazine tables 


—Inquiry Card No. 104— —Inquiry Card No. 106— 

















Manifold Supplies Co., 188 
Third Ave., Brooklyn 17, N. Y 

has published a full-color, il 
lustrated brochure entitled 
“Wherever Records Are Pro 
duced, Panama-Beaver Is on the 
Scene.” It discusses proper ap 
plication of carbon papers and 
inked ribbons to methods and 
machines 


—Inquiry Card No. 103— 
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ee ee 





Weldon Roberts Rubber Co., 
365 Sixth Ave., Newark 7, N. ] 

is now Offering its erasers 
for erasing carbon ribbon typ 
ing on attractive, self-selling 
cards. The cards carry descrip 
tions of the recommended eras- 
ing method Erasers are 
mounted in pairs featuring No 
448 Green Glow in combina 
tion with each of the Graypoint 
erasers. Cards are packed 24 
per box. 

—Inquiry Card No. 107— 


American Geloso Electronics Inc., 41 
Seventh Ave., New York 1, N. ¥ 
has announced the availability of new 
direct mail promotion materials fot 
the company’s ‘‘StenOtape’’ recorder 
transcriber. Included in the offering is 
an 8-page prestige brochure catalog 
sheets and envelope stuffers 


—Inquiry Card No. 108— 


For More Information Use Inquiry Card Facing Page 66 
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Saved in oa 


UTY Par a 
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Mr. Dealer...Here's a Real Hand 
For You and Your Salesmen... 
































Business By Ider *2 










4. Mail! iW Costs! 





Quality Park Products are sold through dealers only . . . so Dealers always 
get a square deal with extra promotion helps like these “Business Builder 
Samples.’’ They make useful samples with a built-in sales presentation 


for salesmen to carry. And they are furnished FREE to you. Here are 
three of them (and more to come 

Business Builder No. 1 (top) DOUBLE TOP FILE JACKET (No. 3033-DT) the your 
inexpensive workhorse for better filing and finding of bulky papers. wil: 


Business Builder No. 2 (center) CONVENTION WALLET with Lasti-ti feature 


nbines top utility with advertising display space—ideal for salesman kits, special 


motions... as good as a brief case 
Business Builder No. 3 (lower) FIRST CLASS MAILER to assure prompt handling 
f bulky first class mail . . . features new Redi-seal flap—no moistening required. 


It’s always a “sure bet’? when you stock Quality Park Products. 
Sold through Dealers Only 
QUALITY PARK ENVELOPE co. 


General Office and Factory, 2520 Como Ave., St. Paul 8, Minnesota 
Chicago Office and Warehouse, 564 W. Monroe St., Chicago 6, Illinois 
West Coast Office and Warehouse, 837 Traction Ave., Los Angeles 13, Calif. 
Dallas Office and Warehouse, 1203 Dragon St., Dallas, Texas 
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Cushman & Denison Mfg. Co., Car! 
stadt, N. J.—is now distributing it 
Flomaster felt-tip pen in a desk-typ 
kit suitable for window and count 
display. For shelf merchandising, th 
kit is slipped into a compact box 
cupying minimal space. Kit inclu 
one pen, either the standard 
vanced model; a 2-ounce can of 
purpose ink in choice of 8 colors 
2-ounce can of cleaner; and five inte: 
changeable felt tips of assorted shapes 
—Inquiry Card No. 109— 








(ss. | STAPLE GUN | > 





Swingline, Inc., 32-00 Skillman Ave 


Long Island City 1, N. Y.—is provid- 


ing Christmas bands of elasticized 


Vinyl in the packaging of its Swing 
' ' 


line 101 high compression staple 


if gun 
Each gun will be wrapped with this 
band carrying a holiday messag Ch 
zuns will be packed four to a carton 
on which there will be a removab! 
plastic sticker bearing Christ s gift 
Opy 


—Inquiry Card No. 110— 


New Catalogs 








The George F. Cram Co., Inc 
730 E. Washington St., Indian 
apolis 7, Ind. has issu 
a new, complete catalog 
globes, maps, and atlases. Call 
No. 68, it uses full colo 
offers a complete range of si 
styles, prices and colors. Writ 
company at P. O. Box 426 f 
the catalog. 

—Inquiry Card No. 121— 


The Milwaukee Chair Co., 3 W 


Center St., Milwaukee 45, Wis—has 


announced its Price List No 
applying to Catalog No. 64, also just 
released. The new catalog presents 
the company’s latest chair models witl 
particular emphasis on executive styles 
shown in color. 


—Inquiry Card No. 126— 


Polychrome Corp., 2 Ashburton Av« 
Yonkers 2, N. ¥ presents its nev 
1959 mimeograph stencil and supply 
atalog. Thirty-two spiral-bound 


pages 
illustrate in color the company’s lin 
yf stencils, inks, and accessories. Of 
particular moment is the presentatior 
ot the Polychrome Chromatype stencil 
vhich is made 


f a special wet 


strength paper to resist copy distortion 
when used with wate! base inks 
Available free at above address 


—Inquiry Card No. 122— 


Equipto Div., Aurora Equipment Co., 
Aurora, Ill—has published an idea 
book on space making with slott 


structural steel Titled Equipt 
Angle (Special Equiptogram 299) 
this booklet illustrates and describes 
the many uses to which this steel 


quipment may be put and also shows 
OW various units may be construct 


—Inquiry Card No. 124— 


Delta Products Div., Air Accessories, 
Inc, 1400 Henderson, Fort Worth, 


Lex has just released its 1959 


iog of office accessories Cor plete 


vith specifications and prices, this 

Illustrated book covers the company 

ffering of plastic under-chair mats 

istebaskets, desk trays and milat 
S 


—Inquiry Card No. 127— 


SALES STIMULATORS 





The Georgia Co., Inc., Dept 
S., 276 Fifth Ave., New York 1, 
! 
i 


N. Y. — announces the avail- 
ability of a color booklet on 
Saranspun, the drapery material 
which is adaptable to any in 
stallation. Swatches in the col- 
ors now available are included 
Booklet may be had by writing 
the above address 


—Inquiry Card No. 111— 


Wells Chair Corp., Box 230, Michigan 
City, Ind.—has just published a new 


catalog print in both English and 
Spanish. The i-page presentation 
illustrates the company’s Aristocrat 
line in fout ‘lors. One of the fea 
tures of the booklet is the story, in 
pictures and Opy ot chair onstruc 
ion fror ra material to nspection 


and packing 


—Inquiry Card No. 123— 


Tke Bright Chair Co., Inc., 545 W 


34th St., New York 1, N. Y has an 
nounced the availability of a new 
catalog covering the company’s new 
line of oftice turniture noted for hne 
workmanship and design in leather 
The illustrated catalog includes the 
newly expanded modern division in 


addition to traditional pie 


—Inquiry Cerd No. 125— 


H. A. Steger Co., 308 S. Fourth St 


St. Louts 2, Mo has put out a four 
page brochure in color illustrating the 
all-new Topper brand of office ma 
chine stands. Ten different models are 
fully pictured and describ covering 
the range of oftice uses. Hasco is of 
fering one free stand with dealer's 
order for a mas a t-acquainted 
deal 


—Inqliry Card No. 128— 


For More Information Use Inquiry Card Facing Page 66 
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nlinued 


New 


o10|0lo-x 


JOW 


Game— completely automatic multiplication 


Bae at conventional adding machine cost 


"“addo-x" model 2341 E automatic multiplier 


s with —_—fast——__——_fast—————_completely automatic multiplication 


= priced —-low —low————_low————no more than a conventional adding machine 


= you profit profit— profit————_by selling this truly unique machine 


for details phone, wire or write"addo-x inc", 300 Park Avenue, New York 22, NY, PL 5-5420 
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TOP QUALITY... 





ALL-PURPOSE... AT REASONABLE PRICES 


For volume sales, stock these exceptionally comfortable chairs 
with one piece molded fiber glass upper units, saddle shaped seats, 
and flexible backrests. Ideal for reception rooms, meeting 

rooms and cafeterias. Six colors of fiber glass with black enamel 
wall-saver legs. Priced from $18.95 List. Other fiber glass 

models plus a complete line of upholstered chairs for every 
office use. The Sturgis Posture Chair Company, Sturgis, Michigan. 
Address inquiries to the company’s General Sales Offices, 

154 E. Erie Street, Chicago 11, Illinois. 
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in Other Lands 





Push Portable Sales 
In United Kingdom 


By S. E. RI €S Lancashire Press Agency 


267-269-271 The Corn Exchange, Fennel St., Manchester 4, England 


e@ THE CAMPAIGN of the Typewriter and Allied Trades 


I ratior push sales of portable typewriters is now well 
nder way. It is fortunate for the Federation that some tim« 
co the Postmaster-General issued an attractive poster, showing 
in elderly ter puzzling over a parcel obviously illegibly ad 
iressed. Tl poster carries the words Write your address 
early ind the last word ts underlined 

As read ill be aware, the T. T. F. coined the slogan, “It's 
learly better to type your letter’’ and consequently it was but a 
hort step t yperate with the P. O. and arrange for members 
of the Federation to display the poster in their retail shops 

This ha ilted in extra publicity for tl Federation mem 
hers whi publicity-conscious, to organi displays in theit 
shops, tying up with the poster and suggesting a portable type 
writer for 1 onal us 

One enterprising retailer has gone one better than others 

least to 1 knowledge. The objection in Britain to a typed 
personal lett is that it tends to lose the personal touch, and 
hecomes emi-business communication. (At least that 1s_ the 
outlook of iny thousands of people I gather.) 

Be that it may, Olympia Typewriters produced recently a 

rtable ty; riter which reproduces written-form letters. The 
lelight of this machine for many potential customers is that the 

regularit vhich one associates with a hand-written letter, 


pital letter not perfectly round, slightly below the 
re reproduced exactly 
Small n therefore, that there is a big demand for this 


type in Britain. Olympia, by its enterprise, looks as if it will 


oop a lucrat pool in the personal-portable market. 
o 
The ret ho has gone just that one step ahead of others 
Arthur S. Jackson of Manchester who is well known as on 
the | listributors in the north of England and whos« 
na is sv nvmous with service 
Mr. Jacksor ith commendable flair for public relations, pre 
lope written in ordinary longhand: then he had 
ne typed it pper-plate typing: lastly, he had one typed in the 
new Oly t ty p< 
Th isplayed in his shop window, with results which 
ndicate t ilue of going to a little trouble and thinking 
id about these things 
It is t I ourse¢ as the lypewritet and Allied Trades 
Federation observes, that it is no longer considered to be bad 
to write personal letters on a typewriter, and that increas 
ng number f portables are being used for normal domesti: 
rrespond but the new approach by Olympia would ap 
ir to “fill the bill’ for that wide market which is open to the 
of portab ind which still retains this complex regarding 
typ 
Tt} " t mpaign of the Federation in t shops of thei 
D t f ma €2 tober 
o 
to the T. T. F. and in their official Journal 
t the Salesman’'s Approa h which seems to 


ind to the point that I would like to quote 


Ur the first thing that a salesman must be able to 
iDsu t ugh it seems to have to say it, is to sell, and he 

st theret be able to sell himself. If people will not meet 
nd tinue to listen to him, he is a fai 

| rt rms against extremity in dress: the salesman 
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must look successful because he will then inspire confidence and 
automatically bring about an assumption in the customer's mind 
that the goods are first-class, too 

The battle is more than half won as soon as the prospect 
enters the retailers’ premises.’ (I wonder if we would all quite 
agree with this, however?) 

He may still want further information, but he is already ‘on 
the beam.’ 

A salesman faces three types of prospect, it is observed : 

(1) The firm that is in the market when the salesman calls 
Che salesman will meet one about every six months 

(2) The small firm that is doing well and is disposed to 
spend money on anything that takes its fancy. 

Such firms are a joy to call upon. They tend to collect in the 
smart business quarters of towns, and where they are thick on 
the ground, the territory is considered “plummy”. London, W. 
|. is given as a classic example. 

(3) The firm that is not in the market. Such firms constitute 
95% of the potential market and it is the test of a salesman’'s 
skill to make a living out of them. 

© 


A salesman should know word for word what he is going to 
say as he enters a firm, it is noted, 

‘Why?’ asks the article. 

“Because as an uninvited intruder he is at a psychological dis 
advantage and must seize the initiative in the first second. When 
two people meet for the first time a lightning summing up oc- 
curs on both sides, and if the prospect is allowed to decide that 
the visitor is selling something he is as good as out. The sales- 
man must therefore be quick off the mark and keep the initia- 
tive until he has said all he wants to say 

“If he is to keep this initiative and allow the prospect no op- 
portunity to break his flow, the salesman is well advised to 
learn his ‘patter’ by heart. This, of course, is high-pressure 
selling, and a very good thing it is too.’ (1 don’t know that | 
personally would agree with this paragraph but of course many 
of you may.) 

“Another advantage of ‘patter’’’, we are told, “is that the 
salesman can repeat it 30 times a day without becoming too dis- 
heartened at rebuffs. There is nothing so lowering as to try 
three or four approaches in succession without success. A ‘pat- 
ter’ turns canvassing into a routine which can plow through 
bad spells as well as good. And if it is delivered with outward 
conviction and force it will, by and large, bring results.” 

The question is asked to whom should the salesman deliver 
his ‘patter’? 

It is observed that there is a school of thought which says 
that the salesman should first find out whether the person who 
comes out to see him has authority to deal with purchases. 

It is suggested that this sort of preliminary sparring about is 
just asking for a rebuff. 

“The wise salesman should launch off into his sales talk to 
the first person who approaches him (unless it is obviously the 
office junior or the telephonist.) 

If he is speaking to the wrong person, then he will be passed 
on to the right one. It may easily happen that a salesman will 
deliver the same speech three times in the same office before he 
arrives at the right person. 

“But only breath and words have been wasted and they are 
cheap. What matters is that in each case the salesman should 
eet off to a flying start.” 

Now you may not agree with much of this: you may disagree 
violently: on the other hand you may consider it is absolutely 
right in the advice it gives 

But I consider it good because it makes you think, makes you 
wonder whether your own views are a little out-dated 

One last reference to the engagement of a salesman. The ad 
vice given is: 

“The most suitable material is often in the middle twenties 
quick-speaking with a clear voice and a rather intense manner. 
Such types, irrespective of their background are usually intel- 
ligent and have the nervous energy which counts for so much 
when trying to open new accounts.” 
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EYE APPEALING PACKAGE! 


Now, more than ever before, 
designed to win new customers and 
greater profits for you!... stock & 














MAHOGANY 
KNOBS... 
Good Looking and 
Sturdy! Perfectly 
§ Balanced! Set properly 
; imprinted with sizes » 
e on daters and 
“a, ‘umbers. 


























NEWEST 
PACKAGING... 


















in the entire =. 
Marking Industry. CRAFTSMANSHIP... # 
Individually Dependable performance 
wrapped in created by the finest 
Cellophane! craftsmen who take pride 












FULTON DATERS 
and NUMBERERS 


features ... @ Cellophane wrapping helps keep 
bands from drying out and dust free 

for indefinite shelf-life @ Mahogany knobs 

® Improved bonded bands that withstand 

twice the pull of any other daters and numbers 
bands @ Quality sharp impressions on the 
highest grade rubber ®@ Chrome plated frames 
® Geared drums for positive turning 
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in their workmanship. 
Service and 
satisfaction 
guaranteed. 
















“‘Manufacturers of .. . Quality 
Marking Devices for Over 50 Years” 


FULTON MARKING 
EQUIPMENT COMPANY 


82 Fulton Street ¢ Elizabeth 1, New Jersey 
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Administrative Sales and export offices in Bergen for Norway’s 


vast Jorger Lien Industries 


Norway Host for 
J. S. Lien Convention 


BERGEN, NORWAY 

A 50% increase in production since 1956, was revealed by 
Jorgen S. Lien, head of Norway’s vast Jorgen S. Lien Indus 
s, at the « pany’s fifth international sales convention, held 


attended by more than 360 members of the 


*~ 
j 


sales force from all parts of the world 

Exports, which account for 85% of 
the company’s production of Regna cash 
registers and dwel adding machines 
have reached over 50,000,000 Norwegian 
Kroner (2,500,000 sterling) a year, and 
are still rising rapidly 

Outlining his practical formula for 
success—high quality, plus ever increas- 
ing sales equal low-cost production 
Mr. Lien told delegates 
international convention in 1956, our 





“Since our last 


Jorgen S. Lien 


duction is been increased by 50%. Today, we can sell 
ore than can produce, both through rationalization and 
ncreased automation; we hope that in the New Year our fac 
tories will be able to keep abreast of sales 

Stressing tl need for “sales, sales and even more sales,” 
Mr. Lien 1 that in world markets today, successful selling 


was vital if inufacturers were to survive 


He said that in Norway, where the company employs up 


wards of 750 people, the aim was to streamline the organiza- 


a “ - 

Delegates From U.S.A. who attended the convention of Jorgen 
>. Lien Industries are pictured aboard the coastal liner 
Ragnvald Jarl’’ for voyage among Norway’s fjords. U. S. rep- 
resentatives were Knute Borge, director of Regna cash regis- 
ters, New York City; Lloyd Bridges, A. M. Carpenito, R. E 
Day, Jack Harbin, Stanley Hayman, C. P. Jorden, A. Klepp, 
S. Klepp, W. Kystad, J. Meyers, H. B. Opheim, Raymond 
Packer, Kenneth P. Phelps, Gerald Spencer and H. O. Whistler 


on throug 1utomation, so that one third of the employees 
ould be engaged on production and two thirds on sales and 
inistra 
| yoe ‘ | } 
Delega o this year’s International Convention arrive: 
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in the picturesque city of Bergen, which nestles beneath the 
peaks of seven mountains at the head of the Bergen Fjord, 
by sea, special train and privately chartered aircraft 

While Bergen basked in brilliant sunshine during the week 
long convention, delegates worked hard and played hard. Pres 
ent-day markets and the problems they presented were dis- 
cussed; so, too, were new ideas and methods for increasing 
business efficiency. 

It was an outstanding example of how people from nations 
as widely separated as Britain and South America, and Japan 
and Finland, could work together in complete harmony to 
overcome trade barriers. 

At the close of the convention—the largest ever held in 
Norway—with its hard work, its dinners, dances, gala night, 
and a never-to-be forgotten voyage in the specially chartered 
coastal liner “Ragnvald Jarl” amid the splendor of moun- 
tains and fjords, delegates returned to their respective coun- 
tries determined to put their utmost into the tasks ahead 





A Final Adjustment on Burroughs Ten Key adding machine is 
checked by a foreman in the company’s Sao Paulo, Brazil, fac- 
tory 


Burroughs Begins Volume Production 
In Sao Paulo, Brazil, Plant 


Burroughs Corporation has begun volume production of the 
first Brazilian-made electric adding machine in Sao Paulo, it 
has been announced by Ray R. Eppert, president. The Bur- 
roughs machine is also the first adding machine to be com- 
pletely manufactured in South America 

Completely tooled, fabricated and assembled in Burroughs 
33,000 square foot plant just outside Sao Paulo, the ten key 
adding machine is being marketed through the company’s 
branch sales and services offices and dealers located in all prin 
cipal Brazilian cities. 

Burroughs started adding machine assembly operations in 
Brazil in 1952, and began assembly of accounting machines two 
years later. Brazilian workers, showing considerable technical 
capacity, were trained rapidly by Burroughs, first in close-tol- 
erance assembly of complex business machines, and then in 
precision manufacture of the electric ten key machine. 

To date, Burroughs has hired and trained nearly 300 Bra- 
zilians to fabricate and assemble the modern design ten key 
adding machine at mass-production rates 

“Manufacture of this machine in Brazil will permit Brazil 
to use its limited exchange for importing more complex busi- 
ness machines manufactured in the United States. This, in turn, 
will foster continued expansion of United States’ rate of ex 


ports,” Mr. Eppert said 
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Industry Meetings 





National Business Show 


Draws 130,000 Visitors 


More than 130,000 people visit the 1958 National Busi 
ness Show held in the New York ¢ seum Octobe )-24. Most 
of these were in the executive or supervisory ssification. They 
came from every state of the U.S. as well from nearly 50 
foreign countries 

More than 500 different pr t lines w lisplayed in 
approximately 370 exhibits. The entire show filled more than 


five acres of exhibit space 


Because this was the 50th National Business Show, a special 


area was set aside to portray the theme, ‘Fifty Years of Service 
to American Industry It consist yf the interior and exterior 
of business establishment of 1908. In the exterior street scene 


was a “brand new” 1908 Olds ind a newsstand showings 


reproductions of front pages from 1908 of about 65 newspapers 


throughout the country. The interior office was authentically 
created by the design staff of Itkin Brothers, Inc., with the co 
operation of some of their suppliers. An outstanding feature of 


the office was a copy of the October 1908 issue of OFFIC! 
APPLIANCES. 

Although data processing equipment of a specialized nature 
was not ‘very much in evidence at this year’s show, there was 
tremendous display of copying machines of all types. Probably 
more attention was given to the demonstration of copying ma 


‘ 


chines than any other product category at the show 

Among the new equipment introduced at the show was the 
Polycopy, a product of Cormac Photocopy Corp. This process 
makes use of the negative sheet from a conventional photocopi 
er and uses it as a master for making additional copies 

Copease Corp. introduced a new photocopy paper developed 
by Agfa for use under the most severe office lighting conditions 
This was demonstrated in the company’s standard photocopiers 


Electrostatic printing received a great deal of attention in 
exhibits of Haloid-Xerox and the Charles Bruning Co 

The portable photocopy machine manufactured by F. G 
Ludwig, Inc. was of great interest to executives. The idea of 
portability in this important area of office equipment is evident 


ly of greater concern now than ever before 

Many of the copying machin inufacturers in their demon 
strations offered to copy material provide 
This increased the traffic at these already busy exhibits and 


exhibit visitors 


equipment and its 


certainly did much to popular opying 


possibilities. 
Many dealers were present at the National Business Show 


although it is designed primarily for consumers of office equip 
ment. Nevertheless because of it mphasis n chines and 
systems, it has proved to be luable show to dealers who 
will take the trouble to keep abreast of the latest developments 
regardless of whether or not they invol lines which ar 
normally handled by dealers 
Boston Stationers Open Fall Season 
BOSTON, MASS 
The first meeting of the s » for tl Boston Stationers 
Association took place at tt Restaurant on October & 


with 84 members present 


[his was the first meetin by Arnold Shulkin 


The guest speaker was Richard I. Shapiro, vice-president of th 
Joshua Meier Co. This kick-off ting was one of the big t 


in the group's history 


New York OMDA Holds Dinner Dance, Revue 


The 21st annual dinner dan nd of the New York 
OMDA was held October S at tl Waldorf Astoria Hotel 
This year, special tribute v paid to tl Association's 19‘ 


Atten lar st in tl 


board of directors 


club's history 
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Governor Averell Harriman, Newel! Brown, U. S. Assistant Sec 
retary of Labor, and Donna Stalling 1958 Na- 
tional Business Show, cut a cake symbolically opening the Show 
at the New York Coliseum 


Offureps Hold First 
Fall Meeting 


Che Offureps Club of New York ld its first meeting of 


queen of the 


the fall season on October 7 at t President Restaurant 

President Burnham Matthews, Security Steel Equipment 
Corp., told of the excellent response to the recent sales seminat 
conducted by the club. Hugh Morgan, manufacturers’ repre 
sentati ported on the next session to be id n October 
30, with Tom Pitts, Myrtie Desk Co. and Moselle Meals, 
laylor Chair Co., scheduled as guest speakers 

Co-Chairmen Ed Golden, manufacturers’ r pl ntative, and 
Arthur Foley, Peerless Steel Equipment Co., reported on the 
coming Eastern Office Furniture Show to be held March 21 


1 23 at the New York Trade Show Building. According 
committee, all indications point to a successful 
turn out of exhibitors 

A change in the club’s by-lav vas suggested by Milton 
Stone, Stone-Newman Associates, at Mr. Morgan. The pro 


posed would extend the t of oftice from one to two 
years. A vote vas to be called for during the next ecting 
National Business Forms Associates 
Draw Large Crowd to Annual Meeting 
The 13th, annual meeting of t National Business Forms 
Associate igain established a n ord in attendance at the 
Arling Hotel in Hot Sprin Ark hen embers were 
count if i present 
The group elected Ross Thompson, Consolidated Business 
Fo Ce Pittsburgh, Pa., as it 958 president, with C. (¢ 
ling | le Business Forms ¢ Indianapolis, Ind., elected 
e-president 
A n tne speakers on. the pre ram was Harold W ood 
nt of Wood Business For: n Park Ridge, IIl., who 
embers how to mak tistactory contacts with ma 
hin ompanies and with their s smen, and how to partici 
pat 1 t original machine installation forms sal 


A fil feature Accounting Syst ‘ iS | nted by the 
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QUICK SERVICE 


Accessories of the Month 


All accessories illustrated and described in 
this issue in the section carry key numbers | 
to 15 duplicated on the card at the right. If 
you are interested in an item or several items, 
simply circle the corresponding key numbers 
on the card and mail at once. Your inquiry 
will be forwarded to the supplier immediately. 


New Products 


To obtain more information about any of the 
new products in this issue which carry the 
key numbers 16 to 90, simply circle the cor- 
responding key numbers on the card at the 
right and mail at once. Your inquiry will be 
forwarded without delay. 


Sales Stimulators 


To obtain more information about any of the 
manufacturers’ sales aids described in this 
issue, circle the key numbers on the card at 
right which correspond to the numbers as- 
signed to the Sales Stimulators. Mail the card 


promptly. 


New Catalogs 


To obtain copies of recent catalogs or price 
lists described in this issue, circle the key 
numbers on the card at right which corre- 
spond to the numbers assigned to the New 
Catalogs. These requests will be promptly 
forwarded to the manufacturers. 


‘This service is restricted to dealers and whole- 
wlers in the office equipment and supply field 


The handy subscription card at 
the right is enclosed here for 
your convenience. Use it to 
enter or renew your own sub- 
or tear it out and 
give to a friend, salesman or 
employe active in the retail 
office stationery, machine, or 
furniture business. 

Either way you will be helping 
OA to be of greater service to 
the industry. 


scription, 





INQUIRY CARDS* 


OFFICE APPLIANCES 


Please ask the manufacturers, indicated by the key 
numbers | have circled, to send further information 


without delay. 





This service is restricted to dealers and whole- | 
| salers in the office equipment and supply field. | 





ACCESSORIES OF THE MONTH 
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ide makes a man sharpen his skills—develop his craftsmanship—insist on perfection 


Pr 
every job, no matter how big or how small. 
Pride is everywhere evident in the work of our craftsmen—from the man who supervises 
e precision work of inking the ribbons to the men who are always “at your service” 
with information and fast deliveries. 
This pride has kept up the consistent, unsurpassed quality of our products and service 
since 1895. 
- carbon papers - carbon copy sets . 
« spirit carbons - duplicating supplies 


copyholders 


printed master sets 


- inked ribbons 


- carbon paper ribbons . master units ° 





CURTIS-YOUNG CORPORATION 


110 West 18th Street, New York 11, New York - ORegon 5-3636 
U.S. CARBON & RIBBON MANUFACTURING CO., INC. 


621 Cherry Street, Philadelphia 6, Pa. * WAlnut 2-1416 
















SINCE 1895 DUPLICATING PRODUCTS THAT REFLECT YOUR GOOD JUDGEMENT 
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Top Salesmen for Cincinnati Time Recorder... 





Three top salesmen for 1958 were named recently by Cincin- 
nati Time Recorder Co. From left to right are Irwin Evens, 
Indianapolis, Ind.; Louis A. Goldbach, Chagrin Falls, Ohio; 
and Richard K. Stofer, Dallas, Tex., the three men honored. At 
the far right is C. C. Richelieu, the firm’s sales manager who 
made the awards. Each man received an engraved plaque and 
a $100 savings bond for his sales performance 


Model Office Show 
Held in Oakland 


A Model Office Show was recently presented by Oakland's 
new 18-story First Western Building and leading Bay Area 
office furniture dealers, on the eighth floor of the completely 
air-conditioned skyscraper, according to Edward F. Ryan, presi- 
dent of Capital Co., owners and developers of the building. 

Exhibitors, including First Western Building's general of- 
fices, were Beier & Gunderson, Jackson's (Contract Division), 
Mendell’s and Oltmans. 

“We are pleased to provide such an ideal setting for this 
exhibit, featuring the latest developments in modern offices, 
furniture, fixtures and decor,’ Mr. Ryan stated 

Pointing out that any office reflects the character of the 
organization, the Capital Co. president emphasized that ‘‘func- 
tional design which adds to convenience, comfort and eye appeal 
invariably increases employee morale and operating efficiency 
—and that can be the ‘big difference’ in today’s competitive 
market.” 

As an example, the reception room and private office of the 
model suite furnished by Beier & Gunderson, with modular 
units unprecedented latitude of arrangement and uncluttered, 
classic simplicity which is compatible with a wide variety of 
decor. 

The general office of this suite was furnished by All-Steel 
Equipment, Inc., which has conceived a line with a maximum 
in convertibility, a solution to problems of better office plan 
ning. The executive office, presented by Beier & Gunderson 
featured the Document Group, manufactured by Leopold Desk 
Co. 

The four-room group of exhibit offices furnished by Jack 
son’s (Contract Division) emphasized color, comfort and con- 
venience. In the reception office was a desk of soft appealing 
teak wood by Hagan & Strangaard of Denmark, a love seat 
in the same wood, with upholstered cushions and matching 
striped draperies in soft yellow and Indian gold, complete with 
a low teak wood bench for magazines 

The executive room was furnished with a spacious walnut 
desk by Hiebert, with handy file cabinet drawers, and for the 


executive's comfort, a Milwaukee executive posture chair up 
holstered in soft naugahyde in a color matching the two guest 
chairs. The office manager's room was done in cool soft green 
white and gray, and was equipped with the new Invincible 
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steel desk with matching chairs and file cabinet. The fourth 
room at Jackson's group was a general office, displaying various 
types of steel desks and accessories, manufactured for stenogra 
phers and clerical people. 

Samples of drapery materials, upholstery fabrics and a 
cessories also were on display. 

Mendell’s exhibit included an executive office with a desk 
and credenza unit designed by Sarmiento and manufactured 
by Imperial Desk Co. Known as the Profile Group, it fea- 
tured a new principle of suspended construction making each 
piece a perfect entity which can be used singly or in groups 
with equal charm 

The desk and work station unit in Mendell’s model recep- 
tion office featured Imperial’s modern and functional Volee 
Group, styled in genuine walnut and extruded, gold brushed 
aluminum. Chairs were by Milwaukee Metal Furniture Com- 
pany. 

Oltman’s Office Furnishings offered a four-room display. The 
office for living’’ to be occupied by the manager included 
the “Continental,” a rich, walnut-toned desk by Standard Furni 
ture Co., and three fully leather-upholstered armchairs in 
cedar finish by Bursk. 

The assistant manager's office was equipped with a junior 
executive modular conference-type desk, custom-built by Olt- 
man’s, with custom-built chairs by Davidson. The work room 
contained a metal table with tan linoleum top, combination 
aluminum and wood chairs with upholstered seats, and a 
metal telephone cabinet—all by Shaw-Walker Co. 

[he reception area of Oltman’s exhibit contained secretarial 
desks from Standard’s ‘‘Forty-Five Hundred Group,’ Gun 
locke chairs, and a three-piece sectional reception seating in 
mustard naugahyde upholstering, custom-built by Oltman’s 


NOMDA Prize to New York Chapter 


In behalf of the Office Machine Dealers Association of New 
York, President Harold Ritchie, Addressing Machine & Equip- 
ment Co., N.Y., accepted the third prize in the National As- 
sociation's membership competition. The award in the form 
of a handsomely engraved plaque was made during the group's 
October meeting at the Advertising Club in New York. 

A guest at the meeting from the Montreai Office Machine 
Dealers Association was Louis Miller, representing the Ca- 
nadian association. 

The oncoming eastern regional meeting at Grossinger’s Coun- 
try Club, was discussed by Chairman Samuel Stein, Quality 
Office Equipment Co., N.Y. Delegates attending the convention 
are eligible to compete in a letter writing contest which offers 
the winner a free week-end at Grossinger’s, said Mr. Stein. 
Judges for the competition are Charles F. Krause, Association 
Counsel, Wallace W. Fisher, Orrick APPLIANCES, and George 
Tice, Geyer's 

Host for the evening’s cocktail hour was the Bohn Dupli 
cator Corp. Representing Bohn, and to present the Contex 
Calculator, was George T. Heussner, national sales manager, 
and Seymour Felker, dealer representative 


Philadelphia Stationers Meet Mortensen 


Che new general manager of the National Stationery & Office 
Equipment Association, Charles (Chuck) M. Mortensen, was 
presented to the membership of the Philadelphia Stationers 
Association on the occasion of that group’s October meeting, 
held at the Hotel Essex. 

Mr. Mortensen was introduced by acting president, Charles 
Lukens, Yeo & Lukens Co., Philadelphia, in the absence of 
president Paul F. Steever, who was ill. He reported to the 
group on the recent national convention and talked about 
future plans which NSOEA has for its members 

Acting president Lukens introduced two members of the 
younger generation who were on hand at the meeting—Leo C. 
Eisenstein, Shanahan Co., Philadelphia, and Richard A. 
Pomerantz Jr., A. Pomerantz & Co., Philadelphia. Both boys 
are the offspring of men who have devoted much of their life 
to the commercial stationery business. Also on hand at the 
meeting was Tom Leyshon, Joesph Dixon Crucible Co 
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FACTS ABOUT 


EXTRA PROFITS 





Only the Enormous Shaw-Walker Franchise 
gives you all 9 profit-making features* 


Bo 900, « 
single source for 5000 items increases net profits 
because it means— standardized selling ... 
simplified inventories... less capital invested... 
concentrated purchasing . . . quantity and car- 
load discounts . . . better service . . . account- 
ing with one supplier . . . one line selling which 
makes better informed salesmen. 


RCE e eae tim § This is the most 


complete dealer franchise in the industry. From 
the enormous Shaw-Walker franchise of 5000 
items you can fill nearly every office require- 
ment. Broader line means extra profits. 


KY hte LYitm To dealers, the Office 


Guide means plus sales every day. It is the 
only complete sellers’ and buyers’ catalog in 
the industry. Quantities distributed bear dealer 
imprint. — This “Junior Salesman” produces 
extra profits for you. 


Ce See eee Among the 5000 


items in this enormous franchise are many fast- 
selling repeat items that can be purchased only 
from the Shaw-Walker dealer, extra profits. 


Shaw-Walker sup- 
plies sales training and a constant flow of pro- 
ductive sales aids that make salesmen more 
productive, — extra profits for you. 


To the buyer, 
the slogan “Built Like a Skyscraper” is the 
symbol of quality and time-saving. Since 1899 
the man jumping in the file drawer has be- 


come the best known office equipment trade- 
mark. Consumer acceptance means extra profits. 










CMCC haitiulm Full pages in 9 na- 
record protection, the Office Guide. Monthly 
circulation, 5% million. These ads produce 
qualified leads, build prestige and lift you 
above the crowd, — extra profits for you. 


FSC eu htt For your 


use in closing the big jobs, Shaw-Walker main- 
tains panoramic displays in 14 major cities. For 
faster service, warehouse stocks are strategi- 
cally located, — extra profits for you. 


* Right now there are a few cities in which we are willing to make a change. 
Yours may be one of them. Write Muskegon today. 


“Built Likea 
b Skyscraper™ 
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Home Office — 
Muskegon, Mich. 


tional magazines sell time-saving, space-saving, — 














WELCOME 


TO Tuer 


Annual 
~ EASTERN 
-OMMERCIAL 
STATIONERY 
(HOW 


Stationers Association of New York 
1@ Metropolitan Travelers Club 


Welcoming . . . dealers to 
the second annual show 


are, left to right, Milton Saturday. Oct 2° 12 noon to 7pr 


Stone, Stone-Newman Sunday re yon fo 7p 
Associates, general chair- Monday 4] 12 noon to W pn 
man; Sophia Ehrlich, ex- Tuesday 28 ~—- 12. noon to Bpm 


ecutive secretary; and 
Carl Judkoff, Cantigny 
Printing & Stationery 
Corp., general chairman 






5,070 Crowd Exhibits at Eastern 


Attendance jumps 56% over 

last year as second annual display 
is held in New York City, 

Oct. 25 to 28—2,488 dealers register. 


@ UNDER THE JOINT sponsorship of the stationers Asso 
ciation of New York and the Metropolitan Travelers Club, 


the second annual Eastern Co: rcial Stationery Show was 


conducted in the New York Trade Show building, October 25 
26, 27 and 28. Total attendance 1 1ed 5,070, an increase of 
56% over the record of 1957 

The 2,488 dealers who regist visited the nearly 200 
exhibits on the second, third and |! th floors of the show 
building. Although largely from | New England states and 
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from New York, New Jersey, Pennsylvania, Delaware, Mary 
land and Virginia, many visitors came from more distant states 
In addition to Puerto Rico, the following countries were rep 
resented: Canada, Chile, Germany, Japan, Norway and Switzer- 
land 

Visitors made good use of the 32 hours of exhibit time 
[They moved from floor to floor with a minimum of difficulty 
and spent plenty of time examining the numerous new products 
offered. Items shown ran the whole gamut of the supplies 
livision of the industry, as well as some furniture and ma- 
chines, including representative lines in the following cate 


gories 


Everything on Display 


Ash trays and smoking stands, ball point pens, business forms, 


calendars, cash boxes, chair cushions, chalk boards, costumers 
counterheight equipment, dating stamps, desk lamps, desk pads 
and accessories, erasers, expanding envelopes, file fasteners, 


filing cabinets, filing supplies, floor mats, folding chairs, inks 
and adhesives, leather goods, loose leaf binders and indexes 
maps, marking pens, note books, numbering machines, office 
furniture in general, pencil sharpeners, pens and pencils, photo 
albums, pocket size calculators, portable typewriters, pressure 
sensitive tapes, punches, ribbons and carbons, rotary card files 
rubber bands, rulers, safes, sealing machines, school supplies 
shipping room supplies, small desks, stapling machines, tags 
tape dispensers, type cleaners, typewriter papers, typewriter 
stands, waste baskets, and many others 


As in tl ise of every successful trade event, th )-operative 
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Crowds . passing into the second annual Eastern Com- 
mercial Stationery show found profitable time well-spent in 
exhibits. Over 2,400 dealers were listed among 
at the four day show. This represented an in- 
over the show in 1957. 


the man 
the registrants 
ase of better than 50% 


cre 


OA Staff Report 





Typical Show Visitors . . . 
1. Mike Ohanian and W. E. Boyer of L. E. Muran Co., Bos- 
ton, Mass. 


2. Mrs. Al Pickar, Rita Pickar and Al Pickar, Acme Staty. 
& Ptg. Co., Newark, N. J. 

3. Mr. and Mrs. Elmer E. Steinmetz, and Bud Harpersber- 
ger, Paul Cook Supply Shop, Kingston, Pa. 


Commercial Stationery Show 


of iny people made possible the achievement record of 
second annual Eastern Commercial Stationery Show. Follow 
are the names who functioned effectively in some official 

ity 
Carl C. Ju dkoff, Cantigny Ptg. & Staty. Corp., New York 
N. Y., gener: 1irman, representing the Stationers Association 
New York: Milton Stone, Stone-Newman Associates, Inc 


New York, N. Y 
Club; Sophia 
Nicklaus, 1 

Emil Contreras, Josep 


Travelers 
George 
representative, chairman ex-officio; 
h Dixon Crucible Co., chairman ex-officio 
George Reichman, Mooney’s, Inc., New York City and Arthur 
Friedland, Ad Products, exhibit chairmen; Mannie Klein, 
The Klein-Heimbinder Co., and Martin Moldow, Martin M 
Moldow Associates, sales chairmen; Irving Steinholtz, Cantigny 
Ptg. & Staty. Corp... New York City, and Harry Fensterheim, 


representing the Metropolitan 
Ehrlich, executive secretary of the show; 


turers 


S. E. & M. Vernon, Inc., budget chairmen; and the advertising 
soibl +, ms ‘ . ’ , , 
publicity ittec Irving Judkoff, Cantigny Ptg. & 

Staty. Corp., Wallace Fisher, Orrice APPLIANCES; Herb Gray- 


son, A I Corp.; Fred Steinhilber, Geyer’s Dealer 


1 Robert Shearman, Modern Stationer 


One Casualty Noted 
Despite | ither and a lot of hard work there were no 
is a result of staging the big show. On 
Sul how r, Leo Berg, Aigner Index C 
H ts Hospital, Hollis, L. I r an operation. He 
$1 ering rapidly and probably will be back on 

§ issue is put into circulation 


was rushed to 
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One of many special events held by exhibitors . . . While 
Edna Lipphart of Smokador holds the basket Sophia Ehrlich, 
executive secretary of the show, draws out the lucky name. 


In this case P. Stanford Snyder, York, Pa., won a golden 
bronze and satin brass tone Smokador ash receiver. Draw- 
ings were held each day of the show 
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Chairman Sam Stein, Quality Office Equipment Corp., 
New York, N. Y., and President Jim O’Neil, Argus 
Business Machines Co., Boston, Mass., confer just be 
fore opening the first business session 


Speakers Reveal Opportunities in Copy 
Machines, Addressing and Mailing Equip- 
ment, Duplicators and Electric Type- 


writers — New Officers Elected 


Eastern OMDA Told Sales Potentials 


GROSSINGER, N. Y 
e WITH A REGISTRATION of nearly 150, the Eastern Ot 
fice Machine Dealers Association met at Grossinger’s Hotel and 
Country Club, Grossinger, N. Y., for its third an 
nual assembly and first two-day convention 
recreational attractions of 
loaded with 


Combination of the 
Grossinger’s and a business program 


speakers who offered a wealth of practical ideas 





on dealer operations and merchandising made the 
gathering genuinely successful. Both morning business sessions 
were well attended. Dealers were 
the time and effort they invested in order to be present 

As president of the Eastern Office Machines Dealers Associ 
ation, James O'Neil, Argus Machine Co 
Mass., welcomed the group and presided at the Monday morn 
ing meeting. Nick Fucci, American Typewriter Co., Englewood 
N.J., was chairman on Tuesday morning 


pleased with the results of 


Busine ss Boston 


Hear Nell Lee Litvak 


Billed as the keynote speaker, Nell Lee Litvak, Cole 
& Rogow, Inc., New York, N. Y., presented a sweeping pictur: 
of the dealer phase of the office machine industry under the 
topic, “Humanizing Business Machines.’ Many of her remarks 


F isc her 


grew out of personal visits to a number of dealers’ places of 
business. 

“Customers are human beings Miss Litvak pointed out 
"Sell them confidence in you as a merchant and your products 


as a service.” She urged dealers to stop worrying about compe- 
tition and concentrate on “selling that which you know you 
have”. In personal contacts, she 

“into the act.” In mail advertising 
to follow-up 


suggested getting prospects 
try to project ideas, keep 
repeating the message and be sur« 
Lawrence Pearlman, Brown & Bigelow, Inc 
Promotions and Sales Aids,’ providing some 
effective use of advertising premiums and remembrance gifts 


Reveals Copy Machine Market 


Machines” was generated by 
of OFFICE APPLIANCES, who 


discussed “Sales 


helpful ideas on 


Enthusiastic interest in “Copy 
Charles Gilbert, assistant publisher: 
convinced his listeners that the 
machines is cutting himself off from a good profit 

Indicating that the current annual market for copy machines 
is $160,000,000, Mr. Gilbert asserted that within three years 


irter billion mark. Dealers are 


lealer who doesn't sell copy 


annual sales would reach the qu 


logical participants in this great market, but they cannot shar« 
in it unless they are willing to establish special departments 
hire copy machine specialists both for selling and servicing, and 
advertise and promote copy machines vigorously 


Bardach, 
(Continued on Page 74) 


outstanding address vas that of Felix 


Another 
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Speakers and a Chairman... 
1. Nell Lee Litvak, Cole, Fischer & Rogow, Inc 


2. Lawrence Pearlman, Browne & Bigelow, Inc 

3. Chuck Gilbert, OFFICE APPLIANCES 

4. Felix Bardach, Hermes Portable Div., Paillard, 

5. Nick Fucci, American Typewriter Co., Englewood, 
N. J., session chairman 

6. Paul Gross, Mailers Equipment Co., New York, N. Y. 


Co., New York, N. Y. 
8. Sig Rest, Speed-O-Print Corp 


9. George Plant, Atlantic Typewriter Cc 
mY 
10. Bert Williams, IBM 
11. Henry Schick, IBM 
12. Harold Gropper, Electric Typewriter Co., New 


N. Y 
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New York, 
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Hermes Portable Division, Paillard, Inc., who spoke on “How 
to Determine the Break-even Point for Your Business.” Through 


skillful use of charts and oral explanations, Mr. Bardach led 
dealers to an understanding of an accurate method of finding 
the break-even point and using the knowledge effectively in 


business operations. 
In a brief but penetrating talk on “Leasing,” James O'Neil 


urged dealers to consider the idea carefully. The big drawback 
of working through a regular leasing company permanent 
taking of title to the machines is overcome by dealing 
through a local bank, which will provi financial assistance 
without taking title to the machines involved. This situation 
has one negative factor in that if a lessee defaults, the deales 


must take back the machine and pay for the remaining value 
There is no actual loss becaus« repayment is less than the 
real value. 


Two-Man Panel Heard 


A two-man panel Paul Gross, Mailers Equipment Co., 
New York, N. Y., and James Eckstein, Addressing Machine & 
Equipment Co., New York, N. \ presented a number of 
cogent reasons why dealers should sell “Addressing and Mail- 


ing Equipment.” Both men spoke earnestly on the wisdom of 
selling rebuilt machines, on which they would make an immedi 
ate profit, and the many supply items, such as plates, frames 


inks, ribbons, and so forth, on which there is a continuing 
profit. 

In extolling the merits of th Duplicating Market,” Sig 
Rest, Speed-O-Print Corp., also dwelt'on the significance of the 
supplies factor. He said, “Most duplicators will use up more 
than their original cost every year in supplies 


The final subject put under the spotlight of discussion and 


comment was “Electric Typewriters.’ Harold Gropper, Electric 
Typewriter Co., New York, N. Y., and George Plant, Atlanta 
Typewriter Co., New York, N. Y., called upon two experts 
from the International Business Machines Co. to discuss condi 
tions and potentials. It was stated that production this year is 
running at about 60% manual machines and 40% electrics 
Very soon, the percentage figures will be reversed 





Executives of East Coast Office Machine Dealers Association 
- » « James O'Neil, Argus Business Machines Co., Boston, im- 
mediate past president; Edward Pfitzenmaier, Suburban Type- 
writer Co., Ardmore, Pa., president-elect; Henry Gewirtz, 
Standard Maintenance Co., Boston, first vice-president; Noel 
Grover, Grover Typewriter Service, Upper Darby, Pa., second 
vice-president; Sam Krivin, Beacon Typewriter Co., New York, 
N. Y., secretary; Sam Stein, Quality Office Equipment Corp., 
New York, N. Y., treasurer 


Bert Williams of IBM said that the number of used electrics 
taken in trade is now great enough to require the manufacturers 
to find an efficient way of marketing them. As the manufac 
turers do not wish to sell used machines direct, the obvious 
channel is the dealer. They are ready to help dealers through 
training classes and will make the machines available through 
certain wholesale distributors 

Henry Schick of IBM told about effective sales methods and 
the value of the right kind of d 

At the business meeting just before lunch on Tuesday, the 
following officers were elected: Edward Pfitzenmaier, Suburban 
Typewriter Co., Ardmore, Pa., president; Henry Gewirtz, Stand- 
ard Maintenance Co., Boston, Mass., first vice-president; Noll 
Grover, Grover Typewriter Servi Upper Darby, Pa., second 
vice-president; Samuel Stein, Quality Office Equipment Corp 
New York City, treasurer; Samuel Krivin, Beacon Typewriter 
Co., New York City, secretary 

Before adjournment Charles Krause, general counsel of 
NOMDA, spoke on “Social Security, Trust Funds and Wills 


onstration 
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Visiting Dignitaries . . . Charles Meyers, Chas. S. Meyers, Inc., 
Miami, Fla., NOMDA president; Herb Blake, Herb Blake Office 
Machines Co., Hamilton, Ont., Canada, president of Canadian 
Office Machine Dealers Assn.; Harold Mann, NOMDA execu- 
tive secretary 


1958 Cincinnati Business Show 
Attracts Visitors from Tri-State Area 


CINCINNATI 

The 1958 Cincinnati Office & Business Equipment Show held 
at historic Music Hall in the Queen City October 28-30 at- 
tracted attendance from all parts of the Ohio Valley, especial- 
ly from the Metropolitan Cincinnati area 

John L. Howison, president of the show committee which 
represents the office furniture and business equipment industry 
of Metropolitan Cincinnati, served as general chairman 

Che three-day show had a civic ceremonial opening with Cin 
cinnati mayor, Donald D. Clancy, cutting the ribbon 

Miss Eileen Nock, Manpower, Inc. of Ohio, served 
tary of the show committee. James A. McDevitt, Underwood 


as secre 


Corp., served as treasurer of the show committee. The follow 
ing served as trustees on the show committee 

Lynn P. Carlson, L. P. Carlson & Associates 

Henry A. Smith, The J. A. Kindel Co 

William J. Schmid, attorney. 

Righard Donohoe, The J. A. Kindel Co 

D. C. Duncan, Addressograph-Multigraph Inc 

Walter E. Giesting, National Cash Register Co 

C. J. Linser, Atlas Ribbon & Carbon Co 

George S. Long, Sr., All-Steel Equipment Co 

The Cincinnati Office Show represents a non-profit corpora 
tion of representatives of Metropolitan Cincinnati's office 
furniture, business equipment and collateral services 

Included in the roster of exhibitors were those who had just 
obtained from their home offices or manufacturers the latest 
in the 1959 line and development 


Stationers Golf Association of New York 
Holds Final Tournament of 1958 


Che Stationers Golf Association of New York held its 42nd 
and final meeting and tournament in October at the Hackensack 
Golf Club in Oradell, N.J. 

Officers of the group are John B. Kemp, Jr., Ever Ready 
Calendar Mfg. Co., president; Ray J. Urmston, J. S. Staedtler, 
Inc., vice-president; Henry Levy, Silver Stationery Co., Inc.; 
treasurer; Edward O. Kallmann, The Stationers & Publishers 
Board of Trade, Inc., secretary; and Mary Tollock, Stationers & 
Publishers Board of Trade, corresponding secretary. 

Cup winners include Joseph Schlanger, winner Class A, Louis 
Tavernier Memorial Cup; Murray H.,Weinkrantz, winner Class 
B, John B. Kemp, Jr., Cup; Stanford J. Schlossberg, runner-up 
Class A, winner of the Raymond J. Urmston Cup; James R. 
Gilmartin, runner-up Class B, Harry Levy Memorial Cup; 
Irving Orans, second runner-up Class A, Julius M. Kahn Cup; 
Ralph T. Soulby, second runner-up, Class B, Robert B. Sainberg 
Cup; and Robert Benet, greatest percentage of improvement, 
Geyer’s Topics Trophy. 

Directors, other than regular officers, include Julius M. Kahn, 
John J. Corcoran, Max A. Dreyer, Michael Gentile, George J. 
Grumbach, Ezra Treat MacIntyre, Robert B. Sainberg, Joseph 
Schlanger, Fred G. Steinhilber, and Ray A. Weissenborn. Hon- 
orary directors are Fred G. Huber and James E. Neary. 
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industry News 





The Men Behind Guide from 
left: Robert Yanowitz, George Melt 
zer, Julian Kremsdorf, Irving Krems 
dorf, Charles Lefkowitz and Berney 
Meltzer. Guide System management 
discusses company’s expansion ir 
40th year. 


Guide System & Supply 
Observes 40th Year 


Observing its 40th year of service to, the stationery industry 
is Guide System & Supply Co., one of the leading filing supply 
manufacturers in the nation. Founded in New York City by 
Irving Kremsdorf, the company had modest beginnings, occupy 
ing but a single floor in the building at 335 Canal St 

As Gussco—the trade name which was adopted—attained 
national acceptance among both dealers and its customers, 


; 


whole building was purchased and is now being used to ca 
pacity. 

In 1933 Gussco introduced the steel reinforced fibreboard 
transfer file under the tradename Transfile. Later on, the Guide 
O line of hanging folders and housing accessories was added, 
necessitating the acquisition of another entire building to house 
these manufacturing operations 

President and guiding light of Gussco since its inception 
Irving Kremsdorf, a gentleman reserved but friendly, beloved 
by his associates and highly respected in the industry. Approach 
ing a half century of service in and to the filing supply indus 
try, he is known for his devotion to the maintenance of high 
industry standards. 

Among those who, through the years, helped develop th« 
constant growth of the Gussco line of filing supplies, Transfile 
files and Guide-O line are Nathan Yanowitz, treasurer; Julian 
Kremsdorf, vice-president; Barney Meltzer, George Meltzer, 
Charles Lefkowitz and Robert Yanowitz. 


is 


Change Corporate Name of Horder’s, Inc. 
CHICAGO 


O. Gressens, president of Horder's, Incorporated, today an 
nounced that a special shareholders’ meeting held October 24 
had approved a resolution changing the corporate name of 
Horder’s, Incorporated to Associated Stationers Supply Co., In 

Mr. Gressens stated that Associated Stationers Supply Co 
a wholly-owned subsidiary and wholesale distributor of Hor 
der’s, Inc., has been liquidated into Horders’ and that the name 
of this corporation has been changed to Associated Stationers 
Supply Co., Inc. 

Associated will continue operations purely as a wholesale 
distributor. A new corporation is being formed which will be 
known as Horder’s Stationery Stores, Inc. which will operate 
the retail business in the Chicago is a wholly-owned sub 
sidiary of Associated Stationers Supply Company, In 


This corporate change will preserve the name of Horder’s 
in the Chicago area where it has been known for over 50 years 
and will facilitate Associated’s future wholesale expansion pro 
gram. 
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W-J Sells Defiance Calendar Division 


Wilson Jones Co. has announced that its Defian Calendar 
Division has been sold to Keith Clark, Inc., New York City 

[his step was taken so that the Wilson Jones sales depart 
ment can devote more time and its factories mors space to the 


Snap-A-Way 
| 


forms, marginal-punched continuous forms used in high speed 


companys line of one-time-carbon-interleaved 


electronic computers and autographic registers, and its line of 
Nylon post binders 

Since the introduction of the new forms more than 2,000 sta- 
tionery retailers have become active “GrayLine’’ dealers. They 
sell both the boxed “Snap-A-Way” sets ready to use or imprint 
stock autographic register tickets and tabulating forms, and 
standard body forms especially treated for individual customers 
“GrayLine’’ dealers also sell Nylon post binders to the firms in 
their areas with automatic tabulating installations 

Growth of all these lines, especially during the past year, de 
mands more sales time and production space. Disposal of the 
company’s desk calendar operation will temporarily make both 
available for the expansion of “GrayLin« 

Wy] will not produce a 1960 line of desk calendars, but has 
arranged for its dealers to obtain them from Keith Clark 


Several New Officers Elected at Board Meeting 
Of Pfleeger Business Equipment, Inc. 


UTICA, N.Y 
Three new vice-presidents were elected at a recent board of 
directors meeting of Pfleeger Business Equipment, Inc. in Utica 
Those elevated included Eugene H. Rabot, James W. Hyde, 
and John R. Trojnar. All three of these men have been with 
the firm for many years. The first two are members of the sales 
department, and Mr. Trojnar is connected with inside sales 
management 
At a previous meeting of the board, James A. Hickey, vice 
president, was elected senior vice-president to fill the office 
vacated by Stanley Cooper. Mr. Cooper resigned from active 
service with the firm, moving to Clearwater,Fla. He retains his 


the company 


directorship and his financial interest it 


Ames Supply Opens Cleveland Branch 


On October 1 the Ames Supply Co. opened its new Cleve- 
land branch at 1122 St. Clair Ave., N.E. This branch is under 
the management pf Ed Zaydel, and will carry a complete stock 
uo! Futuristic Hlatens as well a tools supplies and high 


ortality parts 
An open house was held October 3 to acquaint the dealers 


in that area with the facilities of the Cleveland branch 
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for dealer support 
that really pays off 


LY OWN 


offers the 9 


BIG 


I A Highly Profitable Line | 


» A Repetitive and High | 
Unit of Sale Line be | 


A Complete Line 
for Many Markets 


f A Printed Sales Policy , 
> A Printed Discount Policy 
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6 Shipment from Stocks . 


5 Dealer Slanted 
National Advertising 





z A Continuous Dealer 
Promotional Program 


9 Help from the local || 
Lyon Salesman | 


WRITE US...Let us show you the 
profit possibilities of a LYON Dealership | 
in your area. Address Sales Department— | 


_ LYON METAL PRODUCTS, INC. 


' ‘General Offices: 1228 Monroe Ave., Aurora, Ill. 
Factories in Avrora, lll. and York, Pa. 






SORTING FILES 


Pprr , 
HOPPER BIN 
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NOW ... OFFICE DESKS! 
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Smith Corona Offers Typing Course with Portables 


A new touch typing course for ho use is now being in 
troduced nationally by Smith-Corona Marchant Inc. It consists 
of a printed text with keyboard chart nd two 12-inch, long 
playing records. 

The audio visual record coursé 
purchasers of Smith-Corona portables. It may also be purchased 
separately at a cost of $23.95 (manufacturer's suggested list 
price) from Smith-Corona dealers 


D listributed free to 


The course was developed by the Education Department of 
Smith-Corona after months of study in collaboration with the 
nation’s leading typing authorities. 1 approval of Dr. John 


L. Rowe, chairman of the Business Education Department at 





= a 
Typing Course on records is offered by Smith Corona to 
buyers of portable typewriters. Text and keyboard charts are 
included. 


the University of North Dakota, and a prominent author of 
typing textbooks, appears on the course album 

Pretesting of the course by more than 100 families indicates 
that a beginner who is reasonably faithful in completing the 
lessons can master touch typing fundamentals and acquire typ- 
ing speeds up to 40 words per minute in the allotted ten day 


period, the company reported 


Bill Sullivan Joins B. L. Marble Chair Co. 


William H Bill” Sullivan has joined 
the design department of the B. L. Mar- 
ble Chair Co., it was announced recently 
by Charles | 
the firn 

Mr. Sullivan will work with Gordon 
Hrach, Hugh Pettibone, and Don Scott 
in the department of designers and dec- 


Pettibone president of 


orators. He is expected to continue his 


many contacts with designers, architects 


and decorators to help Marble create 


what is most wanted in good furniture 





W. H. Sullivan 


design. In addition to these design duties, 
he will work extensively with dealers to assist them in their 
relations with architects. 

His experience as an industrial 
many types of furniture, the creation of interior and archi- 
tectural designs for stores and even 
had articles published in interior design, office equipment and 
architectural magazines in this country, Europe, and South 
America. He is a member of the Industrial Designers’ Institute 


lesigner includes designing 


esigning yachts. He has 


S. C. Hope Named SoundScriber Head 


Stanley C. Hope has been elected president of SoundScriber 
Corp., succeeding William L. Less, who was elected chairman 
of the board. Mr. Hope was president of Esso Standard Oil Co 
for 10 years. 
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Chas. S. Nathan Display 
Set Up at Grand Central 


The imagination of an office furniture dealer resulted in the 
recent display by Chas. S. Nathan, Inc., in the Grand Central 
Station of New York City where 150,000 commuters pass daily 

The Nathan firm featured Fundamentals furniture by Eisen 
Brothers. Chairs were by Royal Metal Mfg. Co 

Eye-catching element of the display is the pile of steel frames 
painted in the decorative colors normally available for the 
the concealed steel in 


drawer fronts. These call attention t 


ine, 


$44 pe oaoway 
axe. (46-0980 
SOG eae AE 


AOA UL 
Oo. @ #022 


Seated at the Grand Central display is Myron Nathan, chair- 
man of the board, Chas. S. Nathan, Inc. Standing (left to 
right) are: Norman Gross, salesman for Chas. S. Nathan, Inc.; 


Hugh Morgan, sales representative for Eisen Brothers; Harvey 
B. Noll, general manager of office furniture division, Eisen 
Brothers, and Robert Kasindorf, Nathan-Kasindorf Design As- 


sociates 


terior construction of the Fundamentals wood desks in a line 
which has walnut exteriors, plastic laminated tops and steel 
legs 

The display is another promotion idea for Nathan's complete 
office planning service which includes study of the budget 
figure, the physical set-up, space concerned, location of win- 
dows, need for additional lighting, sound-proofing needs, ar- 
rangement of work stations, function and arrangement of files, 


wall colors and coverings, lamps, et 
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How INVINCIBLE 


boosts your file sales 


at the touch of a prospect’s finger! 


When office furniture prospects are at- 
tracted by the handsome design and 
finishes of Invincible steel files, clinch 
the sales with demonstrations of their 
remarkable built-in efficiency, conven- 
ience and service. Especially impres- 
sive is the exclusive patented compres- 
sor (being installed above) — which 
allows full use of drawer capacity and 


£ 
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Invincible 
guards 
retailer 
profits — 
sells only 
to franchised 
Invincible 
dealers 


re 


in Coneda 
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is shifted swiftly at a finger-touch. 
Invincible files are constructed with 
great strength and rigidity. They come 
in a variety for every filing and space 
requirement. Interchangeability of 
drawer units lets you offer a “custom- 
ized” selection that pleases your cus- 
tomers — helps build sales of your 


, complete Invincible office furniture line. 


ed 





Finger-touch operation of drawers 
assured by Invincible's cradle side 
suspension, Drawers glide smoothly, 
quietly, on many plated ball bear- 
ing rollers. Hardly a hint of friction! 








Another exclusive for finger-touch 
control of Invincible file drawers: 
patented side guide bearings, which 
permit free drawer movement even 
in an unlevel position, 





cant RCIBL Ee 





Be the Invincible Man with the 
office plan — as featured in Invin- 
cible's big year-long od compaign in 
the magazines your prospects read. 
For Office Planning Kits and dealer- 
version mats of our Wall Street 
Journal ads, write Dept. G-12. 
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Hamilton Announces Cosco 
$22 Million Expansion Plan 


COLUMBUS, IND 

Hamilton Manufacturing Corp. has announced an expansion 
program which will cost approximately $2,500,000 and add 
140,200 square feet of floor space [This is the company’s 
seventh expansion since the present plant was built in 1950 

Included in the expansion program additions to the fa 
tory and office building, the construction of a new research 
and development building and the acquisition of new produc 
tion equipment. The factory addition will be completed by mid 
1959 with the balance of the program completed over the next 
two years. 

At present the company employs approximately 1,100 peo 
ple and is operating at an all-time production high. Total sales 
of Cosco products for the year-to-date are 6% ahead of the 
same period in 1957, placing them at the highest level in the 
company’s history. Currently, some production phases are on 
a three-shift basis with a number of production lines also oper 
ating on Saturdays to meet increased demands 

Present production and storage facilities at Hamilton, includ 
ing second floor areas, contain 512,328 square feet. The new 
expansion program will add 140,200 square feet of space, bring 
ing the total company area to 652,528 square feet. This is the 
equivalent in space to the playing area of 131/, football fields 

The ground floor of the new factory addition will amount to 
84,000 square feet and the second floor areas will have 34,200 
square feet. The additional space will be used for manufactur 
ing new products currently being developed to be added to the 
Cosco line. 

The new research and development building to be built di 
rectly west and north of the office building will contain 14,000 
square feet. Approximately 11,000 square feet will be added to 
the present office building. Plans call for this extension to be 
built directly east of the building with construction to begin 
late in 1959. 

New equipment to be installed will include additional fully 
automatic plating equipment plus other automatic machinery 
used in washing, painting and baking operations 

The Hamilton plant is located on a 44-acre plot. Upon com 
pletion of the latest expansion program, approximately 29 acres 
will be occupied, leaving 15 acres for future expansion 

Hamilton also operates a plant at Weirton, W. Va., which 


was doubled in size last year and now covers 48,000 square feet 
Additional equipment has also been installed in the Weirton 
plant which produces steel tubing and blanks used by the 


Columbus main plant. 


Marvin Wolfe Forms Company 
For Curta Distributorship 


CHICAGO 

Effective November 1, Marvin Wolfe, who has supervised 
the distribution of Curta Calcula:ors for Utility Supply Co 
Chicago, has formed a new company to be known as The Curta 
Co. The new company will take over the national distributos 
ship and will put all of its efforts into the promotion and 
publicity of Curta Calculators. Utility Supply Co., will continue 
to sell Curta as an agent of the new company. Inquiries should 
be addressed to The Curta Co., 2735 W. Northshore Ave 


Chicago 45, IIl. 


Venus Chooses Dickerman Agency 


Venus Pen & Pencil Corp. announces the appointment of 
Patricia Dickerman, Inc., of New York, as its public relations 
agency. 

The company, which is approaching its 100th anniversary, 


is expanding its public relations pro particularly on its 


new products, the Venus °365° Ball PEN-cil, the “Little Miss 


American Airlines Steward ss Set nd other new pen and 
pencil products that will be introduced within the next few 
months, according to Richard Lewisohn, Jr., president 


@ NOTHING TO wRITE 
© NOTHING TD Suy 





Jackie Walker, Miss Photoflash of 1958, presents name of 
Rambler American winner to Nelson L. Kramer, assistant 
vice-president of First National Bank, Chicago, who super- 
vised the drawing. Willis R. Wolf, Horder’s retail manager, 
looks on 


Auto Given in Horder Promotion 


CHICAGO 

A 1959 five-passenger Rambler American super-sedan was 
given away in connection with the Famous Brands fall promo- 
tion of Horder’s Inc., Chicago office supply house. Entry 
Blanks for the car drawing were included in a 12-page tabloid 
featuring Famous Brands merchandise. 

More than 15,000 persons submitted entries for the Rambler 
drawing, which was held at the close of the promotion at one 
of the eight Horder stores. 

The winning name was drawn by pretty Jackie Walker, Miss 
Photoflash of 1958, from a drum containing all of the entries 
Lucky winner was John E. Gilun, of 2445 N. Halsted St., Chi- 
(ago 

The fall promotion, which was the most successful to date 
was given added impetus by the Rambler entries, according 


to Willis R. Wolf, Horder retail sales manager. 


San Jose Firm Takes Copease Line 


American Business Machines Co., 98 N. Ist St.. San Jose 
Calif., has been appointed a dealer by Copease Corporation, na 
tional distributor of Copease photocopy machines and supplies 

American Business Machines Co., operated by William King, 
will direct sales of the complete line of Copease photocopy 
machines and supplies in the San Jose area 

‘The inclusion of the photocopy line,” notes Mr. King, “‘is 
indicative of our present plan to expand our selling organiza- 
tion and add office equipment to our present lines.’ In addition 
to the Copease photocopy line, Mr. King handles the Sweda 
cash register, Totalia adding machine and Invincible line of 
office furniture 


Underwood Sales Agents Appointed 


LeRoy “Rocky” Jones of Underwood Corporation has an- 
nounced the recent appointments of the following new sales 
agents for Underwood products: 

Ronald L. Gordon of Gordon Business Machines Co., States- 
boro, Ga. 

Walter G. Farrell of Farrell Office Supply, Washington 
lowa 

Glen Owens of Owens Business Machines, Union Groves 
Wis 

R. L. Jones & L. C. Goleman of Valley Office Mach. Service 
Casa Grande, Ariz 

The Office Supply Co. of Missoula, Mont 
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Art Matal “Modulars”. . . 


the rearrangeable work-stations and partitions 
that multiply your profits 


Automatically —the modular idea as developed by Art Metal makes every 

prospect a more profitable prospect than before. Here you have the 

magic of modulars in full . . . ““made-for-each-other’”’ modular office work units 

and modular office partitioning. Both are rearrangeable. With this 

‘‘go-together’’ combination you are in a position to make one sale—two profits. 

Just show your customers how the efficient, attractive Art Metal offices you 

create for them today can be changed and redivided overnight, to keep pace with their 
changing needs. The complete line includes sizes and styles for every 


purpose—executive and general offices— private, semi-private and open 
working areas. Art Metal Construction Co., Jamestown. N. Y. 








Modular worktops and 
storage units are easily installed 
with or without partitions. 
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All equipment can be rearranged 
in almost endless variations to suit 
new working needs. Fae Te 





... the franchise that makes more office equipment easier to sell 





Remodeling 


Enhances 
Goldsmith's 
Furniture 


Department 


Traditional Furniture . . ..complimented by a variety of backgrounds 


@ UNUSUAL WALL TEXTURES 
room dividers, together with deftly 
in carpeting, tile, amd accessori 
great variety of treatments that 
please any taste or budget 
achieved by Goldsmith's Inx 
remodeling was undertaken 

The pictures on this page 
showroom, show the wide variety 
in office decor. Planning and 
rooms is credited to H. E. Moore, t: 
ager of the office furniture design 
with Rodger M. Arst, a junio: 
and grandson of the founder 
Goldsmith. 

The design center is now 
Robert G. Endres, interior designer 
added to the staff. The public had 
the new furniture area early in 
ments showed that the remodelir 
cessfully. 

Goldsmith's Inc. features bot! 
proofing Co. and the Standard Furnitut o. lit Oo Peed Sig ; 
office furniture. Accessories . . 


Modern Design . - . in o modern setting Contemporary Styling . . . keyed to executive taste 
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Memo to Advertisers... 





Especially those who look 
beyond the white space 

of advertising columns when 
considering sales messages. 


Your potential customers and our 
readers are the same people. 





Your success, in what you have to say 

about your product or service, is directly related 
to the interest readers take in a publication 

and what it has to offer. 


This A.B.C.* report tells, through audited 
facts, the story of our responsive 
circulation audience—how many people, 
where they live, and how they were 
| influenced to be a part of 
+ that audience. 





To learn more about your customers, 
and our readers, ask to see a copy of our 
latest A.B.C. report. 


Office Appliances 


Edited for Retailers of Office Supplies, Office Machines, Office Furniture 





*The Audit Bureau of Circulations is a non-profit circulation auditing association whose / 
representatives regularly visit member publishers’ offices and whose reports provide facts 
on each publication’s circulation. Copies of our latest A.B.C. report are available to ED ADE 
interested pers without obligation. es a, 
> e 
3 
2% 
ra) 2 tea 
HALLMARK OF CIRCULATION VALUE “ ° 
¢ q 
ULA 
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Customer-keeping because it’s customer satisfying! Exclusive, 
“spotseald”’ feature on each roll minimizes waste, saves time. 
¢ Every roll uniform in quality, weight and texture... wound 
without breaks or patches ...with a red warning signal about 3 feet 


from the wood core. 


R-B means REPEAT BUSINESS—Prove it to yourself! 


Ask about 2, ensonalized L abels— another customer- keeping aid! 


NEW/ CHALLENGE 


ADDING MACHINE _ 
a\*- ROLLS, 
3 
Y 2% in.—packaged 6 | 
2 te @ see-through bag. Ss 
K 
a* 
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Rockwell-Barnes Company 
Specialists to the Stationer Since 1903 






35 EAST WACKER DRIVE © CHICAGO 1, ILLINOIS 
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Noah Webster Bicentennial 
Observed in Connecticut 


A number of impressive ceremonies took place on October 
16 to mark the 200th anniversary of the birth of Noah Webster. 
Governor Foster Furcolo proclaimed this date as Noah Webster 


Day in the state of Massachuset 

The Noah Webster 
went on sale at 8 A.M. this y at West Hartford, Conn 
Webster's birthplace. In the presence of the mayor, dignitaries 
from Washington, and other officials, the first sheet of stamps 
was purchased by Gordon J. Gallan, president of G. & ( 
Merriam Co., publishers of Merriam-Webster dictionaries 

Special ceremonies were hel it Yale University, Noah 
Webster's alma mater, and at Webster's grave which is located 
on University property. Attending these tributes to represent 
G. & C. Merriam Company were Dr. Philip B. Grove, general 
editor, and Victor W. Weidman, vice-president and manager 
of the education department 

Throughout these proceedings excellent coverage was given 
by the press, radio, and television. The United Press issued a 
feature story and the Noah Webster stamp was shown on 
Dave Garroway's “Today” Movie film for TV news 
coverage was taken at G. & C. Merriam Co., in the Webster 
Room, showing Noah Webster's desk, the original Child por 
trait which appeared on the cover mailing, and a number of 
Merriam-Webster historical exhibits in connection with the 
bicentennial celebrations 

Later in the day a special anniversary parade in West Hart 
ford preceded a formal banquet in honor of Noah Webste: 
High point of the dinner was the presentation by the United 
States Government Post Office Department of leatherbound 
albums containing a sheet of the Noah Webster commemora 
tive stamp signed by Arthur Summerfield, Postmaster General, 
to President Eisenhower, Connecticut's two State Senators, the 
Congressional Representative, and to the president of G. & C 
Merriam Co. 


4-cent commemorativ postage stamp 


shi Ww 


Burkhardt Family Again Controls Firm 


The board of directors of the Burkhardt Co. has announced 
the promotion of two sons of the founder of the 48-year-old 
Detroit loose-leaf manufacturer. The move returns the Burk 
hardt family to active control of the firm 

John C. Burkhardt has been upped from vice-president, pro 
duction, to president. His brother, Richard C. Burkhardt, has 
been elevated from vice-president, sales, to vice-president and 
general manager. 

Lincoln D. Knorr, former pt 
man of the board and chief financial officer 
formerly on the distribution analysis staff at Chrysler Corp., has 
been named sales manager 


, 
esident, remains as vice chat 


John T. Simpson, 


Michigan Firm Moves after Fire 


GRAND RAPIDS 

J. T. Capitanio, owner of A. B. Dick Products Co., 
Rapids, Mich., announced that the firm has moved to tempo- 
rary quarters after a September 18 fire damaged the building 
at 640 Eastern Ave., SE. 

The company now is located at 40 Market Ave., NW. Mr 
Capitanio emphasized the temporary and a 
permanent location would bs 
handles mimeograph paper and 
photocopy. The blaze destroy 
supplies in the old building 


MICH 
Grand 


mew quarters ar 
announced later. The company 
nachines, offset machines and 


the duplicating machines and 


Toledo Firm Names Manager 


Robert J. Jewell has been appointed manager of the Toledo 
Stamp & Stencil Co., 125 Erie St. With the firm since 1951 
he has served as a salesman for last five 
tinue to represent the company in that field in addition to his 
new duties. 


years. He will con 
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Comr:emorative Stamps issued for Noah Webster bicentennial 
and signed by Arthur E. Summerfield 


Edgar Noll Nears 40th 
Office Machines Year 


Next year Edgar Noll, NOMDA’‘ 
secretary, will celebrate his 40th anniver 
sary in the office machine business. In 
all that time he has not strayed many 
miles from his start in New York City 
New England, Balitmore and Central 
Pennsylvania have consumed all his time 
as a purveyor of adding machines, book 
keeping machines and calculators. Onk 
recently, did Noll add typewriters to hi 
list. 

Today, he has two ground floor office 
He features rental pur 
a permanent lease plan which he claims have beer 





Edgar Noll 


showrooms in downtown Philadelphia 


chase and 
mostly responsible for the constant growth in his sales of ma 
chines 

Establish high standards in values which command ful 
retail price,’’ is Mr. Noll’s business philosophy. He is a charte 
member of the Penn-Jersey-Del OMDA and served the organi 
zation as president for two years. He has been on NOMDA 
His golf hobby is rapid 


vay to travel as his main source of outside pleasure 


board of directors for two terms 


Piving 


Tape Reference Chart Available to Dealers 


The first cross reference chart on recording tape has beet 
made available to dealers by ORRadio Industries, Inc., manu 
facturers of Irish brand recording tape. 

[he chart shows the comparable 
type of tape made by the four leading manufacturers of mag 


catalog number of eac¢ 


netic recording tape. 
On the reverse side of the cross reference chart is a playin 
time chart 


lengths at all playing speeds. 


It gives the playing time for all size tape reels an 


[hus the Irish cross reference chart serves a double pu 
pose for the dealer. It makes available to him valuable informs 
tion on comparable catalog numbers. It also enables him t 
answer a question most tape customers ask: “How much plaj 
ing time do I get on this reel of tape?” 

Dealers may obtain a free copy by sending a postcard askin 
for the “Irish Tape Cross Reference Chart.’ The card shoul 
be addressed to Nat Welch, sales manager, ORRadio Industrié 


Inc Shan rock Circle, Opelika Ala 
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Olivetti franchised dealers profit by 
these advantages: Exclusive features. 
Olivetti Audit bookkeeping ma- 
chines, for example, automatically 
detect errors in old-balance pick- 
ups. A big line, one of the indus- 
try’s biggest. Powerful advertising 
like this Fall’s full-page ads in 
TIME every 2 weeks. A 50-year 
success record. 'To inquire about a 
franchise, write Olivetti Corpora- 
tion of America, 375 Park Avenue, 
New York 22, N.Y. 


olivetti 
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Cole Announces Promotion 
For Desk, Lamp, Chair Set 








Office Unit... 


romotion 


in newest Cole Steel p 


Providing promotions with a punch is the aim of Cole Steel 
Equipment Co., Inc., where head chef in whipping up these 
profit-making programs is the president and founder of the 
company, S. T. Scheinman, who 
dealer promotions as one of the 
building-up business for the deale: 

The latest Cole offer involves a 
lamp and chair. Details of this sales package 
special promotional chair in Cole’s new Contour-flex seating 
line retails for $34.75. The accompanying steel desk and Varsity 
desk lamp will be sold as a unit at $1.50 

The promotion is designed to appeal to 
people, restaurants, hotels, hospitals and schools. It 
a regular dealer discount on each chair with a special cost ad 
vantage to the dealer when he desk and lamp 

An innovation of this office-unit 
by Mr. Scheinman. He spark-plugged the idea of 
the sales-ability of this package deal. Dealers were 
key spots across the country and the 


rates the success of these 


most important factors in 
and Cole 
complete office unit—a desk, 


are simple. The 


students, business 


extends 


purchases the 
promotion was revealed 
pre-testing 
selected in 


units placed with them 


With local newspaper advertising backing up this complete 
office unit, response was gratifying 
Now that this promotion is offered to all Cole dealers, mats 


picturing the desk, chair and lamp with room for each dealer's 
name, and appropriate prices, will be 
in various sizes for advertising put 


suppli¢ { to each dealer 


DOSES 


Smokador Buys Whirl-O-Matic 
Smoker, Ash Tray Business 


Murray Drexler, president of Whirl-O-Matic, Inc., on Ox 
tober 16 announced that he had sold the Whirl-O-Matic smoker 
and ash tray business to Smokador Manufacturing Co., Inc. of 
Bloomfield, N.J., who, for many years, has distributed Whirl- 
O-Matic products. 

Elon G. Pratt, 
Smokador, reports that his firn 
the Spinador and Spinmaster smokers and ash 
shipments of orders are being made promptly 


‘ 


manager oO! ustomer service 
has a balanced stock on hand or 


division fot 


receivers and 


Uneeda Office Furniture in New Quarters 
NEW YORK CITY 
Uneeda Office Furniture Co hose its 35th 
as an office furniture dealership to move to new 
quarters at 215 Pearl St. in New York City 
The new location offers a six story buildin 


anniversary 
and larger 


with over 10,000 


a istributed across three floors 


square feet of showroom s 


Survey Claims Rogersnap Second Sheet Sets 
Save Time, Money 


The Bedaux 


sheet sets save 


Time Engineers prove Rogersnap carbon second 


both time and money, declares Rogersnap Busi- 
ness Forms Co 
Their survey shows that the average ($60 per week) secre- 
tary, gathering and ungathering two carbons, two copies, and a 
letterhead, consumes 11.38 hours per 1,000 sets, costing $17.07 

The same secretary, using two Rogersnap carbon second sheet 
sets and a letterhead, consumes only 1.52 hours per 1,000 sets, 
costing $2.28, the survey asserts. 
a total money 


This makes a time saving of 9.86 hours and 


saving (less the difference in cost of carbon, copy sheets and 
carbon second sheets per 1,000) of $12.26 
In addition, the Survey claims that a secretary expends no 
more time whether making one copy or two when using Roger- 
snap carbon second sheet sets. 
Only the time used in actual production was included in the 
analysis, the survey points out, because no analysis can include 
the frequent handwashings necessary when carbon paper is used. 
Nor does the analysis cover time saved by the use of the Roger- 
snap flip-out dispenser box in handling carbon second sheets 
faster. 
from 


Roger- 
Dallas, Tex. 


Time study information is available, on request 


snap Business Forms Co., Post Office Box 10425 


John D. Brush Purchases 
Security Wall Safe Co. 


John D 
the Sentry 


N. Y., manutacturer of 
low-priced personal safes, 


Brush & Co., Inc., Rochester 
and Keep/Sate lines of 
announces the purchase of the Security Wall Safe Co. of Bos- 


ton. Purchase includes trademarks, patents, and all assets of 
the company 

Since 1929, the Security Wall Safe Co. has manufactured and 
marketed a small wall safe for use in homes. A few years back, 


when John D 


own line of 


Brush was* looking for such a safe to add to its 
floor safes and larger wall contracted 
with the Security Wall Safe Co. for the manufacture of the 
safe, and added it to the Sentry line as Model S-6 

Now the purchase of the John D. Brush 
hopes to offer a considerably lower price on the S-6 Wall Safe 
and to 


Safes, it 


with company, 
develop a market with builders seeking a low-cost but 


effective wall safe to be built into new homes 


Stenocord Adds Two Distributors in East, 
New Branch Manager in Los Angeles 


Iwo new distributors for Stenocord dictating guipment in 
the eastern region are announced by Lew Schroeder, vice-presi 
dent and general sales manager for Stenocord division of Pacifx 
Instruments Corp. They are the R. M. Hill Co., of Atlanta, Ga 
and the A. B. Wright Co., of Boston, Mass. Both the Atlanta 
and Boston distributorships represent new sales territories fot 
Stenocord 

In Los Angeles, the home office of Pacific Instruments Corp, 
Mr. Schroeder has announced the appointment of Al Cooper 
as Los Angeles branch manager for Stenocord dictating Systems 


Detroit Partnership Dissolved 
DETROIT, MICH. 
Notice has been issued telling of the dissolution of partner 
ship between Edward M. Kagan, Melvin D. Volin and Ray 
mond H. Benach as Detroit Typewriter Mart at 17131 Liver 
nois Ave., Detroit, Mich., 29450 Gratiot Ave., Roseville, Mich. 
and 1710 Dix Road, Lincoln Park, Mich 
Kagan and Volin are continuing in business at the 
Benach has 


Same loca 


tions and under the same trade nat withdraw8 


from the partnership 
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(IIlustrated above) 
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CLIX MODEL 3— 3-HOLE PAPER PUNCH 
For 3-ring binder sheets 11” x 82”. Punches all 3 holes in one 
fast operation. No gauges to set or places to mark. Weighs less 
than 20 ozs. LIST $4.00 









MODEL 32 — For 2-hole or 3-hole sheets as 
required. Adjusts instantly by snap button. Takes 

sheets from 6” to 12” long. 
LIST $6.50 


2-HOLE 
PUNCH 






MODEL 2 
Punches 2 holes spaced 2%” on centers for 
sheets from 5” to 12” in size. Gauge-marked 
in Ya” graduations. LIST $2.50 





MODEL 7 — Same size and precision action as 3-hole style, but 
punches 7 standard holes in 3-1-3 order for 11” x 82” sheets. 
LIST $7.50 
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AMERICA’S biggest selling, most popular 
line of three-hole paper punches. Hundreds of 
thousands in use by nation’s top industrial 
concerns, insurance companies, U. S. Gov- 
ernment departments and armed services. 
Completely dependable and trouble-free con- 
struction. Durability and efficiency proven 
by 20 years of constantly expanding sales. 
Display and merchandising aids available. 
Get more Paper Punch business feature 


the famous line of CLIX Paper Punches! 


NEW ENGLAND 


PAPER PUNCH CO. 
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The older we grow, the more we know. This is not only 
true of people, but of companies, too... for a company 
is only as wise as the knowledge of its combined staff. 


For 60 years, PANAMA-BEAVER has matured 
steadily in its program to provide an “easier 
office-worker life.” Since 1896, the company has 
learned to anticipate the needs of the commercial world 
before they arose. Among the first to recognize the 
important role of Vision-Engineered products, 
PANAMA-BEAVER’s research department developed 
the easy-on-the-eyes Hypoint colored carbon papers 
plus Lustra Colorful Inked Typewriter Ribbons— 
especially created to harmonize with all paper stocks and 


letterheads. Another achievement—the Eyesaver, Parma 


Pearl and the NEW Ebony Unimasters (for spirit 
duplicating ) with tinted jackets to avoid glare, relax the 
eyes, relieve harsh contrast and permit faster work. 


Exciting things have already been charted for 
PANAMA-BEAVER’s next 60 years .. . as you will 
find out when you call your PANAMA-BEAVER 
man, “always a live wire!” 


PANAMA-BEAVER 
Wbind” wniw 


Coast to Coast Distribution 
Since 1896—"'The LINE that can't be matched.” 
MANIFOLD SUPPLIES CO. 
188 Third Ave., Brooklyn 17, N. Y. 
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Continued from page 25 


service. Ask outside accountants to make a study. Or have 
many order scheduling experts take a look at your 
But think about it and then do something! It would 
rising if substantial savings cannot be achieved 

aningful as an operating 
activity by the 


made openly 


one of th 
operation 
be very surp 

Accounting procedure that is me 
tool been a 


NSOEA, for 


at regional 


has subject of controversy, and 


many years. Judging from comments 
there are still a num- 
accounting 1s a waste 


is true! 


as well as privately 

feel that sy 

of money and 1s not necessary. 
The more facts that can be 

particularly if they can be exchanged on a like basis 


meetings 
stematic 
The « 


ascertained 


| 


ber of dealers who 


ontrary of course 
through proper ac. 


counting 


with other dealers, the better off the dealer is. Unless he can 

put his fingers on significant facts current book inventory, 

current Operating costs, current gross proht by department, 

et the thinking and planning that this article advocates 

can be not only meaningless but actually harmful if based on 
untrue assumptions 

¥ 

ure. " 

They Hate ''Figures 

Too often dealers appear to have looked on the “figure 

part of their business as a necessary nuisance, not as the work- 

ing tool it can and should be. A good “controller” in the true 

meaning of the word can be worth many times his salary. The 

analytical reports he can prepare, the areas of costs he can 


and should control, the type of advice he can give to the dealer 
again can make the difference between profit and loss. 

“Bookkeeping” is an outmoded term, ‘accounting’ is only 
part of the problem, but function that no 
dealer should be without. 

Few dealers seem to require of their contro! department an 
accurate monthly balance sheet and operating statement. Many 
dealers go through a whole year with no precise knowledge 


losing money, what the 


“controlling’’ is a 


as to whether his business is making or 
financial position actually is, whether his book inventory is in 
line, etc. And the end of the fiscal or calendar year may be too 
late! Current financial parts are a prerequisite to good manage 
ment 

The scope of these articles is tod small to allow a meaningful 
financing in all its ramifications. But a dealer — 
| must have a working knowledge 


discussion of 
that hydra monster 
of a banker's terminology and thinking processes (in addition 


he aded 


to being an expert in merchandising, buying, selling, advertis 
ing, warehousing, etc., etc.). 

Must Know Business Status 

He must know accurately what “working capital’ is; he must 


“current ratio” and how this affects his credit rating 
what his earnings to invested capital ratio is 
amortize his capital invest 


as a tax point of view — 


know his 
he must know 
he must know how to depreciate o1 
ments both from a financial as well 
and so on through all the intricacies of finance and credit 
The “average dealer’ must that his increase i 
limited sharply and inevitably by the capital in his firm; that 
definite percentage o! 


realize sales 
each additional dollar of sales requires a 
added working capital (it has been estimated as high as 40 cents 
to an added dollar of Che realize the 
short-term borrowing against inventory or 
is expensive and justified only under certain circumstances; tha 


sales) dealer should 


accounts receivabl 


there comes a time when the banker or the factor says “nm 
more” and yet the bills pile up 

Even from the few figures available in the industry it woul 
seem a reasonable conclusion to reach that most dealers af 


an inevitable result from the sales approad 
a shoestring and built! 


underfinanced 


of dealers who may have started on 


flourishing business. 


This underfinancing, of course, leads to a scramble for casi 
to pay bills, and overpayment for the use of money, perhap 
an injustified draw or salary by the owner and finally to head 
aches and ulcers, not to speak of bankruptcy or its equivalent 

Chere are four basic correctives of the situation 

1. A better use of existing capital by control of account 
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2.2 New efficiency for every office... 


at #0 Yew Low Price! 


gures’ 


Many 


ledge 


Status 


Handsome 


SPEED-O-STAND 
Ample working space 

and handy storage space. 
Blends with modern office 
equipment and furniture. 





$4.O50 


OA-12/ 
12/51 date 


PRESENTING THE 


— Sa = = Ek = oe 


en ee) ee 


Cxcculwe 


AUTOMATIC 


i i oe © OS a in i ae 


see | 


ELECTRICALLY OPENS UP TO 
600 LETTERS PER MINUTE 


Opens envelopes of any size or thickness 
e Adjustable trim cut « Will not damage 
contents ¢ Completely safe — automatic shut- 
off e Letters and trim strips neatly stacked 
in separate removable trays « Compact; 
simple to use. 


Speed-O-Priat Corporation 


1801 WEST LARCHMONT AVE ». CHICAGO 13 
















MORE SALES PUNCH | 
Much Wore COLORFUL! 





FOS iad bree 
a 8 PON 





COMPLETE KIT 
STILL ONLY $10 










a— 
BUSINESS 










Although improved and expanded each 
year since the first kit was offered in 
1955 costs have been held down due to 


for 


BUSINESS 
PEOr.e... 


\ RY | 


gi ee 









greatly increased sales volume. The sav- ( 
ings are yours! 













Newspaper Advertising 
7 attractive ad mats —- 9 copy ideas 
9 suggested layouts 


Direct Mail 
2 suggested direct mail letters 





J for your family 
for your friends 


Radio Advertising 
7 spot commercials ranging from 20 to 
45 seconds. 







Ad Reprints 
A reprint booklet of every business gift ad 
featured in OFFICE APPLIANCES’ Business 
gift issue. 








Procedure Manual 
The complete merchandising program in- 
cluding timetable ready for you to use. 





3 Posters 
28" ® 36” 













Designed for either window or in-store use these 
huge inviting display pieces will help get the point 
across — Shop your store for business gifts. 











a SRY 3 
| I} 3 Banners 
= 13” x 36” 
4 : * 
for WY 
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THES 6S YOUR 










BUSINESS 
For Business People 


@ FAMILY @ FRIENDS 











e For the fourth consecutive year OFFICE 
APPLIANCES is providing dealers with a 
complete Business Gifts for Business People 
Merchandising Kit. 

This year’s kit is by far the most ambitious 
yet produced. You get everything necessary 
for the entire business gift mer- 
chandising program. All the 









a f _ 
/ BUSINES 












































each 6 Pennants creative work is done, the ex- 
din PEOPLE.. 8” x 83,” pensive-looking display pieces 
ue to 2 sides are ready to put up aan the 
; Sav whole merchandising program is 
outlined for you to follow. 
The posters, banners, pennants and sug- 
gestion lists are actually printed in green and 
— Creased to hang over a red, although the green is represented as 
wire, this gay piece doesn’t black here. 
use any valuable mer- The 1958 Business gifts for Business 
chandise display space. People Merchandising Kit is truly comparable Another new and 
to a complete, professional advertising agency exciting addition 
. service. It can’t be duplicated anywhere for , tothisyear’s 
the low price of only $10. \ business gift 
But experience has proven that the most \) merchandising 
successful business gift promotions are those \ PEOPLE... » kit. Printed in 
started early. So order your kit today. Just fill ~ ses’ two colors by 
20 to out and mail the coupon below. Your new ~ silk-screen proc- 
1958 Business Gifts for Business People ess. A sure atten- 
Merchandising Kit will be sent by return tion getter! 
ift ad mail. Of course, order now, pay later if you 
siness prefer. 
| SHS. 
m in- — 6 Suggestion 
Pose || Sea ea a Uist 
62" x 19/2" 
MOORES ont tNcAGEMENT BOOKS A Your money back if not 
— aecier onan COCK! a9 completely satisfied 
ies cates 
TAPE DISPENSERS 4 | 
soon casas ‘ OFFICE APPLIANCES 1 
af \ sce, i 600 W. Jackson Blvd. ; 
© roma tore waens r Chicago 6, Ill. ' 
oie Please send my Business Gifts for Business People Merchandising Kit : 
wat COGS a | ... $10 check enclosed ...+. Please bill me. 1 
wre Me} 
a ™ Name Title : 
. ! I 
j Store I 
New this year an illustrated list j ! 
of popular business gift items. De- { Address City Zone State 1 
signed for either window or in-store I 
display. I 
Sama eeeeeesesseeseeaeseneeeaeseneaeeeee 
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Executive Posture Chair 


FOR SMART GOOD LOOKS... FOR 


JTMOST COMFORT .. . SELL CHAIRS WITH 


Seng Action Controls 


FFICES new and old 

are being styled up 
to meet today’s exacting 
requirements. And work- 
ers, from top executives 
to stenographers, have 
learned that office chairs 
are the most important 
ones in their lives from 
the standpoint of com- 
fort and firm support. 


You can meet both 
needs, build good will 
and step up sales by rec- 
ommending Seng Action 


6 Controls. They suit any 
Danish Modern style; they offer the sup- 
Office Chair port and comfort that re- 


duce fatigue and increase 
efficiency. Basic models include the Syncro-Tilt for 
executive posture chairs. Style P for secretarial 
posture chairs, Styles V and G for regular tilting 
chairs with or without arms. 


Seng advanced engineering and design include 
such features as life-time Nylon bushings and 
bearings, casy-to-adjust height and tension con- 
trols. Seng workmanship assures satisfaction. 


tHe SENG company 


Chicago and Los Angeles 
General Office: 1450 N. Dayton St., Chicago 22 


receivable, inventory turnover, etc., as has been the aim of these 
articles 

2. An adequate earnings percentage against sales, again an 
objective of this series, from which increasing capital needs 
can be drawn 

3. The obtaining of outside capital through the sale of stock 
or a portion of the business, or through long-term bank loans 
or debentures, of course, the loans are best obtainable before 
the need is obviously apparent, and the dilution of control 
through the sale of stock can create its own problems 

4. The deliberate limitation of sales and size of the company 
to the capabilities of the capital structure. This is a frustrating 


procedure 


Where the working capital is obviously deficient and the 
situation is imminently precarious, expert analysis and advice 
should be sought before it is too late. Otherwise the best solu- 
tions are the control of available capital and the earning of 
an adequate profit to provide additional capital 


Set Sights On Earnings Goal 


The question has been raised as to what an adequate earning 
percentage should be. There is no hard and fast answer applica- 
ble to all some dealers have reported earnings of over 8% 
before taxes (even after owner's compensation) while others 
lose money. But an objective should be set up through monthly 
control budgets of sales and costs. Here is where a good con 
troller is helpful! 

Set your sights at some attainable goal let's say 6% of 
sales before taxes and then cut your cloth to fit the pattern. 
It will take time and experimentation, lots of thinking, plenty 
of action, many discouragements, perhaps even some failures 
but it can be done. What is required are thinking, planning, 
systematizing and “‘guts,”’ all easy words to write but admittedly 
hard to translate into action. 

Having come this far in this series and with little space 
left the writer is filled with some feelings of frustration. Neces- 
sarily, only the high spots have been touched. Very little com- 
plete explanation has been possible. Miracle solutions are not 
available and perhaps nothing really new has been added 


Here Are Some Final Words 


But if as a result of this review of the problems of the 
average dealer’ some are inspired to take a thoughtful look 
at their operations and set their sights on better future earnings, 
then these writings will have been justified 

Summing up these “objective’’ observations in a few words 
would be a futile task. However if final words are necessary 
perhaps these will do: 

Be a manager an intelligent one who knows there's always 
a better way to do things; 

Analyze your business and learn what your basic problems 
really are 

Hire expert advice and help in those areas where you are 
not or cannot be an expert; 

Admit vou have problems and give real concentrated thought 
to them before you arrive at conclusions and solutions; 

Then translate your solutions into positive and concrete 
action until you are satisfied that you are really running yout 
business and that it is not running you 

The stationery business is a good business ake it a bet- 


ter one for yourself! 


Dunkerly Receives Tag Maker’s Award 


G. G. Dunkerley, chairman of the board of the Ennis Tag 
and Salesbook Co., was recipient of a special award at the re- 
cent silver anniversary celebration of the Tag Manufacturers 
Institute at Seaview Country Club, Absecon, N. J 

Dunkerley, a resident of Ennis, Tex., location of his firm's 
home offices, ws commended for his personal interest in TMI 


over the yetis and for his help in “correcting chaotic condi- 
tions which oace existed in the industry 
IMI represents the producers of more than 90% of the na- 


tion’s tags, officials state. 
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Let these extra filing features 
help you sell 


OXFORD PENDAFLExX |! 










Here are new extra-service 
improvements designed to give Oxford 
Pendaflex users more convenience and economy... help 
Oxford dealers win customer preference and increase 


sales. 


OXFORD PENDAFLEX LINKS 
To band Oxford Pendaflex folders chain-like . 


inate possibility of misfiling between folders. 


. elim- 


OXFORD PENDAFLEX 
BRING-UP FOLDER 


Sliding signals on full width tab indicate month and 
day of follow-up . . . are always lined up for quick 


scanning. 


OXFORD PENDAFLEX 

METAL TABS 

Completely interchangeable with acetate tabs. Eliminate 
need to carry two lines of hanging folders. Attach in 
any position . . . can be shifted to any position. Take 


the same inserts and windows. 


NEW TAB SLOTTING ON 
OXFORD PENDAFLEX FOLDERS 


Makes it possible to put tabs in all sizes on front 
or back of folder, and permits use of new one-inch 
acetate tabs. 


For full information on new developments in Pendaflex filing 
equipmentand the Oxford program of sales support, write today! 
Oxford Filing Supply Co., Inc. 


9.]2 Clinton Road, Garden City, New York 
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ind, as always, Oxford is ready to help you 
witha th ree-way program of dea ler sales support, 


National Advertising 
To present the Pendaflex concept of filing sys- 
tems to all levels of buying influence. All inqui- 
ries are referred to lucal Pendaflex dealers. 


Dealer Sales Training 
To equip your dealer salesmen to present the 
Pendaflex story with maximum effect. Sessions 
conducted on your own premises if you wish. 


Expert File Analysis 
Gives you the help of some of the world’s fore- 
most filing experts. We analyze your clients 
requirements, help tailor a Pendaflex system to 


fit these precise needs. 


ford 


FIRST NAME 
IN FILING 
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The feet of relaxed, Appointments —— 


efficient employees. 





Monroe Oppenheimer New Addo-X Sales Chief 


Monroe Oppenheimer has recently been 
appointed sales manager for Addo-X, Inc. 
He has long been associated with the 
company in the field of dealer relations 
Besides handling sales activities for the 
Swedish machine firm, he will also have 
the Adler West German typewriter and 
the Roneo English duplicator under his 
jurisdiction. These are both distributed 


in the U.S. by Addo-X 





Selby to Represent Imperial Desk 


Imperial Desk Co. has announced th 
appointment of Richard L. Selby as sale 
representative in the eastern central 
states. His territory will embrace Ohio 
Michigan, and West Virginia as well a 
Covington, Ky. He formerly was con 
nected with the B. L. Marble Chair Co 





Associated Stationers Appoint Goelet 


Frank Goelet has been appointed to the 
sales organization of Associated Station- 
ers Supply Co., Inc. Mr. Goelet comes 





well qualified to assist Associated cus- 
tomers, having worked for several years 
with Gregory, Mayer & Thom Co. in De- 
troit and also with All-Steel Equipment, 


HYG i e N i Cc \ Inc., representing the firm in Michigan 
Mich., Mr. 


A resident of Birmingham, 


\ Goelet began servicing dealers in the < % 
oor eastern part of Michigan November 1 
MATS and RUNNERS 
Guest Book 


Employees who must work standing will be 
happier and more efficient when they stand on . adi iia oe eis ” ia 
Hygienic Foot-Comfort Mats. That’s because ee een eee ep Se, ee ee 
‘ ae . } 7 . close friend John R. Nygaard, U. S. Army retired, visited with 
these quality mats, scientifically designed to dis- the publisher of this journal on October 18. Mr. Walmsle 
tribute body weight, relieve strain and reduce sold typewriters in Los Angeles, Honolulu, Milwaukee, and 
fatigue. Hygienic Mats quickly pay for them- elsewhere, and for some years was a conductor on the South 
selves, for they change the usual afternoon slow- 






... stand on 











ern Pacific. Colonel Nygaard, whose home is in Lucca, Italy 
is the husband of Anna Maria Canali, well known Grand Opeti 





down toa period of profitable accomplishment. star, who is fulfilling an engagement with the Lyric Oper 
Hygienic Mats offer smart styling, too. Eight Company of Chicago at the Civic Opera House. For an Armj 
man Colonel Nygaard has remarkable acquaintance among 


modern color combinations to match any decor. 
And their long-lasting beauty, beveled safety 
edges and ease of cleaning 
make them the best mat 
buy today. 

Your customers will ask 
for these top quality mats 


former leaders in the field of typewriters and other office ma 
chines. Mr. and Mrs. Walmsley came into Chicago to atten¢ 
two of the performances. Among names for a pleasant con 
versation were those of Duke Waters, formerly Remington 
now retired; James Hackney, Remington Rand; John Lund 


Friden, Inc., and others 








— an a GS Ge ame ae Ge as as as as as oo as 


and runners. Be ready for a - 
: ~ ere’s the Secret... A 
them. Write today | beautiful rubber tile WwW ddi il 
- . flooring bonded to a e ing e s 
for complete dealer | sponge rubber base pro- 
. . vides proper support 
information. \ without being ‘mushy.’ 4 Elizabeth Jean, daughter of Mr. and Mrs. Anthony J 
7D eee en es Markelz, was married to William Joseph Mammosser at the 
THE HYGIENIC DENTAL MANUFACTURING CO Cathedral of Saint Raymond Nonnatus, Joliet, Ill. Mr. Markel: 
t ‘ig a NUFA : proprietor of the Book Shop in Joliet, is well known by dealers 
Flooring Season, hd i throughout the state through his long participation in the a 
Akron 10, Ohio, U.S.A. tivities of the Illinois Book Sellers Association 
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sales ammunition for Burroughs dealers! 


the revolutionary M&V 
plastic-base Nu-Kote 
carbon paper. It’s set- 
ting new sales records 
every day! 


a new and high-quality Burroughs cash 
register at a new low, low price —$198.50 
(plus applicable taxes). Accurate, hand- 
some and durable—a true value that will 
bring big sales! 





a new bargain-priced, electric Burroughs 
ten key adding machine, retailing for just 
$209.50 (plus applicable taxes). It’s true 
Burroughs quality with many de luxe- 
model features! 


the expanded line of Burroughs ten key adding 
machines now available to dealers, including 
models with capacities up to a billion dollars. 
Now there are ten key adding machines to 
satisfy every customer need! 


That’s how Burroughs is giving all-out sales support to dealers! New products 
for new markets, competitively priced to send sales soaring. 


Now Burroughs dealers have something for everybody—from bargain sone 
a 


to de luxe models. How about you? Whether or not you already 


ndle 


Burroughs products, look into this lucrative profit —— from all angles. 


For full dealer information, write Dealer Sales 
Corporation, Detroit 32, Michigan. 
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What's Happening? 





Continued from Page 30 





progress is often unfairly transferred to him by the manufac 
turers. If he is progressive, as he is told he must be, he often 
rebels against some of the regular merchandise and favors bet- 


ter designed pieces. This is quite a turn of events, since this 
same dealer at one time would not have even considerd such 
a transaction or breach of old-line loyalty 

He complains about the price of the furniture, but the Ar 


chitectural Design group broke into a difficult and established 
field through expensive methods. Their design staffs and com- 
missions are costly; the time necessary to evolve a good design 
is lengthy, and a great deal of research is necessary. Their 
advertising is handled by superlative agencies, who use ex- 
pensive and talented photographers. They have effective pub- 
licity agencies. Their literature is carefully done and excellent- 
ly produced. 

They maintain beautifully original showrooms in choice loca- 
tions; they employ sales personnel capable of working with the 
key man in his pattern, the architect are centainly glar- 
ing exceptions, but some of these manufacturers do not take 
the attitude that a contemporary piece of furniture should be 
made less well than a very fine piece of traditional furniture. 


There 


Design without Direction 


The established manufacturers have seen their market affected 
adversely, and have assumed the answer must be in design. The 
International School of Design is accepted by the majority as 
being something “light in appearance.’ Unfortunately, that is 
often the extent of though 
there are some good designs being produced by certain of the 
established manufacturers. The most startling thing to emerge 
is the many ways it is found possible to join and shape metal 
legs. It is no wonder that good architects and designers rebel. 


investigation and understanding 


The large corporation purchaser employs specialists in each 
field, and to assure a building and interior will be done in a 
currently acceptable manner, retains a good architect. This is 
the pattern that usually ends with every phase of design con- 
trolled exclusively by the architect. The competent architect 
is not impossible to approach if the offered product is correctly 
designed. He actually welcomes such products, as his task is 
more gratifyingly fulfilled and his reputation more secured. 

The average dealer cannot understand why the architect re- 
fuses to visit his showroom or seems unimpressed after a visit 
The architect also may refuse to bring a client to the show- 
room. The architect has been employed, as a specialist, to lead 
the client in the right direction, and the dealer can inject a fly 
into the ointment only too easily. True, the fly may not ruin 
the ointment permanently, but is rather messy to remove. A 
major complaint is the tendency of some dealers to overload 
the client with furniture and accessories, that complicate or 
detract from the architect's original concept 

In desperation, style . . . not design . has become the 
order of the day with many manufacturers. Some ads proclaim 
“The Copenhagen Group, True Danish Modern.” Swift exam 
ination of the furniture pictured fails to provide even slight 
resemblance to any authentic Danish furniture. This is prob 
ably the average movie fan’s conception of Danish furniture, 
and there is certainly enough brass involved to insure sala 
bility to a certain class of buyer 

The same applies to the term Swedish Modern. Swedish Mod- 
ern can mean anything today. It is actually unbelievable to see 
furniture, obviously of Italian extraction, proclaimed as The 


Scandinavian Group, Skandia, or New Swedish Modern. Some 
do have merit, but the temptation to add surface glamour sans 
reason is difficult to resist. Yet the manufacturers involved are 
quite perturbed when an accredited architect refuses to rec- 
ommend their furniture. 

Does this mean that correctly designed Danish, Swedish, 
Italian, Japanese, or International Style furniture is the an 


Is the.end in sight 
prerogatives? Does form 


swer to all problems? Not by any means 
for these usurpers of Hollywood's 
really follow function? Who a: arbiters of style, now 
shouting from the housetops the need for a “Return to Ele 


gance?””’ What is elegance? An attempt to answer these ques- 


' 
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For Fast Service Contact the FABRILITE” 
Distributor Nearest You Listed Below: 


ALABAMA 

Montgomery. Fabrics, Inc., 515 Bell Street 

Birmingham 3. Spradling Supply Company 
2125 Second Avenue, S. 


ARIZONA 

Phoenix S & S Supply Company 
3635 South 16th Street 

CALIFORNIA 


Los Angeles 15. Fabric Leather Corporation 
1139 Santee Street 

Lindsey & Hail, 1036 South Hope Street 
San Francisco 9. . Scovel & Sons Company 
1133 Post Street 


COLORADO 

Arvada A. G. Seaver 
5850 Wadsworth Boulevard 

CONNECTICUT 

Hartford 5 New England Upholstery 


Supply Co., 38-40 Albany Avenue 


DISTRICT OF COLUMBIA 
Washington, D.C. . .C. E. Briddell Co., Inc 
3746 Tenth Street, N. E 


FLORIDA 
Jacksonville Wright's Supply Company 
816 Ocean Street, P. 0. Box 2296 


Miami 36 W. Valentine Company 
618-622 S. W. Eighth Street 
Tampa Gulf Fabrics, Inc 
107 E. Fortune Street 

GEORGIA 


Atlanta 2..Erikson Company, 364 Nelson St. 
Augusta..H. Masur & Son, 1132 Broad Street 


ILLINOIS 
Chicago 6 A. Hoenigsberger 
123 North Wacker Drive 
Chicago 5 Scot Fabric Company 
5352 North Broadway 
KENTUCKY 
Louisville 2.. Herman A. Schildt Company 
323 E. Market Street 
LOUISIANA 


Tupper Supply Inc. 
2117 North Street 


Baton Rouge 9 


MARYLAND 
Baltimore 11 C. E. Briddell Co., Inc. 


2800 Hampden Avenue 


MASSACHUSETTS 
Boston 14 American Textile Company 


of N. E., Inc., 32-34 Canal Street 


MICHIGAN 
Detroit 8 Foam Rubber Products Co. 

5301 Grand River Avenue 
Grand Rapids 3 Upholstery Supply Co 


of Grand Rapids, 325 Fuller Ave., N. E. 


MINNESOTA 
Minneapolis New York Fabrics Inc. 


2938 Nicollet Avenue 


MISSISSIPPI 
Jackson Woolley Brothers 


411 South State Street 









MISSOURI 

Kansas City 8 Coffey’s Inc. 
1608-10 Oak Street 
St. Louis 8. . Specialty Fabrics & Supply Co. 


4517 Olive Street 


NEW YORK 

Kingston. Vinyl Leather Co., 34 Ferry Street 

New York City 1..Fabric Leather Corporation 
16 West 32nd Street 

H. R. Howard & Sons, Inc. 
60 North Washington 


Rochester 


NORTH CAROLINA 
High Point American Supply Co. 
of N. C., Inc., 308 W. Broad Street 


OHIO 
Cincinnati 2. Harry F. Niehaus & Company 
125 W. Central Parkway 
The Ingraham Supply Co. 
2100 West Superior Viaduct 


Cleveland 13 


OKLAHOMA 
Oklahoma Upholstery Supply 
Whittier Station, P. 0. Box 3185 


Tulsa 8 


OREGON 
Portland 14 McDonald & Company, Inc. 


935 S. E. Hawthorne Boulevard 


PENNSYLVANIA 
Philadelphia 6. Maen Line Majestic Fabrics 
217 Chestnut Street 
Peiger & McCaw Company 
101-103 Market Street 
M. H. Smith Company, Inc. 
260 S. Main Street 


Pittsburgh 22 


Wilkes-Barre 


RHODE ISLAND 
Providence 3 Providence Textile Co. 


243 North Main Street 


TENNESSEE 
Memphis 2. Southern Textile & Supply Co. 
894 Eastmoreland Avenue 


Nashville 6 Wynn & Graff Company 
402 Woodland Street 

TEXAS 

Dallas 9 Van Waters & Rogers, Inc. 


10216 Denton Road, P. 0. Box 1188 

Dallas 26 A. F. Schmalzried & Company 
2650 Main Street 

Reese B. Davis & Company 
316-320 S. Lake Street 
Houston 1 Higbee & Mitchell 
1415 Dallas Avenue, P. 0. Box 1726 


Fort Worth 


UTAH 
Salt Lake City... Van Waters & Rogers, Inc. 


650 West Eighth Street, S. 


VIRGINIA 
Richmond 19 Charles Zoppa Co., Inc. 


1426 East Main Street 


WASHINGTON 

Seattle 22 McDonald & Company, Inc. 
1424 Tenth Avenue 

B. W. Griswold & Company 
319 S. Cedar Street 


Spokane 


WISCONSIN 
Milwaukee 2 Gebhardt, Inc. 


213 North Broadway 


REG. U.S. Pat. OFf 


BETTER THINGS FOR BETTER LIVING... THROUGH CHEMISTRY 
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ie Street ‘ e 
Mitchell 
30x 1726 
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ers, Inc a C1 i \ LIUN ul () bens. } 4 
treet, S e ¢ 
Co., Inc Homes, hotels, reception rooms, offices, anywhere or if you prefer a more opulent look, the fabric-like 
in Street : . . ° 
you want fashion without fuss—that’s where Du Pont and tooled designs. 
in “Fabrilite’’* belongs. It’s decorative, wipes clean-as- You can have it in House & Garden colors... or 
any . 
) Avenue new with a sponge... and because it’s Du Pont vinyl. in just about any new-for-'59 colors you can think of. 
>ompany . ‘ : : : . ; rao : : 
ar Street its a most durable furniture covering. Decorators and furniture men from coast to coast 
“Fabrilite’’ can cover anything handsomely .. . have discovered the wonders of Du Pont vinyl up- 
conker from a complete sofa to an accent-piece headboard. holstery ... have you? E. Ll. du Pont de Nemours 
roagway . o 
You can have it in a leathery finish, an iridescent... & Co. (Inc.), Fabries Division, Wilmington 98, Del. 
Pont's registered trademark for its elastic-supported vinyl upholstery. 
q contact YOUR NEAREST DISTRIBUTOR SHOWN ON OPPOSITE PAGE. 
(iSTRY 
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Are you really too busy to have a thorough health 
checkup once a year? Or do you keep putting it off 
because you're afraid your doctor might find some- 


thing wrong? — 
If it's cancer you're worried about, just remember 


that, thanks to medical progress, doctors are cur- 




















ing many more cancers than they could ten years 
ago. In fact, 800,000 Americans are alive and well 
7 today, cured of cancer...many of them because 
they had made a habit of having annual checkups 
no matter how well they felt...all of them 
because they went to their doctors in time! 


Make annual checkups a habit... for life! 





AMERICAN CANCER SOCIETY 
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6 
RECORD STORAGE BOX 


STAXONSTEEL 


TRANSFER Fite 





/ For Accessible Drawer-style Storage 
4 of Inactive Records 


S y “Builds Its Own Stee/ 
Framework” 


Jandem ag | 


eee) fF Le) wet 





Sell this foursome of perfected prod- 
ucts for full coverage of the record 
storage market. Each fills a particular 
phase of efficient, modern filing for 
your customers. For further facts and 
features on these Bankers Box prod- 
ucts and how they can fit your profit 








picture, write today for complete in- For Efficient 2-Way Supplementary Storage 
formation and dealer packet. “One Size for Either Letter 
or Legal Filing” 
“ERS 
~ 1, 2 
- 7) 
Syme 9. 
| = ." BANKERS BOX COMPANY 
me $y, ‘<? Specializing in Record Storage Equipment Since 1918 
IDUY 2607 N. 25th Avenue - Franklin Park, Illinois (Suburb of Chicago) « GLadstone 5-7700 
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tions would require hundreds of | s, and the controversy ae | eee 
would still rage. Recommended reading, guaranteed to stir real | 
soul-searching, is “The Tastemakers,’ by Russell Lynes. Sin 
everyone in the world would | ifferent connotation of 
taste, Lynes sagely refuses to defin 
Martini glasses will continue ¢ i fre Greenwich Vil 
lage to the Golden Gate, while t relati rits of Frank ' ' 
Lloyd Wright and Mies van de R ire argued. Changes in 
fashion do occur. They come about, because the public is in 
secure in beliefs, and 1s constant nbarded by blindly fol- 
lowing acolytes . ready for cl the moment some othet 
expert, more successfully promoted, expresses the slightest 
doubt in the concepts he has been promoting through the years r 
Since the office furniture industry is now introducing line 
after line each year, creating strenuous problems of stocking 
merchandise properly, a real investigation is in ordet 
The lobby in the average new building of the International 
School will be almost an exact duplicate of other International {, 
School lobbies, regardless of the irchitect selected. There will 4 “hans dates, of the boned! 
be a vast expanse of white, relie\ by the omnipresent foliag: 
and mural. The furnishings will include several expensive and rool are used in the executive offices instead of desks. 
exceptionally fine chairs, made to last a hundred years, yet up Lament of ldments: Should a desk be approved, it does not 
holstered in a material due to last only one-fortieth of that have a center drawer. Creatures of habit, don’t despair; he 
time. There must be a mural; it st be large; it must be ex will have his desk and he will have his center drawer when 
pensive; it must be elementary it must excite attention and fashion once again gives way to some semblance of common 
comment; it must mean something different to everyone. The sense 
same old pattern is emerging. How can anyone decry women’s Chis man’s secretary will probably work at a desk with too 
fashions, when the other end of the balance scale is loaded few drawers. It may have as many as eight legs, although no 
with “Greek Revival,’ Modernisti and the “Unbending more than five are required. Her knees will be exposed, and 
International Style’ ? her mind will be occupied with showing slips, rather than busi- 
Poor Chairman of the Board! He had looked forward to the ness. There are a hundred or more ways to solve any one prob- } 
time when he could sit in a comfortable chair at the board ta lem, but practicality should enter into the solution before fash- | 
ble. He likes arms on the chairs. but they are taboo. They will ion. These crucibles of fashion and experimentation are the 
destroy the feeling! He and the other members of the board corporation's “Pyramid.” Somewhere Rameses and Cheops must] 
find their coveted table does not meet with the approval of any be smiling 
but their own. They wanted desks in their offices, but they are How did the currently fashionable desk originate? The ring f 
told desks are out of the question. Tables, unfit for the board table, so long a staple piece of European home furnishing, | 








New! Luxurious upholstered 


office chairs that fold! 


FUNC 








Profit now with the upholstered chairs that make 
existing space do a multitude of new duties! Write for ¢> i ku @ ‘ ad 
new booklet, today! Learn how colorful, comfortable MFG. H 
Reserve Seats can be your newest profit maker! 


Ask for a copy of Re serve Seats, a case st udy. 4640 West Harrison Street, Chicago 44, Illinois Dept) 
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eco FIRST 
WITH THE FINEST 


IN PORTABLE LIGHTING 





Trend-Soting 
Designs 


FUNCTIONAL FLUORESCENT 
AND 
INCANDESCENT LIGHTING 
FOR 
MFG HOME AND OFFICE 


s Dep 


12/58 OA-12/58 






























NEW 
PDUALITE 


PRECISION 
ENGINEERED 
FOR LASTING 


Qorvice-Ubilty and 


WRITE FOR 
CATALOG 
ILLUSTRATING 
THE COMPLETE 
ACME LINE 
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LITE PRODUCTS CO. 


Congers, New York 

















PROFITS!” 


and a boost 


in sales with 
Advanco’s 
policy of selling 
thru dealers 
exclusively. 








ADVANCO’S COLLATED 
MANILA GUIDES... 


In legal and letter 
sizes, made of 

11 point, 150 Ib. 
durable stock. Also 
in 92 point, 133 
ib. stock. 


ADVANCO’S BRISTOL 
A to Z GUIDES... 


also manufactured 
in 25 point Green 
Pressboard 

with Metal Tabs. 


ADVANCO’S BLACK 
METAL TAB PRESSBOARD 
GUIDES... 

in both 

legal and letter sizes, 
eyeletted. 


Manufacturers of ... 
e Manifold Books 
© Printed Stock Forms 
e Suspend-O-Folder 
e Filing Supplies 
e Punchless Paper Holder 
e Pressboard Binders 


Write for general 
Catalog and Price List! 


ADVANCO PRODUCTS, Inc. 
76-05 51st Avenue, Elmhurst 73, L. I., N. Y. 
Telephone . . . Hickory 6-4848 
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sometimes accommodates a shallow drawer pedestal, which may 
be removed. The table can then be used for dining. The legs, 
stretchers and aprons are integrals in construction. The counter- 
part in an office desk consists of the same components with 
deeper pedestals, which accommodate more drawers 

The “International Style’ desk was introduced as a writing 
table with large pedestals; the apron was finally dropped, by 
some of the style’s strongest proponents, and the H-frame serves 
no real purpose except that of ornamentation. It has finally be- 
come fashionable. It is ironic to appraise European office fur- 
niture actually in use, because it bears no resemblance to the 
common concept, and can only be compared to our office furni- 


ture of twenty years ago. 


Why the Square Edge? 
Why should the desk be fashioned after the building? Why 


should the legs be square, except to remove polish from shoes? 
Structural members of the building may be square, but only 
the less prudent go about bumping into the building. It is im- 
prevent the body coming into painful contact with 
the square edged pedestals foisted on us today by fashion, 
whether they be of wood or metal. Why are the edges square? 


possible tX 


There can be no sensible reason or justification 

The International School would lead us to believe that form 
follows function, but form is actually following fashion. The 
human body is not indestructible, and neither is the corner of 
a desk: the body just fares much worse than the desk. Some 
desks and chairs are just as suitable in the average office as 
a guillotine; each just defaces a different part of the anatomy 
And caution is the order of the day, as one circumvents these 
obstacles, en route to the first aid station 

[his is obviously a facetious description, but it comes very 
near to the truth. The proponents of using the material best 
suited to the purpose are not actually fulfilling their credo. 

Many good architects are well aware of this situation. The 
time is not too far distant when there will be a general re- 
bellion against this faddism, for good architects and designers 
are actually a practical lot. The answer lies in product research 
and development in close co-operation with the architectural 
and design field 

A good example is the possibilities for improvement in the 
secretarial ell-station. It should have complete enclosure, suffi- 
cient top surface and equipment space, and a minimum of 
legs; five legs are ample to support the desk and virtually elim. 
inate vibration. It should have a pleasant appearance whenj 
viewed from any direction, and should present one horizontal 
and uninterrupted place. Edges of tops should be round of 
semi-round in shape. Pedestals should have rounded edges and 
corners; if the pedestals are constructed of wood, the corners 
should be densified. (The wood industry is not restricted to the§ 
use of bulky posts for densification, as it is now possible tol 
densify posts of thinner, rectangular cross-section.) Drawet 


pulls should be without sharp edges or corners, and should bel 


of sufficient size 





The Place for the Chall 


2 


A chair requires very extensive time, experi entation and: 















labor to produce. It comes into more intimate contact with the 
human body than any other piece of office equipment, so if 
should have softened and comfortable surfaces. If designed fot 
portability, it must not be excessively heavy, and it must not 
damage other furniture with which It may come into contact 

Particularly annoying are the protuberances on the backs 0 
some chairs, particularly swivel models. A correctly designe 
chair will please almost any person, and the highly touted ad 
justments on some chairs are only an indirect admission of fail 
ure in design. The chair must be comfortable for variable perk 
ods of time, and it must be recognized that the person occupys 
ing the chair may assume an infinite number of positions. 

A current faddism consists of making chair frames and arm 
sharp and rectangular in form. This causes psychological unres 
and physical discomfort. Such designs are prominently feature 
in several current European publications, and seem to be creaté 
to permanently deface walls and other pieces of furnituré 
Many Scandinavian designs, some of them classics, are i 
ported for the express purpose of directly copying or “beefin 
up” for the American market. The architect is trained to recq 
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STANLEY MANUFACTURING COMPANY e 2310 NORTH MAIN 
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; ° METAL SIGNALS 
Ny u -V I % e for Vertical Records 
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a » 





Ye" the” Ya" 











28 








PLASTIC SIGNALS 


C e I I u g r ad f for Visible Systems 
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TRANSPARENT 


Crim pgra f crimreD SIGNALS 


for Protected Visible Cards 
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PLAIN DOT STRIPE __ CROSS __ 





A full variety of colors, shapes and sizes 


EORGE B. GRAFF COMPANY 
Vashburn Ave., Cambridge 40, Mass. 


ognize the derivation of any piece. He knows the copy, even 
though it is too often represented to him as an original design. 
The practice of copying is one of the worst sins of the indus- 
try, and only more firmly establishes the firms engaged in the 


real creative work. Too, the copy is nev quite as good as the 
original 

This criticism does not apply indiscriminately. A few manu 
facturers have made tremendous strides in original chair de- 
sign. Everyone hoping for lasting recognition and _ business 
growth must spend more time in material and design research 


Playing by Ear 


Change alone is not enough, for th ange must be directed 
into accurate channels to capture an intended market. Pro- 
portionate to sales, how much does the average office furniture 
manufacturer allocate to research? Design research will expand 


a manufacturer's market, not limit it, as some believe, to only 
a portion of the consumers. The important question is, how 
can an Office furniture manufacturer improve his design posi 
tion? 

The manufacturer must first allocate sufficient funds and time, 
and obtain the services of a designer with some actual experi- 
ence and interest in office furniture design. The designer should 
be a member of the Industrial Designers Institute or American 
Institute of Architects. 

There must be an analysis of existing dealers, and their sug- 
gestions and complaints must be considered. He must have 
ample time to prepare drawings, and actual models must be 
produced and extensively tested under actual operating condi- 
tions. There will be changes and other tests. The product should 
never be finalized until such tests have been completed, and 


until the designer has called in other reputable designers and 
architects for critiques of the models. Above all, allow plenty 
of time for development, and do not rush the items into pro- 
duction just to get something new on the market 


Just as a showroom will not solve all the problems of the 
dealer, a designer cannot solve problems for a manufacturer 
unless the factory officials are all in full accord regarding the 
necessity of his services. He cannot ac plish his real purpose 
if confronted by executives who “play by ear 

One executive quality, that always applies, was stated by 
Jonathan Ogden Armour, of Armour & Co., he said Che most 
valuable ability of all is the ability to select men of ability.” 
It is fatal to make decisions based on personal likes and dis- 
likes. Big business learned these facts long ago, otherwise it 
would not nave been big business. However big the business 
may become, failure to follow these concepts can only lead to 
loss of domination in the market. 

Crawford H. Greenewalt, of E. I. du Pont de Nemours & 
Company, states it in this manner: “All those textbook qualities 
are basic, but something more is needed: the ability to bring 
together a group of dissimilar people and weld them together 
into a harmonious whole, like an inspired orchestra conductor 
You can’t define what such a conductor has; it’s something 


subtle instinctive 


The Designer's Role 

A designer, no more than anyone else, cannot do a com- 
mendable job without full co-operation. He must accomplish 
more than the creation of an attractive item; he must be fa- 


miliar with the manufacturing processes and construction tech- 


niques. He must work closely with plant engineers and sales 
management, as the item must be applicable to existing ma- 
chinery and production methods . and salable. He may sug- 
gest improved methods and economies, for the item must fall 
within a competitive price range. He must know the market, 
and must design to established sales policies . . . or new pol- 
icies must ve established to reach the design market for which 
the product is intended. 

Many factories striving for the architectural market would 
be in for a real shock if they invited responsible architects and 


designers to give an uninhibited critique. This critique is abso- 
lutely necessary, and is the missing link in the marketing chain. 
A new design should never be produced, however good the 
reputation of the designer, unless this pattern is followed. Ac- 


tually, lack of approval by architects is indicated by lack of 
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=. For complete informationand prices on these new stylings, write or wire 
ain pina Patan | 
Vv Johnson Chair Company 7109 Merchandise Mart Chicago 54, Illinois 
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COLUMBIA/MERIDIAN “Vv” 
with matching Credenza 


ATMOSPHERE OF SUCCESS én 


The forward-looking executive sometimes overlooks a nearby 
aid to his progress in business — “the atmosphere of success.” E 
You can help your executive customer or prospect create this in 
important climate. Introduce him to COLUMBIA/MERIDIAN and 
executive desks . . . the distinguished VII with the unique seven- Do. 
sided top and the fabulous V with the pentagonal top that invites Hat 
important conferences without crowding. 

Seated behind a MERIDIAN Model V, for example, your 
executive will be quick to appreciate the efficient work surface Yor 
that helps get things done faster. Let him get the “feel” of the 











sweeping lines and many deluxe features such as the silent, Y 
aes ; : . Ole 
easy-sliding drawers. Show him the matching credenza of the rend 
same modern, steel construction and the more than a hundred man 
} . ‘ ee ee will 
COLUMBIA/MERIDIAN “Vi! different two-tone color combinations. an 
with Junior Executive Chair . ) ; ; : ; ; the 
Your executive will visualize how functional beauty can increase as 
A 

his efficiency. He'll become a customer . . . because COLUM- 

BIA/MERIDIAN was designed to radiate the atmosphere of 

success. 

Gur 
Jenkintown * Pennsylvania ‘“ 
Write for information to Columbia-Hallowell Division, Standard Pressed Steel Co. © The Cleveland Cap Screw Co. @ back 
SPS, Jenkintown, Pa., or SPS Western, Santa Ana, Calif. pyrene i ee ne ee who 
Unbrak ket Screw C td sure 
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s in the field, so an informal and disastrous critique is con 


ta in prog 

[he manufacturers of building materials learned this long 
ig Architectural approval is their stepping stone A thousand 
p 1s may their Chromium Eights in front of a thou 
sand tri-level houses at the end of the day. During the day 
though, they earn part of the monthly payments while sheltered 
from the elements by Skidmore, Owings & Merrill, Welton 
Becket & Associates, Philip Johnson, Harrison & Abramovitz, 
Edward D. Stor or some other equally influential and in 
tellectual architectural force. The office furniture industry must 

ber it is manufacturing a product for use on the 
ghway or in tl iverage home 

i iliarity elements affecting the market, thorough 
investigation, and isive action are imperatively necessary 

As the Crow Flies 

When the problems are clearly understood and decisively 
faced, there is no need to take a circuitous route to reach the 
vhole of the market. Does all this lead to the conclusion that 
irect sales to architects or consumers are advisable or recom- 

nded? IT DOES NOT! 

Most architects do not engage in the sale of office furniture 
nor do they ha iny such desire. The consumer does need serv- 
ind best seri is attainable only through some local serv- 
ice organization. The dealer is equipped to process orders, de- 
liver, install ar service. However, some of the larger ar- 
hitects were forced into establishing interior design de- 
partments, because the service offered did not comply with 
their concepts 

The dealer can gradually gain the confidence of more and 


rough architecturally acceptable designs. The 
such products, informative sales calls, and 


more architects 


‘ hite ct wel 


the type of set only a progressive dealer can offer 

[he burden rests on the manufacturers, and they can con- 
tribute to quicker resolution of existing problems through more 
extensive pri t and promotional research, development of 
practical and attractive designs, dedicated to the desired mar 
k id im} sales and training program standards 


will lead to new methods and materials ap- 
furniture field. Machines may be integrated 
into furniture. Fashion will always, to some extent, have its 


lay. Whether furnitu 


e is cantilevered, suspended, or structural- 
ontainer in the future, the demand for any 


ivy ; part < 
superior product, whatever the materials combined in fabrica 
tion, will contin to grow 
t 

For those interested in further discussions of this subject, 
tl following books are recommended “Ornament Rides 
Again” in the April 1958 issue of Architectural Forum; “Art 
nd Human Dignity” by Francis Henry Taylor, Saturday Eve- 
ning Post, May 17, 1958; “Sun and Shadow” by Marcel Breuer, 


Dodd. Mead & Co.; lhe Tastemakers” by Russell Lynes, 


Youngstown Firm To Erect Building 


YOUNGSTOWN, OHIO 
oungstown Oftice Supply Co.. operated by Mr. & Mrs. 
awarded a contract to Joseph Bucheit & 


Y 


Ole Ditmansen, 


Sons Co. to build a two-story office structure in W. Board- 

man St., Youngstown, to house new quarters. The building 

will be completed in the spring and will be owned by the 
vly-formed Youngstown Office Supply Realty Co. Although 

t principal tenant will be the office equipment firm, some 
ond floor space may be leased to another tenant 


Gunzburg Back at Work After Iliness 
BROOKLYN, N. ¥ 


LI tatic y and office equipment industry has welcomed 
k E. B. Gunzburg, president of Modern Steelcraft, Inc 
| t 1 to his office after undergoing majot 
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HOW STATIONERY 
SALESMEN MAKE 
OFFICE CALLS 
MORE PROFITABLE 








Have your commercial stationery salesmen 
sell Micropoint products with Copy-Fax* . . 
proved the best reproducible ball pen ink for 
copying machines’! 

If a salesman spots a copying machine 
while presenting your regular commercial 
line, he can introduce Copy-Fax and add a 
profitable bonus to the call. Remember, the 
market’s wide open. . . every office with a 
copying machine is a prospect! 

Copy-Fax is a pre-sold national brand. 
Right now, big ads in leading business maga- 
zines are before the key office people who 
make buying decisions. This makes your 
selling job even easier! 


Blue, red, black and green Copy-Fax Ink 
available in the four best sellers: 





*TRADE-MARK, MICROPOINT, INC. 
Ee MOS TT Reh agree i, TERR oe? : bs adic ke Nes 
- 
€ 


| Retail Value | Your Cost | Your Profit 
Copy-Fax Pen  59c r 
Medium &BroadPoints | $7.08 Doz. $4.32 $2.76 © 
Fills-Any Refill 49c 6 
Medium Point $5.88 Doz. | $3.60 $228 


Retractable Pen $1 
Medium Point 


Visible Ink Refill 49c 
Medium Point 


$12.00 Doz. | $7.20 $4.80 
so | em | 
—, 











$5.88 Doz. 


Order from your 
wholesaler, or 
direct, giving 


A] 1CROPOINT, inc. wholesalers nae 


and address. 


Creator of Advanced Writing Instruments 
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M-8200 
with the 
luxury large seat 


creates 


a great clerical posture chair 


This is the peerless clerical posture chair, a triumph 
of METAL-LUX design and craftsmanship 
rates MILWAUKEE'S exceptional posture comfort 


Incorpo- 


advantages coupled with an extra-large seat. Fea- 
tures a virtually indestructible all-steel frame and 
base, stainless steel scuff plates, a superior spring 
unit seat, cushioned hinged back rest, tilting back 
support, and velvet-silent service. Unquestionably 
the finest clerical posture chair available in metal. 


Write for the complete profit details covering the 


METAL-LUX Model M-8200 Clerical Posture Chair 


MILWAUKEE METAL FURNITURE COMPANY 


101 N. Campbell Ave., Chicago 172, Illinois 








on the 


Niocve 


A new special sales divis uimed at 
exploring new of distribution in 
the envelope f nd building greater 
business volun dealers nas been 
announced by Quality Park Envelope Co 

At the san til it was announced 
that A. A. “‘Bud’’ Caruso is been ap 
pointed field director of the new division 
to work wit salesmen and _ dealers 
throughout the entire sales territory. Mr 
Caruso is well known in the industry and 





A. A. Caruso brings may years of valuable experienc« 
to this new division of Quality Park, it 
was stated by John N. Christianson, president and sales 


manager 


Mr. Caruso and his special sales vision will be extremely 
obile, available anywhere in the country with business-build 
ing ideas for ilers and Quality Park smen,”” Mr. Christian 
son de 
Ss 
Robert C. Canavello is the newly elected president of the 
New York Silicate Book Slate Co., In named to that post ata 


recent annual 
George K. Gauff. 
Mr. Gauft 


sight Savin? 


eting of the stockhold 


is credited with having 
chalkboards to the schoo! 
has been associated with the company for 


posts, most ntly that of vice-president 
a 
Leonard C. Bowen has been named vice-p 


turing of Underwood Corp. With | 
vice president o! 
turing, he will now 
tion of all the co 
products. Mr 
Royal 
turing vice-president 
that firm and 


sidiary for 17 years 


rpotfa 
ment 

viously with 
with 


managerial capacities 





vice- presidency 
L. C. Bowen e 
Charles W. Schreiber, executiv: 
and Erbe Mfg. Co., Inc., has just announced 
changes in the 87-year old organization 
Dale F. Gibson was appointed manag: 


on special assignment with 
William F. Reid 


operation. A 


having s 
past several years 


the expanded sales service 


ersity of Rochester, he has served in 


introduced the 
market. M1: 
10 years in 


in charge of 


naerwood since 
typewrite! 


oversee the 


McBee as 


been named 


sale S 


He succ is the late 


nrst green 
Canavello 
various 


sales 


resident—manutfac 
1957 as 
manufac 
produc- 
t10n § Office equip- 
Bowen was pre- 
manutac- 


He was employed 


its Canadian sub- 
serving in diverse 
culminating in the 


president of Yawman 


rsonne | 


Sevcral pe 


r OF Sup} ly sales after 


Y and I for the 
head of 


graduate of the Uni 


management Ca 


pacity of tl ( W. Stuart Co. wl he developed an ex- 
tensive | ogical testing prograt 

A n idvertising manager, James W. Connell, has also 
been appointed. His experience includes selling lvertising 
public relations and marketing 

Mr. Schreiber said These appointments ha been made 
with a two-fold purpose in mind. First, to giv tter service 
and help to our dealers and secondly, to pre broader de- 
velopment and market research phasis to « expanding 
line of products 

& 

Leslie T. Carr, general sales manager of ( ptometer 
Corp announced the followin ppointments and promo- 
tions in the organization's branches 

Miss Wilhelmina L. Heck is the newly-appointed district 
sales manager of the Dayton, Ohio, of 

lt Detroit Comptometer office is now head by Richard 
J. Lentz, w oined the Chicago sal taft aft tending De 
Paul University 

Robert T. Holder has been assigi to Seatt Wash. fron 

Comptometer office in El Paso vh vas district 
sales mana 

James M. Flatley was promot Kansas City, Mo., 
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Powerful sales presentations, not just reference books! These 
colorful new catalogs are now being distributed to Herringe Halle 
Marvin dealers 

The big 24-page Money Chest Catalog profusely illustrates 









WERRING 


HALL 
MARVIN 


HERRING*HALL*MARVIN 
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one of the most comprehensive lines of burglar-resistive equip- 
ment ever offered for store and office. The new “A’’ label record 
safe catalog, a companion piece to the elaborate “B’’ and “C”’ 
safe editions previously issued, presents an equally impressive 
array of the highest-rated fire-resistive safes available. 


Like to know more about our sales assistance to franchised dealers? The 
profit-advantages of our protected territories? Don’t hesitate to ask for sample 
copies of. these catalogs and our statement of dealer policy. 





SAFE COMPANY uamicton, ono 
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Today’s most accepted line 
of STEEL Waste Receptacles... 


The LAWSON Line 


The complete line, the profit line . . . styled 
and finished to meet today’s demand for 
modern, office beauty and timeless serv- 
ice, Quality at promotional prices! 






Send for literature. 


Lawson Executive, 
Space Saver and Pan- 
eled Steel Baskets. 
Modern office colors 
and also wood grain 
finishes 


No. 2180 
















Lawson Smokurns 
and Sandurns... 
A wide selection in 
glistening baked 
enamels, copper 
and stainless steel. 






No. 6000 
No. 2990 


Lawson Torpedo" Waste Recep- 
tacles. Originated by Lawson. 
Bonderized before enameling. In 
red, white, grey and green; stain 
less steel trim. Four sizes; Heights 
—31,", 37”, 42”. 





Lawson High Boy 
. rust resistant 
steel. Excellent 
wherever’ extra 
Open To large basket 
No. 3003 sony needed. In olive 
green, grey and 
white. 
No. 108—20” Het 














No. 110—29” Het. 





Lawson Sanitary Step-on, Waste 
Receptacles. Foolproof mechan 
ism, rubber gasket sealing, glis 
tening white enamel 


2240 






Lawson “Organizer” 
Desk File. Rigid, verti- 
cal, steel, with index 
channel. Rubber cush- 
ioned. In standard of- 
fice grey. 


No. 2850 


Lawson Waste Baskets for 
Home Desks, Hotels, Motels. In 


attractive hammerloid bronze, 
mist green and desert sage 


Warehouses in Principal Cities 


THE F.H.LAWSON CoO. 


EST.4816 « CINCINNATI 4, OHIO 


LAWSON PRODUCTS ARE NATIONALLY ADVERTISED 





territory after serving as district manager at Little Rock, Ark 
LeRoy J. Bond moved from the sales division of Comptom 
eter's Albuquerque, N.M. branch to become district sales 
manager in El Paso, Tex. 
oe 


Appointment ot Stanley W. Mazur is home tice held 


representative for Smith-Corona’s Atlanta branch territory was 
announced recently by Drummond F. Gaines, vice-president 

narketing, Smith-Corona Marchant Inc. Mr. Mazur has had 
experience in merchandising and selling typewriters 


vith the Royal ly pe 


extensive 
and adding machines. He was associate 
1948 to 1957, and beca 
ager during the latter part of 1956 

— 


writer Co. tron regional sales map 


The election of Will Rogers as presi 
dent and chairman of the board of 
Rogersnap Business Forms Co. was an- 
nounced at recent stockholders’ meeting 

Mr. Rogers, a pioneer in the business 
forms printing industry, 1s founder of 
Fort Ss Co 


Rogersnap manufactures continuous 


the Rogersnap Business 


stock and standard business forms and 
carbon second sheets in the new flip-out 
dispenser box 





Will Rogers 


Diebold, Inc., recently announced thx 
appointment of J. Bremner Proctor as 
vice-president and sales manager of its 
subsidiary company, K. F. Cline Co 
Mr. Proctor was general manager of 
Penco Metal Products, undertaking a 
complete sales and factory organization 
and initiating a new manufacturing 
plant. Previous to that time he was with 
Deluxe Metal Furniture Co., working up 
from assistant foreman to executive vic¢ J. B. Proctor 
president, where he was_ responsibl 
for restyling the cabinet line and dé 
veloping open-shelf filing 


Four top officers of Le Page's, the newly-formed division 
of Johnson & Johnson, were announced by Robert J. Mortimer, 
president 

Fred D. Clark becomes vice-president of marketing; John 





J. L. Callahan 





H. D. Lomer 


E. A. Gaudette 


L. Callahan, vice-president of merchandising; Edgar A. Gaud- 
ette, vice-president and treasurer; and Herbert D. Lamar, as 
sistant treasurer and controller. In addition, Mr. Gaudette 
will be resident manager of Le Page's principal manufacturing 
operations at Gloucester, Mass 

All four men held high posts in th 
Permacel-Le Page's, Inc. when it was an affiliated company 


consumer division of 


of Johnson & Johnson. The medical and baby products man 
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smoother - finer - easier 


H-O-N CARD CABINETS 


WITH TILT-BACK FOLLOWER 


SMOOTHER quiet action because H-O-N units 
are equipped with nylon glides on drawer tracks 
and bales. The nylon glides eliminate binding and 
grating even with fully loaded drawers. 





H-O-N 


SMALL GOODS 


All Newly Designed — 
All Greatly Improved 


FINER appearance and styling with improved 
drawer pulls and label holders. A choice of four 
handsome colors: gray, green, sandalwood, spruce. 


EASIER to use with time-saving efficiency of the 
tilt-back follower. Just trip a release and the cards 
recline. This provides room to see, select and han- 
dle without digging. Only H-O-N card cabinets 
have this feature. 






they're better . . . to help you sell more! 







H-O-N 
STEEL 
CARD FILES 









H-O-N UTILITY BOXES 


All units have automatic safety latch and key lock. Hi- 
impact plastic coin tray is optional. Standard colors in 
Gray, Spruce, Sandalwood. Sizes: 4x8; 4x6; 2x6; by I! 


wide, 





For 3x5, 4x6 
Order the complete package of And 5x8 Cards 


H-O-N small goods from the fac- 
tory or from your regular dis- 





<== tributor. Style and a firm stability distinguish these units. Available 
. in 10 models for 3 card sizes; capacities up to 1200 cards. 
The H-O-N Co., Muscatine, lowa Three standard colors: Gray, Spruce, Sandalwood. 
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Insert wooden pencil at the 

natural writing angle... the 
Electro-Pointer instantly gives you a 
perfect point, automatically. Sharpens 
any size pencil, does not chew up pencil, 
but sharpens just enough. Proven through 
14 years of satisfactory service. Display 
it, it sells itself! 


WRITE 


TODAY FOR 
COMPLETE lance clatot- INC. 


INFORMATION 
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1825 MACKLIND AVE. « ST. LOUIS, MO. + U.S.A, 





ufacturer recently made Permacel and Le Page's separate di- 
visions of the parent company 


A new sales oftice responsible for nine 
Southern states has been opened in At- 
lanta, Ga., by the Parker Pen Co. Carl 


has been named to head up the office. 
Rhodes will have eight salesmen report- 
ing to him. 

He is the son of Jack “Dusty” Rhodes, 


who served as a Parker salesman in the 





& 





> 

te ¥ Southeast for 42 years, and at one time 
C. R. Rhodes headed up the very same sales area now 
the responsibility of his son 


Appvintment of three new branch managers for the Clary 
Corp. in Chicago, New York City and Cincinnati has been 
announced 

Assuming new managerial posts are Hal Drew, 5341 W. 
Diversey, Chicago 39; Don Leigh, 14 Church St., New York 6; 
and Stan Myerson, 7024 Plainfield Heights, Cincinnati 36 

Each will be responsible for sales of the complete line of 
Clary full-keyboard and 10-key adding machines and self-bal- 


ancing cash registers in his territory 
e 


Art Metal Construction Co. has an- 
nounced the appointment of C. Williams 


promote all classes of custom-made Art 
Metal material for banks, court houses, 
libraries and public buildings. 
I 
Former general sales manager of Vir- 


apeake Industries, Mr. Little also has 





of Hoffman Valve Co., Indianapolis, and 
as sales manager of the Heating and Re- 





R. Rhodes, Parker salesman for 12 years, | 


Little as contract sales executive. He will } 


ginia Metal Products, a division of Ches- } 


served as assistant general sales manager} 


frigeration Division of Fedders-Quigan | 


Philip J. Sheridan has been appointed manager of the Com- | 


mercial Division of the American Bank Stationery Co. in 
Eastern Pennsylanvia.' Having nearby plants in Philadelphia 
New York, Baltimore and Pittsburgh, the firm specializes in 
the manufacture of all types of checks, lithographed and en- 
graven letterheads, statements and ledgers. 

In addition to supervising commercial sales in Eastern Penn- 


sylvania. Mr. Sheridan will personally handle the territory} 
comprising Philadelphia and the Delaware Valley. He main- 


tains his office, at 325 North 13th St., Philadelphia and an- 
other at 2086 Winding Road, York, Pa 


Kimball Manufacturing Corp., producers of fiber glass waste 
baskets and sand urns for office and commercial use, announces 
appointment of four new representatives, Ray F. Aul, 638 
Donaldson Drive, Pittsburgh 26, Pa., will be representing the 
line in the states of West Virginia and Pennsylvania; Fred M. 
DeBlon, 500 Braun Ave., Highland Park, N. J., in the New 
York area; Jim Ellertson, 5354 E. Utah Place, Denver, in the 
states of Colorado, Wyoming, New Mexico, and the city of El 
Paso, Tex.; Frank J. O’Grady, 2334 Sunrise Drive, S. E., St. 
Petersburg, Fla., in the states of Alabama, Florida, Georgia, 
Mississippi, North and South Carolina 


Art Metal Appoints Merrill Anderson Co. 
For Advertising and Public Relations 


The Merrill Anderson Co. 142 E. 39 St., New York 16, N. Y. 
has been appointed advertising and public relations agency for 
Art Metal, according to an announcement released by Andrew 
Wilson, chairman of the board of the metal office equipment 


firt 
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EARN 
EXTRA 


Get a 





Dealership! 









Handling the complete quality National line is your oppor- 
tunity to earn greater net profit. As a National dealer. . . 


@ You sell National’s complete line of 
low-priced bookkeeping machines, 
with exclusive “Live” Keyboard, in 
10, 12 and 14 column models. 


@ You sell the full Adding Machine 


line, including 7, 8 and 10 column 
De Luxe Models with “Live” Key- 
board and Adjustable Keytouch; 12 
and 14 Column Models; Hand Mod- 
els... And a new low priced Econ- 
omy Line 

® You sell special models tailor-made 
to the needs of specific businesses. 
You sell NCR supplies, forms. 


@ You get a big discount on all models. 
No hidden charges. NCR pays 
freight. No cut-rate competition 
with mail order or discount houses. 
Only one dealer in a city. 


@ You may choose from 3 optional 
service plans. 


@ You receive advertising and sales 


promotion material free. 


@ You profit from National advertis- 


ing in numerous Business and Trade 
publications; from service and sales 
training programs. 


THE NATIONAL CASH REGISTER COMPANY, payton 9, Ohio 


1039 OFFICES IN 121 COUNTRIES 
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HELPING BUSINESS SAVE MONEY 


PROFITS! 


Adding Machine 


Only the National De Luxe 


Adding Machine has a “Live” 
Keyboard . . . PLUS 13 other vital 


owner-operator features! 


For information about the 
complete National Adding Machine 
line dealerships available, 
contact our Dayton office now. 
“TRADE MARK REG. U.S. PAT. OFF. 
Salional ; 
ADDING MACHINES + CASH REGISTERS 


ACCOUNTING MACHINES 
wer paper (No Carson Reauiep) 
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The 


«CW 


COLOR 
DETAIL 


STEELMASTER 


STANDARD GREY, GREEN-— , 
FROST TAN, FROST GREEN. , 
MATCHES INSTALLATIONS 





the File with the 
BUA crue capacity 


© fala’ 





@ Gives 25% te 50% mor copac- 
iy in the same ares, ne loss 

. . application in co- 
pecitetion, full bell-bearing 
suspension, Grade “A” in per- 

© Saves time, work, ond fits inte 
yeur present filing line. 









FILING EQUIPMENT 


best “GRADE A” features in low cost fili 
New 2QEROO stems 


FULL SUSPENSION 













2612 


2602 


ENGINEERING FEATURES 


it’s wider 
it’s heavier 
it’s faster 
it’s better 
e functional 


e heavier suspension 
®@ new working drawer 
e side lock compressor 
e aluminum hardware 
@ speed safety lock 


r GPE —_ 


| ey SUDCETERnY TEER ae 2400 SERIES 
DESKS 


The best Grade A features in 
low cost modern style — com- 
pletely functional long service 
desks that give YOu every engi- 
neering refinement. Eight styles 
te serve all requirements 


ng STYLES 
FOR EVERY FILING NEED 
AT EXTRAORDINARY LOW PRICES. 





11 POWERFUL REASONS WHY 


QUALITY OFFICE EQUIPMENT GIVES YOU 
BETTER SERVICE AT WORLD’S LOWEST COST. 


@ Precision fabricated in America’s most modern factory 





@ Made by craftsmen with 35 years’ experience 


@ Manufacturing procedures rigid specifications quality 
controlled. Every unit precision & expertly made 





Colors: grey or green; 


@ Made of best grade heavyweight furniture steel Frost Tan or Frost Green 





24” DEEP 





: 
= 
+ 


@ Ingenious exclusive improved full suspension mechanism | 


10 ball bearing, solid and floating rollers to each drawer AMERICA’S MOST BEAUTIFUL 
MORILER FILER 


@ Fuller and deeper drawer filing capacity for better work 





@ Anti-rebound safety drawer latch for snap-lock action. STREAMLINED 


ROLLERWAY_ 








@ Ruggedly built for lifetime service, usage & satisfaction 


@ Double finish. Standard grey or green. Decor colors Frost Tan, i 
Frost Green, to match modern installations | 
@ Widest range in the world of standard, split, or combination units, 
and special filing equipment, built to rigid specifications. 5, 4, 3, 
or 2 drawer files. A file for every filing need 





Sina 







SiR3 


@ Greatest dollar value in quality filing equipment in the world © HOME SiRS 











@ MODERN 





@ Approved by G 
@ Aveileble in all colors with 
locks. 





Suteie 


a 
- “a :: > 
~ ~, ~ 






© Catclegs © Toriff 
© Inventories oti 
© Info ‘, e Di 





© and all other uses 
Fifteen (15) styles for oll office 
Procedures. A business tool thet 
Boys for itself in sevings in fost 
time. Available in oll colors 




















Seta 
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e sTuDY 
e@ OFFICE 






@ FUNCTIONAL 


{ 
| @ PRACTICAL 






4 Sint 


Only you tnow your Te 


cost 


sour? gomubinetton | Lmanicas TowaTt 


b 





The world’s lowest cost 'viz-able’ cord 
system thet gives every feature of Grode 
A” systems at pennies @ dey 


tT. : ‘ nis | 
‘. ' ‘ | 
¢, J > >! ' 


Forty —5x8 die-cut pockets per drawer 
for fester action. Finish Stendard Grey 
or Green, Frost Ton, Frost Green. 3 
™ drawer unit (F125) 6 drawer unit *240 
je 2 12 drower unit (F480) and b 











a, agi a iix 


TRONG BOXES 





Ee CHEST-S 





‘TREASU 
| 


orcAanize 
-! 


sTORE 
tatons. 





. , AN units ¢ 

vere ‘°P grade tee 

Z Strong electrically watden fon . 
Counter top availebie. jeep. 


F108 


| 


a 
HEAVYWEIGHT LIFETIME STEEL 












rs le00$ TS won | £1000 
2/7 yey | “4 ny NAA Future Grey Only 
SLE Sf. tam vee SEQUEGHIIG AGAIIS? IRAZAASS 
ion | Trin pee TT ee 


art steel co., inc. 
170 w. 233rd st. n. y. 63, n. y. 
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by JACK BEDFORD 
advertising consultant 


clinic 


ls an Inventory 


Sale Worth While? 


@ Preblem: An office equipment dealer writes asking a ques- 
tion that has most timely aspect for this time of year. He 
asks: “Is it a good idea to hold an inventory sale? And, if so 
how can I make mine most successful ?” 

Solution: Yes, an inventory sale is worth while. Some office 
equipment dealers, in fact, find this one of the best kinds of 
sales they can hold 

Your physical inventory can be completed quicker and with 
less work when you schedule a pre-inventory sale. By reduc- 
ing your stock before the physical inventory starts, you have 
less to count. By eliminating odds and ends of stock, you save 
time in listing, extending and tabulating. 

Your dollar investment in inventory will be more realistic 
when you hold a pre-inventory sale backed up with a strong 
advertising program. Markdowns taken for the sale will repre- 
ent a better value for your stock 
ome taxes 


save you property and in- 


Holding a pre-inventory sale requires plenty of advance 
planning to make it successful. Here are some ideas progres- 
sive office appliance dealers have used in promoting pre-in- 
ventory sales in their business 


Select a Good Time 


December 31 is the traditional time for a physical inventory. 
Yet, to hold a pre-inventory promotion between Christmas and 
the end of the year is apt to crowd the promotion into too 
sort a time 

some office equipment dealers have found it better to hold 
the physical inventory on January 31. This provides more time 
to get ready for inventory when volume is normally low. Then, 
too, the pre-inventory sale helps boost volume in an otherwise 
low sales volume month. 

Of course, some customers do not understand an inventory 
t any other time than the end of the year. This can be over- 
come by calling the event an omitting the 
designation of the sale and holding it in 
January 


“inventory sale 
before” o1 aftet 


1) 
the middle of 


Use Laundry List Technique 


One way to get the inventory flavor into your advertising 
is to list iter laundry 
or two lines of copy and the price will usual 


ly provide nough 


after-item down the page in a 
list fashion. Or 


information to arouse the interest of the 


ustomers 

[To insure top success for your inventory advertising, you 
vill want to have some logical method of arrangement. These 
major divisions can serve as headlines for sections of your laun 
iry list style of advertising 


List Quantities Available 


One purpose of inventory 1s to discover the quantities avail 
able. When you 
advertisement, you get this idea over to your customers. 

YX ith limit 


ency to | 


list the quantities on hand in your inventory 


quantities available, you develop a sense of 
before the stock is gone. You can put extra 
emphasis on tl limited amount available by these expres 
“only 4 on hand” 
available” 
One point t itch is on stock that has not sold. For instance 


“just 
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Justrite Envelopes Introduce 
NEW Bank By Mail Line 


ere’s the streamline banking envelope that can 
H increase your sales and profits. It's the entirely 
new and modern bank hy mail envelope by Justrite. 


This functional envelope combines the deposit slip, 
deposit receipt, and self addressed return mailing 
envelope in one complete unit . . . designed for effi- 
cient, convenient, and easy depositing. 


Check these outstanding features— 


1. Four popular banking sizes. These new 
bank by mail envelopes are offered in sizes 6, 7, 9, 
10 .. . one perfect for your customer's needs. 


2. Attractive printing designs. Your customers 
have the choice of four distinctive designs for the 
face of the envelope (one shown above) and eight 
stylish flap designs, each promoting a popular 
banking service. 


3. Wide assortment of paper stocks and 
colors. Bank by mail envelopes are furnished in 
white, gray, and buff krafts; green, bankers green 
tint, cherry, blue, goldenrod, and canary colors. 


Get your full share of this profitable envelope busi- 
ness from banks and savings and loan associations. 
Write either Justrite factory for your sales stimulat- 
ing bank by mail presentation kit. 


Two Modern JUSTRITSE Factories 
NORTHERN STATES ENVELOPE CO. 
300 East Fourth Street * Saint Paul 1, Minnesota 
20 East Jackson Boulevard * Chicago, Illinois 


JUSTRITE ENVELOPE MFG.CO., INC. 
523 Stewart Avenue, S.W. © Atlanta, Georgia 
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Barkley 


FOREMOST 
in FILING 


For-the-most in filing supplies, 
investigate the wide selection 

of Barkley file guides, file folders, 
and filing supplies. You'll find 
that only Barkley has the file 
guide or folder to suit every 
filing need in any business. 

File guides in all standard sizes 
and materials; over 200 
different file folders; plus report 
folders, index cards, labels and 


many more filing supplies 


Write for our new circular 


on supplies for OPEN SHELF 


Serving 
Stationers 
Since 1921 


. L. BARKLEY & CO. 


1220 West Van Buren Street . Chicago 7, Illinois 





listing “only 12 on hand” will imply that a dozen was received 


and none sold. A slight change in the listed quantities will 
imply there are only a few left and may be better for your in 
ventory advertisin 


Try a Touch of Humor 


Some very successful inventory advertisements use the hu 


morous approach. For instance, copy in the ad might say 

“We made a bad mistake when we bought these.” 

“Been trying to unload this on scmeone for a year.” 

“Not much good—but maybe you are foolish enough to buy.” 

“Don’t say we didn’t warn you on this.” 

[This type of approach lends a certain interest to the inven- 
tory ad. It will get people talking about your sale. However 
you want to be sure the humor is in good taste and not a re 
flection on your regular stock. 

Think twice before you use humor! 


Give Reasons Why 


Any sales promotion event needs to have a logical reason 
r 


why it is being held. An inventory sale is a natural to give cus 
tomers a reason why they should buy why they will save 
money. But, you can increase this feeling on the part of your 
customers with some copy stressing reasons for the savings 
For instance, you can stress the odds and ends, reducing the 
rtain lines, or liqui 


stock for easier counting, eliminating « 


dating older styles or models. 


Announce Inventory Time 


Your inventory advertisement can serve another useful put 


pose. It can feature the date and hour your physical inventory 
begins. This adds a note of urgency to buy now before the 
sale closes 

Then, too, you can inform your customers when your firm 
will be closed. This will avoid customer dissatisfaction and 
eliminate time consuming and error producing explanations 
during your inventory 

e 

After Inventory Advertising 


Almost any physical inventory will uncover some misplaced 
stock. Or, in your analysis of the stock count you will dis- 
cover some overstock that is keeping your stock investment in 
dead storage. 

Your customers will realize that an inventory brings these 
things to light. Thus, you have a_ well-accepted reason 
for an after-inventory sale. And, when you list quantities avail- 
able it sounds more realistic because you recently finished 
counting you! stock 

An after inventory sale gives you a double-barrel blast in 
sales promotion. First, you hold a pre-inventory sale to liqui- 
date stock for easier counting. Second, your after inventory 
sale is based on the results of your stock count and evaluation 


of prices 


Louis Santangelo Honored for 25 Years 
As Agent for Ames Supply Co. 
DENVER 

A 25th anniversary party was held recently at the American 
Legion Home, in Denver, in honor of Louis Santangelo, Sr’s 
25th year as an Ames Denver Agent. One hundred and sixteen 
guests, including dealers and their wives, attended, many com- 
ing a good distance to pay tribute to Mr. Santangelo, who 
operates J. S$ Stahl and Co 

Louis Santangelo Jr. acted as chairman for the evening. He 
introduced Hazen R. Ames, President of the Ames Supply Co. 
Mr. Ames stated that the relationship between the Ames Supply 
Co. and Mr. Santangelo had been a pleasant one during the 
entire 25 years 

Mr. Ames presented Mr. Santangelo with a gold wrist watch 
bearing the inscription, “In Appreciation of Twenty-Five Years 
as a Loyal Ames Agent.” 

Roy Davis, an old timer in the typewriter industry, who has 


been retired for some time, was one of the principal speakers 


OA-12/58 

















‘“‘No wonder he works 
late —I’d hate to leave 


that chair too!”’ 


P. S. to dealers: 
Sell comfort 
with Gunlocke. 


=a 


GUNLOCKE CHAIR COMPANY, WAYLAND, NEW YORK 

















that doesn’t vibrate 


It has welded tubular steel joints that dissipate 
stress, that can’t be shaken loose, that just won’t 
permit vibration. It’s a Hercules®. When you put 
a Hercules stand under one of your customer’s 
valuable business machines you are doing him a 
favor and the operator too. Shown here is Model 
86 TD, just one of a complete line of Meilink-built 
Hercules stands for all types of machines. Do you 
have our catalog? You should have. 





This is the ¢ 


that 


typewriter stand 
won't tip 


It’s a Hercules too. Its Arched-Strut tubular steel 
construction not only prevents tipping but offers 
sure support for heavy electric typewriters. And it 
provides plenty of leg room for the operator. With 
or without Magic-Lok wings for left, right or both 
sides. Gray, green, brown, desert tan, lime green 
or black baked enamel wrinkle finish. 


MEILINK STEEL SAFE COMPANY - TOLEDO 6, O. 


EILIN 


Producers of the most complete line of 
insulated products: A, B and © Iabel 
safes, insulated files, money chests, vault 
doors, home VAULTS ®—as well as busi- 
ness machine and typewriter stands. 





Deaths 





William H. Adams, 


86, chairman of the board of Virginia Stationery Co., Rich- 
mond, Va., died September 24 

Known as “Uncle Billy,” Mr. Adams was a former city 
councilman, acting mayor and member of the House of Dele 
gates for 24 years 

A native of Richmond, Mr. Adams was educated in the 
public schools there. At the age of 15 he began to serve his 
apprenticeship in the bookbinding trade and in 1902 went into 
business for himself 

He formed the Virginia Stationery Co. in 1909. His career 
in politics began in 1893 when he was elected to the city demo 
cratic committee. He served his city and state in various offices 
elected to the House of Delegates in 1929 and was re-elected 
each term until in 1952 he noted, ‘The time has come to spend 
more time on my business.” Then 80 years of age, he was the 
oldest member of the House in age and in service 

Mr. Adams is survived by his widow, Mrs. Ivy Longworth 
Adams; a daughter, Mrs. Florence Jones of Richmond, and two 
grandchildren 


William E. Gardien, 


secretary-treasurer of the Typewriter & Adding Machine Ex- 
change, Inc., Milwaukee, died October 9 in his home at 5401 
W. Washington Blvd. two months after undergoing stomach 
Surgery 

An army sergeant during World War I, Mr. Gardien was a 
charter member and past commander of the Uptown American 
Legion Post, the Legion’s Last Man Club, the 40 et 8 Club 
and the post’s memorial building house committee. He was 
a member of the National Office Machine Dealers Association 

Surviving are a sister, Mrs. Agnes Schuler, and a brother, 
George T., both of Milwaukee. 


Helen Schuster, 


wife of Milton Schuster, died September 15 at her new home in 
Delaware, Ohio. She had many friends among the stationers 
particularly in states bordering the Great Lakes, having at 
tended many regional meetings of NSOEA, also national con- 
ventions in Chicago and elsewhere 

Besides her husband she is survived by one son, Milton, Jr., 
a daughter, Jeannene Trimble, and five grandchildren. Mr 
Schuster is a long-time representative of Smead Manufacturing 
Co. He travels Michigan, Ohio, Erie, Pa., and east to Rochester, 
N.Y. 


Ralph C. Scott, 


57, a department head at Rochester Stationery Co. Inc., 
Rochester, N.Y., died October 21. Mr. Scott managed the visi- 
ble systems department for the firm. He joined Rochester Sta- 
tionery in 1939 and was considered an expert in office systems 
and factory management. He introduced card record sections 
and inventory controls to leading Rochester industries 


Adorbous J. Ford, 


69, branch manager for the National Cash Register Co. in 
Watertown, N.Y., for the last 16 years, died October 19 in a 
Syracuse hospital. He was associated with National Cash Regis- 


ter for 45 years 


Gruber, Rayle Form Toledo Firm 
TOLEDO, OHIO 
Ruel Gruber and William Rayle, formerly with Remington 
Rand, have formed their own typewriter and adding machine 
sales and service firm, Glass City Typewriter Co., located at 


1144 Vermont Ave 
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THE VENTURE GROUP / 4 CHAIRS 


Here is the design elegance you expect 
from America’s foremost 


wood office furniture manufacturers. 


Four contemporary groupings which 
incorporate the most-wanted “‘reasons 
for buying”’ features: beauty, 


comfort and durability. 


Imperial Chairs lend distinction to 
any office setting ... complement the 
style and good taste of 


your showrooms. 


Stock and display Imperial Chairs 





now for prestige and for profit! : . 
THE CLIMAX GROUP / 4 CHAIRS THE EXECUTOR GROUP / 5 CHAIRS 


_ 
Banngpeznciaall cesk company 
evansville 7, indiana 
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New! 
Relaxing \" 





a 


— 


Massage 





in the 


President's 





(hair 


Quality 
rotary motor 
creates gentle © 
massage. ' 










Finger-tip 
control turns 
on and selects 

degree of 

massage. 





Harter Model 65 
y /  €Executive Posture Chair. 


J we 


EXCITING! PROFITABLE! 


Harter dealers—true Swedish massage in a top executive chair. 










Here’s another first for 


If tensions . . . decisions . . . deadlines have your prospect all 
tied up in knots . . . have him lean back in a Harter 65, select the 
massage action he prefers and re/ax. Cool, extra-deep, molded 
foam rubber cushions in seat, back and arms transmit the correct 
cycloid massage gently. The bigger his job, the more your pros- 
pect will appreciate this chair. 

With the massage turned on or off, you have the finest of ex- 
ecutive posture chairs. The Tempo base and Spin-Easy adjust- 
ment are added new features. 

Your Harter man will tell you about the promotion package 
on this chair. It means extra and profitable sales for you. 





~ © 
@ 
4 1 ge 


Lithe, Trim 
Tempo Base 


—_— 





Spin-Easy Chair 
Height Control 


Extra-deep, Molded 
Foam Rubber Cushions 














POSTURE 
CHAIRS 


tf [al ARTE RR 











HARTER CORPORATION, 1225 PRAIRIE, STURGIS, MICH. 
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Hedberg Store ‘Engineered’ 
For Attractive Display 


MOLINE, ILI 
A “Grand Reopening Celebration” recently climaxed the re« 
Hedberg Office Supply Co., 1414 Fifth Ave., a 
erated by Robert 


modeling of 
Stationery and office equipment concern of 
Hedberg, governor of Region 6 NSOEA 

The store was originally surveyed by James R. Rice, store 
planning engineer for Associated Stationers Supply Co., Inc 
whose supervision plans were drawn and the 
Visual Selling 


Chicago, unde! 
location completely refixtured with Associated 
store hxtures 

Associated Stationers Supply services rendered included 
Personal visit by store engineet 
Study of location, customers’ traffic flow (inside and out), 
stairs, doors and 


building construction, location of windows 
pillars, and the submission of a floor plan drawing of the ideal 








Before and After views of the remodeled Hedberg Office Supply 
Co. interior. Notice cluttered appearance before (top view) and 


the easy access and improved display after remodeling 


layout for counter merchandising, wall fixtures, displays, wrap- 
i 


pings counters, cash registers, permanent and removable parti- 


tions, and other important factors concerned with the increase 
of sales and profits. 

Mr. Hedberg reports that he is happy with the new fixtures, 
the increase of sales to date and the many extra services given 
without cost by Associated Stationers Supply Co., In« 

Before the remodeling Mr. Hedberg had what he called the 
top of the hill’ furniture showroom in addition to Fifth 
Ave. location. In accepting Associated Stationers Supply recom- 
mendations he was shown how he could combine both furni- 
ture and supplies, thus saving the overhead and rental upkeep 
of the furniture location 

Grand Reopening Celebration” 
gifts and door prize drawing. 


was promoted with invita 


tions, free 
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Now for the first time ever a 
portable electric collator at a 
price within the reach of all your 
customers... actually half the 
price of anything on the market. 

Here is truly a unique oppor- 
tunity for you to cash-in on the 
vast untapped collating market 
with a product that’s functionally 
perfect, fully electric, portable, 
and extremely simple to operate. 
A flip of the switch and the tire- 
some time-consuming task of 
gathering pages into sets becomes 
an efficient, effortless job. This 
new Thomas has the capacity to 
handle 8%” x 11” sheets of most 
tissue, onionskin, one-time car- 


Yes, I'm interested 


[-] Send me more information 


[_] Send me a demonstrator and invoice me for $95.50 


NAME _ 


Provides an entirely new profit opportunity 
for you in office equipment sales . . . 


bon, bond, mimeo and even 
%” cardboard. 

This product is made by 
Thomas Collators Inc. the lead- 
ing manufacturer in the field 
and backed by national advertis- 
ing and publicity in over 100 
magazines. 

Retails for $149.50. Your price 
$95.50. Result, a nice profit of 
$54.00 on every sale. (Even better, 
if you order in lots of three—your 
price $90.00 each). Act now and 
be the first in your area to handle 
this new exciting money maker. 


THOMAS COLLATORS INC. 





COMPANY 





ADDRESS 





ts New! a portable electric collator 


for only 








of QUALITY and ECONOMY... 


years 





cad to sel 


Four Drawer, Two 
Drawer and One 
Drawer Files with 
Nylon Rollers and 
Compressor Blocks. 


FILING EQUIPMENT 





Seven Styles 
and Sizes in 
Durable Grey, 
Mist Green and 
Desert Sage. 
Beautiful 
‘‘DURA-STYLED” 
Plastic Molding 
in matching 
colors. 





STEEL DESKS 


Beautiful Kiln 
dried wooden 
top. All steel 
frame 
construction 
with Tool and 
Center drawers. 
Electrical outlet 
for accessories. 
3714"x60"x 37” 


DRAFTING TABLES 


Write for our attractive color 
Catalog Illustrating the com- 
plete line of Tables...Desks... 
Filing Equipment...Sectional 
Desks...Bookcases and Sec- 
tional Bookcase... Telephone 
and Utility Equipment and Engi- 
neering Blue Print cabinets. 





PROMPT SHIPMENTS FROM OUR WAREHOUSE STOCK 


DURABLE DESKS ARE CAREFULLY PACKED IN 
STURDILY CONSTRUCTED WOODEN CRATES 


DURABLE FILES ARE PACKED IN INDIVIDUAL CARTONS 


DURABLE: 


DEPT. 0-12 


38-. 2 REVIEW AVE. LONG ISLAND CITY. NEW YORK 
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It to last 





Dates to Remember 


1959 CONVENTIONS 





March 2-4—WSA School and Art Supplies, Stationery & Sun- 
dries Exhibits for Wholesalers, Hotel New Yorker, New York 
City 

March 20-23—Eastern Office Furniture Show, New York Trade 
Show Building, New York City. 

May 1-3—National Office Furniture Association exhibit and 
convention. Fontainebleau, Miami Beach, Fla 


Annual meeting and exhibit of Stationery & Office 
Sheraton Mount Royal and 
Canada 

Association, 


May 22-28 
Equipment Guild of Canada, Inc., 
[The Show Mart, Montreal, Province of Quebec, 
June 21-24—National Office Machine Dealers 
Netherlands-Hilton, Cincinnati, Ohio 

Sept. 26-30-——National Stationery & Office Equipment Associa 
tion convention and exhibit, Conrad Hilton, Chicago 


NSOEA DISTRICT MEETINGS 


Dates Location District 

April 17-18 French Lick Sheraton Hotel 5 
French Lick, Ind. 

April 20-21 Statler-Hilton, Dallas, Tex 9 

April 27-28 Muehlebach Hotel 8 
Kansas City, Mo. 

May 8-9 Americana Hotel, Miami Beach, Fla j 

May 15-16 Western Skies Motel 10 
Albuquerque, New Mexico 

May 18-19 Desert Inn, Las Vegas, Nev 14 

May 22-23 Olympic Hotel 11 
Seattle, Wash. 

May 25-26 Yosemite National Park, Calif 12 

June 5-6 Hotel Duluth, Duluth, Minn 7 

June 8-9 Nippersink Manor 6 

Genoa City, Wis. 

June 12-13 Otesaga Hotel ? 

Cooperstown, N. Y 

June 15-16 Grossingers Country Club 13 
Ferndale, N. Y. 

June 22-23 Galen Hall, Stroudsburg, Pa. 3 

June 26-27 W entworth-By-The-Sea l 


Portsmouth, N. H 


Invincible Furniture Equips Offices . . . 





Empire Office Furniture Co. of New York City used Invincible 
Metal Furniture Co. desks in equipping the New York offices 
of the Channing Corp. Pictured is only a small portion of the 
many offices furnished by the dealer, who used the same basic 
from top executive offices to all clerical stationers on 


units 
the three floors now occupied by the Channing Corp. Chan- 
ning is essentially a diversified management corporation witk 
other offices located strategically throughout the United States 
and Canada. Standardization and flexibility of the office fur- 
niture were held to be important in this type of 
Alexander Georges Photo) 


operation 


OA-12/58 








Se pmmen rer 


New PROFIT Opportunity... 
in the palm of your hand! 


SELL 


minifon ess.s 


World's smallest, lightest, 


automatic push-button 


RECORDER 


ict 





Gets the Facts 
PLAYS BACK 


Immediately 





ACTUAL SIZE 


only 1%s x 4*s x 6°s inches 


WEIGHT 1°. Ibs 
Battery operated or AC 





for ‘brain storming” sessions. For training meetings, for client interviews... 





PROFIT WITH MINIFON P55-S 

There are small recorders—a number of them but none has 
had the national and international publicity that has come to 
MINIFON. And there’s a reason! It is the greatest on-the-spot 
recorder of facts, interviews, meetings, lectures, etc. . . . because 
it is inconspicuously tiny, uses inexpensive batteries or AC, 
yet plays back with complete accuracy—Immediately. 


MINIFON IS AN UNTAPPED MARKET 


items. You sell at a Fully Protected List Price and make a 
Fully Protected Profit! 


There are a limited number of dealer franchises availble. 
They are Big Profit Making Franchises with rigid protection 
and they can be exclusive. 


Once you make an original MINIFON sale—you have just 
begun to sell and Profit from accessory Sales and Expend- 


able items. 


MAIL THIS COUPON TODAY! 


More than 90% of all items you now sell are high saturation 


MERS. REPS. WRITE FOR TERRITORY INFORMATION! 


A FEW OF THE MANY WAYS 
YOUR CUSTOMERS CAN USE 
MINIFON 


Exclusive U.S.A. Importers 
GEISS-AMERICA, CHICAGO 45, ILL., Dept. O.A. 12 





| 
I 
® Gathering facts from field sur- | i 2 
veys ® Consumer research @ i Yes! | am interested in selling the pocket-size MINIFON 
Executive use in travel © Recording P55-S recorder. Please send me a Franchise application. 
proceedings of sales training ses- | 
sions ®@ Doctor-patient interviews | 
recorded for medical records ® 
—— conferences ® Secretarial | 
l 
| 
I 
! 





! 
! 
I 
l 
! 
Name__  caaitisiiaiacaaiel Seer 
I 
! 
! 
I 
I 





use ® Traveling sales reports © an ee 

"1 pwvinns — dealers ® Speech 
rehearsals for lecturers. anintid 
“ee ond Gantrets vs other prac- PE etme ig 
tical invaluable uses for MINIFON, 
that save time, money and improve City a State mae | ne E> ee 
efficiency. L Perens, Set Sy 

OA-12/58 123 











124 


For courtrooms 
and fine offices 
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Echoes from the NSOEA 


National Convention: 


Globe-Wernicke Breakfasts Dealers .. . 





Pictured is the scene as The Globe-Wernicke Co. held its an- 

nual dealer breakfast during the NSOEA convention. Presenta- 

tion of new plans heightened interest in Globe-Wernicke and 
product 


. 
Arrow Rubber Corp. Announces Prizes 


Following t recent NSOEA convention Arrow Rubber 
Corp., announced that the following had won prizes in draw- 
ing made by Miss Catherine Zaug of the Chicago Convention 
B 1u 

Polaroid c: a, E. W. Spangenberg, Milwaukee; ladies 
bag, Irving Wasserman, Home Office Supply Co., Detroit; 
Stetson hat, C. M. Rodenkirch, Fond Du Lac Office Stationery 
( Fond Du Isc, Wis.; perfume, David Felsen, J. Solomon, 
In New London, Conn.; transistor radio, Ben Wirtshafter, 
Cl land 

* 


Felt-Point Pen Division in Sales Meeting... 





The Marsh C 


Felt-Point Pen Division, had its annual 
ales meeting breakfast with those pictured present: FIRST 
ROW—George Tapner, St. Louis, Allen Pickett, Washington, 
D. C.; Lyn Logan, Cleveland; Dick Vaughan, Seattle; Greg 
Gene Marsh, secretary, factory; SECOND 
ROW—Dave Bland, sales manager; Don Carter, Indianapolis; 


Gregory, Denver 


Pros Boudart, Staten Island; Dick Rasch, Chicago; Frank Wil- 

n, Memphi Frank Hirschbeck, Houston; Milt Havlick, 
Houston; THIRD ROW— Carl Draper, Los Angeles; Lloyd 
Streiff, assistant sales manager; Ernst Stevens, Canada; Oz 
Tancock, Canada; Paul Calabrese, chemist; Milt Stone and 
Sam Newman, New York City 

. 

Mrs. Jerue Winner of Fall Ensemble 


t before the close of the 1958 NSOEA exhibit, the draw 
f th ky number for the Miss or Mrs. Rediform—'58 
NSOEA Convention was made. Miss Peggy Cockrell, conven 
t xhibit chairman, did the drawing at Stock Forms Co 
ky nd winner of new fall ensemble of hat, dress 
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Don’t do it the hard way 
- do it the PRONTO way! 


LOCATE YOUR RECORDS EASILY—No more fussing 
and fuming. With Pronto files your records are 
as active as your regular files. 


BEAUTIFUL APPEARANCE—Finish in attractive 
olive green to match your regular office files. 


STURDY CONSTRUCTION—Built of 275 Ib. tested 
corrugated fibre board... reinforced with steel 
on the shell and the four corners of the drawers 
as well. 


% SAVE FLOOR SPACE—Prontos are constructed to 
7 __ interlock into solid units and stack as high as 
& the ceiling. 


PRONTO 


STORAGE FILES 


ak re 


Legal Size $4.55 


As 












Letter Size $3.70 


Prices slightly higher 
in Texas, Colorado, 
West of the Rockies and 
outside the U.S.A. 


PRONTO FILE CORPORATION 
415 MADISON AVENUE, NEW YORK 17, N. Y. 


Chéck Size $2.50 
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SMART ACCENTS FOR ANY INTERIOR THE WIDEST SELECTION EVER OFFERED 


. 


DESIGNED EY GEORGE NELSON-—CUSTOM CLOCKS FOR TIME SYSTEMS AVAILABLE 


ae 


HOWARD MILLER CLOCK CO., ZEELAND, MICH. 


NATIONALLY DISTRIBUTED BY RICHARDS-MORGENTHAU, 225 FIFTH AVENUE, N.Y.C 


WRITE DEPT. CP FOR PARTICULARS EUROPEAN DISTRIB. FEHLBAUM, ZURICH 








from Marshall Field & Co Mrs. 
Sterley F. Jerue, wife of the president of McClain, Hedman & 
Schuldt Co., Minneapolis. 

Mrs. Jerue was further honored by the presentation of the 


shoes, gloves and bag was 





Miss Rediform and Mrs. Sterley F. Jerue, winner of new fall 
ensemble, are pictured together with Sterley F. Jerue, Presi- 


dent of McClain, Hedman & Schuldt Co., Minneapolis. 


Miss Rediform sash from Miss Ilze Taurins, who acted as the 
Miss Rediform hostess 
* 


Wells Chairs Co. Presents Cash Awards... 





booth were re- 
warded with $50 checks, their cards being drawn from all 
of the registrants on each of three days. Charles Kohlbush of 
R. A. Jones & Co., Roselle, N.J., accepts his check, as Sun- 
day winner, from Joseph W. Pritchard (right), sales manager. 
Other winners were C. B. McMillan, C. B. McMillan Co., 
Oklahoma City, Okla., and J. E. Hebert, Randolph Desk Co., 


Three registrants at the Wells Chairs Co. 


Inc., 


Cleveland, Ohio. Says Mr. Pritchard, ‘‘To us here at Wells 
this was the most terrific convention we have ever partici- 
pated in and we are one of the oldest exhibiting members of 


NSOEA 


Lamps Are Awarded at Smokador Booth 


Elon G. Pratt, manager of customer division of 
Smokador Mfg. Co., Inc., reports that the lamps 
presented as door prizes at the Smokador booth during the 
NSOEA convention were: 

W. C. Kelly, Eriksen’s, Inc., Toledo, Ohio 

Rensel Chase, Sioux Falls Book & Stationery Co., 
S. D. 

Mrs. Saul Susser, Fred Hoffman & Co., Albany, N.Y 

Smokador’s IN-1 desk model lamps were shipped to the three 


service 


winners of 


Sioux Falls, 


winners 


Sentry Safe Presented Dayton Dealer 


John D. Brush & Co., Inc., announces that A. L. Seitz, Seitz 
& George Office Equipment Co., Dayton, Ohio, was the winner 
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THAT CUSTOM LOOK 


Quality, luxury, value combine 
to make Modernize America’s 
truly best buy in upholstered 
furniture for hotel, office and 


For your next installations, 
specify Modernize, where you 
get custom design at volume 
production costs. 


In this Modernize catalog ts 






a most complete selection of 






upholstered furniture of qual- 






ity and beauty. Colorful, 





complete and most helpful, 









the Modernize catalog should 






be ready at your hand for 






easy convenient use. W rite 






eerie nttil 


for new catalog. 







Showrooms 







CHICAGO 
General Office and Showroom 
Space 1445 
American Furniture Mart 
666 Lake Shore Drive 
Chicago 11, Ilinois 
























DALLAS 
Space 267 
Southwest Homefurnishings Mart 
2000 Stemmons Expressway 
Dallas, Texas 


ATLANTA 
Space 425 
Atlanta Merchandise Mart 
153 Peachtree, N.E. 
Atlanta, Georgia 


Factories: Pontotoc, Mississippi 
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‘CLEAN CHANGE” 


TYPEWRITER RIBBON 





COPI- MATE’ now offers 


a complete 
* merchandising package. 
3 POINT PROGRAM 
for BIGGER and FASTER TYPE- 
WRITER RIBBON PROFITS and reduces 


high inventories. 


COPI-MATE Double Pack .. . 


The only rib- 


e bons available with a DOUBLE SPOOL PAT- 


ENTED ‘‘CLEAN CHANGE” 


package in a se- 


ries of 12 packs. One of the 12 packs will 
fit any standard, manual, electric and all 
portable typewriters, imported and domestic. 


COUNTER DISPLAY — 
e CHART and FREE SALES 


RIBBON SELECTOR 
LITERATURE 


A sure fire counter display (illustrated) con- 
taining complete ribbon inventory and sales 


aids. Display near cash 
impulse sales. 


register for quick 


COMPLETE LINE... Leedal!l has a complete 
e line of COPI-MATE PATENTED “CLEAN 
CHANGE" typewriter ribbons, COPI-MATE 
non-curl carbon papers and duplicating sup- 
plies. Carry the COPI-MATE PATENTED 
“CLEAN CHANGE" line and you won't 


miss a sale. 


Dealers: Write for complete catalog and 


price lists. 


LEEDALL products mfg. co., ine. 


MILLTOWN, 


%* COPYRIGHT 1957 BY LEEDALL PROC 
INKED RIBBONS - CARBON PAPERS - 
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NEW JERSEY 


MFG 


DUPLICATING SUPPIES 




















i Model S-3 Sentry safe at the NSOEA convention. This safe 


goes to Mr. Seitz with his choice of color 


be 
Before NSOEA Rush at Clarin... 





Typical of pre-convention get-togethers, this scene shows 
Clarin Mfg. Co. executives making last-minute preparations 
before the NSOEA exhibit opened. President A. J. Jacobson, 
flanked by General Manager Jack Hoffman and Sales Man- 
ager Carl Hammond, hold a briefing session. Clarin’s hos- 
pitality program gave visitors opportunity to win ‘Reserve 
Seats’’ to dinner and entertainment at the famed Boulevard 
Room 
« 


Makes Drawing for Victor Adding Award .. . 





Lee Krause presents winning card for a new Victor Add-N- 

Mark machine, presented by the Victor Adding Machine Co. 

at the NSOEA convention, to W. A. Remington, director of 

Champion machine sales; Observing at right is F. G. Hulburd, 

director of advertising and sales promotion. T. |. McLane, 

owner of McLane Printing Co., Clinton, lowa, was the winner. 
8 


Burroughs Guys and Dolls Go on the Town... 





Mic! 
For one happy group attending the recent NSOEA convention 
it was all pleasure and no work. A three-month Guys and Dolls 
Contest sponsored by Burroughs Corp. for its sales representa- 
tives resulted in all expense trips to Chicago for the winners. 
Plane tickets were presented to the Dolls whose husbands sold 
the greatest volume of supplies and machines during the 
three-month period. A week’s baby sitter fees were also 
awarded. The winners, (left to right) are: Mr. & Mrs. Trygve 
Hagbarth, Toronto, Canada; Mr. Al Dirnberger, Detroit, 
Michigan (the only unmarried winner); Mr. & Mrs. George 
Sorensen, Tampa, Fla.; Mr. & Mrs. John Plant, Glendale, 
Calif.; and Mr. & Mrs. Ken Harring, Clayton, N. J 
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FOR AN OFFICE WITH A BRIGHT FUTURE 


Jasper Desk Co.'s 10 Series features beautiful hand 
rubbed walnut, combined with a choice of color accents 
in top and modesty panels. The line is available in single 
and double pedesta/ units with a companion credenza 
featuring the same file and drawer space as the desk 
proper. Literature and information available on request. 





THE JASPER DESK COMPANY, JASPER, INDIANA 

















nest filing cabinets 


feature... 


QUALITY HARDWARE 


























61-574 
THUMB LATCH 








61-379 
LABEL 
HOLDER 














61-9776 
ROD KNOB 





68-4847 
LOCK 


National Lock Hardware is skillfully styled to 
accent the distinctive lines of your filing cabinets. 
Decorative Pull, shown above in contemporary 
design, i is made of Zinc Die Cast Alloy. Available 
in Dull Chrome, Baked Aluminum Enamel, Dull 
Brass, and Dull Bronze. Lock features brass pin 
tumbler construction for dependable service. 
Write us for samples and details on our complete 
line of hardware for filing cabinets and desks. 
Wood and metal applications. 


QUALITY HARDWARE . . . a// from 7 source 


Drawer Pulls * Locks * Casters * Hinges 
Label Holders * Latches * Screws * Bolts 


If you are an original equipment manufacturer or 
jobber, wrife us. If you are a dealer, see your jobber. 


Pi we le), 7. See Sele) Gmeiel i a7 Y. bg 


Rockford, Illinois Industrial Hardware Division 
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Patents 





(Copies of patents can be obtained from the Commis- 
sioner of Patents, Washington, D. C., for 25 cents each. 
Stamps and personal checks are nof accepted.) 


Granted September 30, 1958 


2,853,972 Writing Inst rument and Ink Therefor. Eug Cofield 

a assignor cripto 

2,854 065 Lock for Sachets Chair Base. Martin Fox, Chicago, | assignor t 
The Seng Co 

2,854,118 Rhys mone for Tape Readers. Henry Tholstrup, Rochester, N 
Y ssignor al Controls Corp., Rochester, N. Y 

2 854 119 “Separable Unit Type Action and Case Shift Mechanism for Noiseless 
Typewriters. Fredrick W. Schremp, Stamford, Cor assignor, by mesne assigr 
nent to Sperry Rand Wilmington, Del 

2,854,120 Shift Mechanion. Hans Reichle Mahog Fa N. Y 
International Business Machines Corp., New York, N. Y 

2,854,121 Quick Ribbon Insert Device. Richard J. Young, Poughkee N. Y 

gnor to Internatior Business Machines Corp., New York, N. Y 

2,854,122. Carriage Aree Artur Frobel, Oberndorf (Neckar), G y gr 
to Olympia Werke A. G., Wilhelmshaven, Germany 

2,654 123. Power Operated Tabulating Mechanism. Ronald D. Dodge, Poughkeep 

y 
2,854 124 ha gy titer Carriage Decelerator. Ronald D. Dodge and John H. Nor 
Poughkeeps N. Y ssignors to International B é Machines Cort New 

York, N. Y 

2,854,190. Accounting Machine Apparatus for Retarding the Start of a Function 
Cycle until the covings Has Stopped Moving. Thure Bernhard Bogert, Malmo, Swe 
je to A *bolaget Addo, Malmo, Sweden 

2854 198. Magnetic Tape Drive Mechanism. Samus bkin, Bayside, and Leor 
Robert Mock, Glen Cove, N. Y., assignors to Underwood rp., New York, N. Y 

2,854,309. Desk Attachment Boris Levine, Washingtor ( 

2,854,523. Telephone Handset Support. Harriet H. Lew ama N. Y 


Granted October 7, 1958 


2,854,682. Lint Remover and Pressure Sensitive Adhesive Tape Dispenser. W 


iam Berezny, Hellertow Pa 
2,854,950. Writing Instrument. Clifford N. Johr Lou 
2,854,951. Copyholder Attachment for Typewriter. Oscar Gould ati 
Ot 
2,855,082. Stenographic Machine. Isadore Katz, West Haven, Cor 
2,855,083. Mechanism for Latching Shift Key Lever of Typewriters. Henry | 
Tholstrup, Rochester, N. Y., assignor, by mesne assig to the ted States 
of America a ented by the Secretary of the Navy 
2, B55 084 Seclaatear with Magneticaliy Retained Platen. Eugene A. Smithermar 
Shreveport, L 
2,855 138 “Bank Deposit Envelopes. John S. Hopkir enver, C 
Rockmont Envelope enver, Colo 
2855 263. Support for Slidable Desk Shelves. Howard E. Hutzelma rry, Pa 
agnor t Corry-Jamestowr Mfg Corp Corry Pa 
Granted October 14, 1958 
2,855,896 muenctable Writing Instrument. Hartley M. Sears, Pasader Calif 
gnor to Hartley Pen Co., Pasadena, Calif 
2,855,898 Caplan Reservoir Elements. John J yson, Janesville, W assign 


or to The Parker Pen ( Janesville, Wis. 

2,855,936. Card Dividing Elements in Card Filing Drawer. Martin August Hansen 
Aamodt, Oslo, Norway 

2,856,052. Impression Adjuster for Typewriters. Hans P. Luhn, Armonk, N. Y., 
assignor to International Business Machines Corp., New York, N. Y 

2,856,053. Duplicating Attachment for a Typewriter. Giovanni Campi, Milan, Italy 

2,856,115. Multiform Envelopes. John E. O’Brien, Bethesda, Md.; Margaret M 


O’Brien, executrix of the estate of said John E. O’Brien, deceased 

2,856,125. Bi-Directional Tabulating Mechanism. William J. Hildebrandt, Farm 
— on, Richard W. Yerks, Manchester, and Vincent A. Malatesta, East Hartford 
C signors to Underwood Corp., New York, N. Y 

2 856. 130 Printing Input and Output Device for a Computer. Raymond W. Wood 
ward, West Hartford, and Richard W. Yerks, Manchester, Conr assignors to Under 
wood Corp., New York, N. Y 

2,856,254. Rotary Filing Appliance. Harry Paulos, Canton, and Carl D. Graber 
Orrville, Ohio, assignors to Diebold, Inc., Canton, Ohio 

<a 462. Head Drum Assembly for Magnetic vege William H. Lyon, Orange 

assignor to The Sound-Scriber Corp., New Hav Conr 

2 856 463. Rotary Magnetic Transducer Means Having Yieldable Heads. William 
H. Lyon, Orange, Conn., assignor to The Sound-Scriber Corp., New Haven nt 

2,856,464. Tape Transport Apparatus. Robert George Groom, La Crescenta, Calif 
assignor, by mesne ynments, to Burroughs Corp., Detroit, Mich 


Granted October 21, 1958 


2,857,033. Type Bar Actuating Mechanism for Typewriters. Anton Demmel, Wil- 
helmshaven, Germany, assignor to Olympia Werke AG., Wilhelmshaven, Germany. 

2,857,096. Zero Foils for Calculating Machine. John Moody, Oakland, Calif., 
assignor to Friden, In 

2,857 0%. Register Clear Symbol Printing Mechanism for Calculating Machine. 
Har Chal A eandro, Calif., assignor to Frider 
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includes new 
optional back! 








5611-UB 





Sleek new Modan series 


up-grades any office! 


= ; ' Upholstered 
Only rarely does a single group of business chairs or cane back, 
create as much immediate interest among dealers interchangeable 
and customers as our new Modan series. In the short 
time since its introduction, the Modan has become 
F the fastest selling lines in the office furnit bags 
ne o stest @ . . e furniture F 
( ue elling lines in the office furniture upholstery 
industry. It is truly original in its treatment of the 
1odern Danish design . . . sells equally well as 
original equipment or as replacements for out- All curved parts steam 
oded pieces bent from solid wood 


Available with new colorfast, washable TRILOK 
fabric or Gros Point in combination with either top 
grain leather or Naugahyde. 


5600 SERIES 7 


Prices, other details on request. 
os» \V BOLING CHAIR COMPANY 


YEAR 
siler city, north carolina 








‘2 
Ma and ls Erhard 6 armon 
VENETIAN 
Ax and Mert. Tt Kenneth « v7 Winter 
FLORENTINE 
ORr and Su SL :, mm (ays Bonn rg 
FLEMISH é 
S) > 
{ N. ond > Mes. Ddword Loughton 
' RIVIERA 
i Mr and Mrs Arthur R Broderick 
FLORIDIAN 
Mr and Mes. Geor "6° R Weryford 
ROMAN 
a, ar F Cae 
Mr ond Mrs Samu ey Ford 
BASQUE 
Me. and Mrs. Thomas Barry Nichals 
' LONDON TEXT ee 
' : 
' 
' 
ly the Flower Wedding Line... 
R Regency Heliograving > 
y egency stimulates sales for you with ali tt 
@ joined letters in exclusive new scripts! i new effects with superim; 
@ sharper, more legible letters! superior craftsmanship at ar 
| ies 
2 § =] r . Y 
‘ fens Flower Wedding Line Catalog features a complete 
f selection of ali the most asked-for styles! Postpaid shipment within two days of order 


address your request on your business letterhead to: 


Mm REGENCY THERMOGRAPHERS®:.:::’%% 


also commercial announcements and business cards 
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Head over heels 
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and with plenty of “elbow room”. 
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BENTSON MFG. CO. AURORA, ILL. 


4th District Notes 


R. E. HILBURN, correspondent 
P.O. Box 2935, Greensboro, N.C. 





Mentioned last month that Carl Totherow was opening a 
new store in Winston Salem but didn’t have the exact address 
Well suh—the formal opening was held on October 24 and 25 
address is 514 N. Cherry St., and when I say that it was a 
huge success it would certainly be the understatement of the 
month 

The weather was beautiful and the new store even more so 
Background and complete details will be coming along for 
months to come, but take it from me boys, you have really 


got a surprise coming when you first view the new job 
Carl and his “crew” have done a marvelous job and the re- 
wards will not be far behind—business is bound to take a 
whale of a jump. The two-day festivities ended with the draw- 
ing for 75 fine prizes*and a mad rush for about two days 
sack time’ for all hands. A lot of the ole midnight oil has 
been burned resulting in a completely “bushed” crew. Con- 
gratulations Carl and we will most assuredly be looking for 
you to give somebody a hot race for the best store promotion 
prize this year 
& 


Spencers, Inc., Gastonia, N. C., held its formal opening 
on the 24th and 25th of October, too, which necessitated a bit of 
fast foot work for several of us trying to cover the Winston 
Salem opening. Again, complete details of the background 
will be following, but I can say here and now that for a rela 
tively small town I have never seen as much floor traffic and 
customer-interest shown anywhere. 

There must have been 1,500 people in the store the first day 
and brother that is something the larger towns haven't done 
The new store is at the same location that was burned out 
back in February, 257 West Main Ave. Everything was in 
apple pie’ order and running like a well oiled machine. It 
had to be to handle the crowds. It is the last word in self 
service, Bulman, of course, (you're welcome Harry) which 
means it is as modern as they come. 

One remark I overheard from a customer will, I think, say 
all that is necessary in this column. He came in, took a good 
look around and said, ‘“Well—Fifth avenue has come to town 
One unusual treatment of model office separation was used 
which attracted much attention. Art used some textile spindles 
and yarn spools on colored cord to very good advantage. 

Nothing like catering to the prevailing industry in the area 
Still another unusual treatment was the “dome’’ type lighting 
on the canopy over the side-walk. Almost “‘sputnik like’. 
Gastonia is mighty proud of the newest in new office supply 
stores as are we of the Fourth District 


Still another new store here in North Carolina is that of 
Puiler Office Supply Co., 122 E. Walnut St., Goldsboro, N. C 
Bob Fuller, operated for a short time down on West Walnut 
near the depot but soon outgrew that location. The new store 
is smack in the middle of things, just a short half-block off 
the main drag. Although small, the store is well set up and 
air-conditioned. An increase in foot traffic was immediately 
noticed 

* 


Bainbridge-Southern now has a new man in the Georgia, 
Alabama, Tennessee, South Carolina and Mississippi area. He 
is Lee Robinson, for 13 years with R. L. Bryan in Columbia, 
S. C., so you know he is well versed in things “office sup- 
plyish.” 

Lee will operate from his home in Columbia for the time 
being but will no doubt re-locate later. He is “general man- 
aged” by Rose and has two daughters, Carol, 14, and Holly, 
8, who take over when mama lets him off the hook. He spent 
two weeks at the plant in Charleston and started his first road 
trip on October 20 so you people in the above mentioned area 
will be seeing him soon! 

+ 


Understand our genial Lt. Governor, Jimmy Smith, has been 
ordered by his doctor to take it easy for a spell so after the 
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IDEA From Fritz-Cross! 
the New 


B TURN-TOP Ice 
| TABLE re er 











SIMPLE, SENSIBLE, SALEABLE.... 
that's the new Fritz-Cross TURN-TOP 


Stand for office machines. Wonderful 


for crowded quarters, ideal for shar- 
ing of typewriters, adding machines, 
other units between two or more peo- 
ple. No shifting, no moving — it turns 
the work to the worker. 

The Turn-Top is built like a stout, 
steel chair, with full swivel-action, full 
adjustability, solid steel construction. 
The top platform itself is a thick, solid 
sheet of Fiberesin, the handsome plas- 
tic that can't stain, warp, wear or 
burn. 

Turn-Top tables are catching on 
fast, selling the same way. Colors to 


match any office equipment. Priced 


to do business. WRITE FOR DETAILS. 





: Made By The Same Craftsmen FULLY ADJUSTABLE, FULLY “LOCKABLE” 
‘ Who Make Fritz-Cross Chairs. a ms 
* 4) Otel Se 
y THE FRITZ-CROSS| CO. oS 5 ae 
: 300 ‘East Fourth Street ae ae ee 
ST. PAUL 1, MINNESOTA —S Adjurohie sy vanteos 
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for easier profits... 


SELL HANO 
REGISTERS AND FORMS 


ake your Register Forms 
Department a “‘one 

stop” source . . . Hano is 
today’s complete line. . . 
17 different Standard Body 
forms ...a popular Hano 
semi-Custom price list for 
the economy-minded, plus 
the most comprehensive 
Custom Register Form List 
available today. Remember, 
there is a Hano form to fit 
every need just as there is a 
Hano Register designed for 
every installation. 
Stop taking grief and 
start making profits 
sell Hano. Excellent deliv- 
eries, competitive prices, 
top quality ... get your 
form business the easy way. 


REGISTER FORMS 





PORTA- PAKS 







PORTABLES 


REGISTER 
Cash drawer units 





REFOLDERS 
Hand or Electric 


Write for 8 page Hano 
Register Circular plus a 
new “at a glance” survey 
of the available Hano Reg- 
isters and Forms. Some 
dealerships open in the 
South, Southwest and Mid- 
west for established sta- 
tioners 







COMPANY INC. 


MANIFOLD PRINTERS SINCE 1888 


General and Sales Offices: Warehouse and Branch Plant 
HOLYOKE, MASSACHUSETTS MT. OLIVE, ILLINOIS 
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Chicago convention he took off for a much needed vacation 


Better do what the “man” said Jimmy 
- 

O. G. Penegar, Gastonia, N. C. “went to the tair Che one 
in Brussels, Belgium, that is. He had a nice visit with his son 
in England and then the two of them toured the continent via 
auto, including the fair. Make him show you the snaps _ he 


took——they are honeys 


Bill King, long time operator and ‘man about town” in the 
office supply field of Greenville, S. C. has joined W. A. Seybt 
& Co. as inside and outside salesman. Bill says he has lots of 
mileage left and I have no doubt but that he can show the 
younger crowd a trick or two. 


Walter Boren, retail store manager for Skagseth Stationery 
Company, Miami, is celebrating his 39th year in the industry 
along with the formal opening of the new store, warehouse, 
and office building at 925 W. Flagler St. Reckon the second 
39 will be as hard as the first Walter?? Best wishes anyway 

* 


Just in the event any of you S. T.’s have missed it, we have 
a celebrity in our midst. Our boy Charles Hucke, was elected 
to the high position of vice-chairman of the field division at 
Chicago. It takes a heap of doin to attain that lofty post so 
our most heartfelt congratulations are herewith tendered 
Charlie 
* 


Paul Dickens, wheel-horse for The News-Reporter, White- 
ville, N. C., chalked up exemption No. 4 on August 31. Mil- 
dred made it ‘two pair’ by presenting him with another girl 
to play with Stephan, 7, Jimmy, 4, and Linda, 10. The new 
arrival has been named LeAnne. Paul says: ‘that's all brother,’ 
but somehow ole man nature has a way of changing a feller’s 
mind. Anyhoo-you sho’ have yourself a nice family as it is 
Paul and Mildred so we won't insist 


Son Charles, Alvin Bowen’s newest addition to the firm 
of Kinston Office Supply Co., Kinston, N. C., is doing all 
right for himself-in the young’un department too. He and 
Marolynn made it one pair on October 2nd when Kelly Regina 
bowed in at eight pounds and some five ounces. She will make 
Scott Harvey, now 214, a nice playmate. Granpa Bowen was 


doing well at last report 
3 


Got us a “newcomer” in the baby department this time. He 
is Bill Ellis, proprietor of Ellis Office Supply Co., Mullins 


S. C., and now proud papa of his ‘first,’ a boy, and appro 
priately named W. C., Jr. He and Connie are now convinced 
there is nothing like a youngun in the house so we are looking 
for them to start looking for a bigger house any time now 
* 
Harry Tehan III, associate of his papa, has moved his resi 


dence from Washington to Raleigh, N. ¢ 1633 Van Dyke 


Terrace, Cameron Village, to be exact. He tells me he is 
expecting a boy” about the first of the new year so if it turns 
out he’s right we will have to place him at the head of the 
class. Good luck anyway Harry, and welcome to the real sho 


nuft de ep South 


s 
Bob Cameron, National Blank Book's man about Florida, 
ust be trying to set some kind of a record because my able 
helper in them there parts, name of “Inky” sends in word 


that he, Bob that is, picked September ) announce to any 
body that would listen to him that he was a papa again. A girl 
this trip and number seven on the “‘roster 
e 
Mike Allwyn, former southern traveler, and recent rep. for 
F. S. Webster Carbon Co., Cleveland, Ohio, died the first part 
of October. Mike had been in ill health for a long tims 
> 
Mr. Clayton, owner of Clayton's Printing House, Tarbora 
N. C. died suddenly in Ohio, where he was visiting, on Oc 
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UNGROUND 
BALL BEARINGS 


For the Office Equipment Industry 


‘LIAN 


Long life and service are assured you because — 

1. All component parts are machined from steel bars. 

2. Each component part is properly heat treated. 

3. Every Kilian Bearing is designed for a specific application. 
Neoprene and Nylon tired outer races are avail- 

able where quiet operation is desired. 














Distributors in All Principal Cities Catalog on Request 


KILIAN MANUFACTURING CORP. 
SYRACUSE, NEW YORK, U.S.A. 





ASSOCIATED Kilian Manufacturing Corp. 
COMPANIES: (Canada), Ltd. Kilian Steel Ball Corporation 
90 Queen Elizabeth Blvd. Toronto 14, Ont. 100 Wellington St., Hartford, Conn. 
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PRESENTING...The New REMINGTON RAND 7OPrflight® 
; ’ Adding Machine 


Combining important design features with func- 
tional beauty, the new Remincton Ranp TOPriicut 
Adding Machines offer greater sales and profit po- 
tential than ever before! 


And Remington Rand will support the introduction 
of these new Adding Machines with the most spec- 
tacular advertising and sales promotion program 


the industry has ever witnessed. 


For further information and a host of profit-making 
ideas, contact your Remington Rand Dealer Sales 


Representative . .. call or write him now! 


Mfemingtore. Flared. vive sas 


DIVISION OF SPERRY RAND CORPORATION 
315 FOURTH AVENUE 


NEW YORK 10, NEW YORK 
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Tell your customers why » 


i 

! we make filing and finding of , 
; correspondence easy! ' 
4 





SMEAD’S 
TELL-I-VISION SYSTEM 


REG. U.S. PAT. OFF. 


__—> SIMPLE TO LEARN 


IT IS ">> EASY TO OPERATE 
___> FLEXIBLE 
_—— GROWS AS NEEDED 


It is simple to learn because it reads like a book, from 
left to right. Starting on the left the primary guides are 
staggered to permit scanning while their alternating blue 
and orange tabs provide a color signal system. In the 
center of the drawer the green-colored tabs of the mis- 
cellaneous folders stand out prominently for ready 
reference. On the right hand side of the drawer the 
individual name folders often are distinctively marked 
with Smead’s Spi-Roll folder labels available in eight 
different colors for particular classifications. 


TO FILE YOU SIMPLY DO THIS 


1 Locate The Primary Guide. 2 Find The Individual Name Folder. 
(For occasional correspondence file in the green miscellaneous folder) 
3 Insert New Correspondence. (Latest data always to the front) 
And finding is as easy as filing with Smead's Tell-I-Vision System. 





FREE SAMPLE .. . This new handout piece gives 
the "Gals in the office” some valuable tips on good 
filing procedure . . . when, where, how to file... 
and what with (Smead's supplies of course). 
It will make a good mailing piece for you dealers 








’ rr an as are a erence ee 
SMEAD MANUFACTURING CO., INC. | 
| HASTINGS « MINNESOTA | 
| Please send us a free copy of your Do's and Don'ts of filing, | 
| Nome a l 
Address ; 
| City Zone State - | 
| Ordered by__ a Dept. GT l 
Samp aun Gun Gu cu a= a=D au =D GED G=D =e oe om oe owe oe oe ee oe oe oe oe oe os a 
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tober 14. A heart attack was the cause. His son Charles will 
continue operation of the firm. 
oe 

Still another sudden death was that of the wife of Mr. 
Winkle, Carolina Printing & Stamp Co., Wilmington, N. C. 
Burial was to be in Ohio. 

Nobody came up with a place to hang on the nose bag so 
will have to skip it this month. With all the new spots open- 
ing up, ¢specially in Florida, youse guys will have to make 
it a point to keep me informed so I can keep the rest of the 
pore traveling gender informed. 

a 

Had some nice help from “Inky,” Sanford, Lydiard, Dave, 
Bates, Ogden and Bill, Bainbridge, Keenan, this month but 
the Richards boys were amongst the missing. I got me a new 
supply of “needles” boys so you had better come on back and 
quit the messing around. 

oa 

And so we come to the end of yet another year. It hasn't 
been the best one I've seen nor has it been the worst one either 
so all in all I would say it has been one with it’s share of ups 
and downs which would just about come out “average.” Hope 
it has been a good’un for you and yours with the one coming 
up the best ever. To each and every one of you go my best 
wishes for the happiest and merriest Christmas of your career. 
See ya in ‘59 


New Boston Agent for Ames Supply Co.; 
Frank G. Robinson Retires 


A. Monte Gallozzi was appointed the new Ames Boston 
agent September 1, upon the retirement of Frank G. Robinson. 
‘Monte’ will operate the agency under the same name, and 
at the same address: Ames Supply Agency, 266 Summer Street, 
Boston. 

“Monte” is well known by the dealers in the Boston area 
and he assures the dealers he will endeavor to give them the 
best co-operation and service possible, having available Ames’ 
complete line of ‘Futuristic’ platens and office machine rolls, 
parts, tools and supplies. 

Over 60 dealers and their guests assembled in the Beacon 
Room of the Lincolnshire Hotel, to honor Mr. Robinson, at 
the regular dinner meeting of the New England Office Machine 
Dealers Association. ‘““Robbie’’ has been serving Ames’ line 
for the past 25 years to the dealers in the Boston area. He has 
won the respect and admiration of all those in the trade who 
became acquainted with him. 

The highlight of the evening was the presentation of a gold 
wristwatch to “Robbie” by Hazen R. Ames, president of Ames 
Supply Co. The watch bears the inscription “In Appreciation 
of 25 Years As a Loyal Ames Agent.” 

All of the guests present expressed their regrets at Robbie's 
retiring, but gave their best wishes for a happy retirement 

Representing Ames, in addition to Hazen R. Ames, were: 
Mrs. D. R. Ames, Messrs. J. D. Marvil, A. R. Ames, Jr., C. 
T. Bills, A. H. Ames, and A. W. Kartous 


Change Name of Tulsa Firm 


William “Bill” King and Ray Sanders, who for the past 
five years have operated the Accurate Office Supply Co. in 
Tulsa, Okla., recently announced change of the firm name to 
King-Sanders Office Supply Co. 

First located at 2212 E. Admiral, the business has operated 
from 2632 E. 11th Street for the last three years 

[he partners also announced that plans are under way fot 
expansion of their business. 


Rogersnap Names Representatives 


Rogersnap Business Forms Co. has appointed two new fac- 


tory representatives, President Will Rogers announced 

Fred O. Storlie, of Minneapolis, will cover the territory of 
Minnesota, Wisconsin, and North and South Dakota 

Sidney L. Hatch, of Glendale, Ariz., will represent Rogersnap 
in Colorado, New Mexico, and Arizona 
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NOW SELL....... 


lightest, lowest-priced disc dictating instrument ever made! 


i 
SABIEST TO CASEY) UNIQUE ONE KET semmucrrY: 
SICTATE AT YOUR 85K OF OW THE GUE: 
DOUBLES AS A TRANSCRIBER 
OPSCE FIT ALA GRAY STANDARD MACHINES 


- 
r. 
Z 
ia 


THE DICTATING MACHINE FOR PEOPLE WHO DON'T LIKE MACHINES ' 
Me 
This striking 4-color counter demonstration station produce 
profitable business with’ a minimum of effort on your part 
It's a terrific traffic-stopper and only the simplest-to-use 


Key-Noter could be left to demonstrate itself! Displays a 
demonstration machine, microphone and a stack of literature 


Nationally advertised! Nationally known! Demonstrates itself! Sells itself! 


The new transistorized Key-Noter is the easiest-to-use, easiest-to-sell dictating instrument ever invented—a full-fledged dictating 





machine not just a voice recorder. And it’s made and guaranteed by one of the Big Three in the dictating machine field. So small, so light 
it tucks into a briefcase. So rugged it takes the toughest daily desk use. So simple your seven-year old can use it with ease. And it 
offers advanced design features not yet in machines twice the size and half again the price! The Key-Noter is changing everyone's ideas 





about dictation . . . and selling faster than we can make them! The ideal machine for business men, doctors, salesmen, students — 
everyone! To find out how you can qualify for exclusive Key-Noter dealership in your area, mail this coupon today! 


A LIMITED NUMBER OF DEALERSHIPS STILL AVAILABLE 


New Key-Noter 
THE GRAY MANUFACTURING COMPANY, HARTFORD 1, CONN. 


x 7 
| | 
| Yes! Rush me full details on profitable Gray Key-Noter dealerships. 
Vet Nn insiicuipnisiniensiatintnninsion ___Title | 
| Company Name a ae 

Address one 
AUDOGRAPH | | 

= _ 


City Zone__ State 
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All Purpose, All Steel Waste Baskets Pennant Business Machine 











because they’re All 


Perfect for Office, Home, Store, School, 
Hotel and Hospital! 


The Deluxe “Executive” 
This heavy gauge, all steel Waste 
Basket is recognized as the ‘Standard 
of the Industry’. Features Rubber 
bumpers on all corners and welded panel 
construction. Rubber tips are SEPA- 
RATELY welded in steel legs to elim- 
inate scratching or marring. 
lorge capacity, mini- 
mum floor space. 
121/212 1/2 x15 
high. 







The Deluxe ‘Oblong’ 


Ficorporates all the same construction 
features of the “Executive’ basket but 
is designed especially for limited floor 
space areas. Size 9 1/2x 13 1/2x 12 3/4 
high. 

Both the Executive’ and the ‘Oblong’ are avail- 
able in all desired and matching office and 
commercial colors. Grained finishes include 
Wainut, Mahogany and Ook. 





" 


the NORD 





, 4 












Steel... by Steel Parts 


Stands 


Designed with a Purpose . . . To protect the 
investment in Expensive Office Machines. 
(illustrat. model 540.) 


Pennant stands practically eliminate the pos- 
sibility of tipping because they have been 
‘counter balance engineered’. Adjustable cups 
and channels make each Pennant Stand ad- 
aptable for use with practically all makes and 
models of different office machines. 


Heavy caster housing protects the operator 
and provides the firm anchorage that pre- 
vents movement and tipping ... . and every 
Pennant Stand is GUARANTEED VIBRA- 
TION-FREE. 


There is a Pennant Stand for every business 
machine application. 


Write for FREE 16 Page Color Catalog 








A Pennant 
‘Exclusive’ 
... TIP-TOE Raising and Lowering. 


For fast portability and equally fast firm 
immobility. 


STEEL- PART S_ MANUFACTURING CORPORATION 


A Division of Blackstone Manufacturing Co., Inc. 
4630 W. Harrison Street * Chicago 44, Illinois 








% 


ia. 


IC group Ff 
BY JASPER CHAIR COMPANY 


The trend in today’s office is toward the comfortable, 
relaxed, yet elegant look. Contemporary decoration demands 
simple, clean lines—good taste throughout—in furniture and 
all accessories. The NORDIC group is designed for today’s 
office, meets every demand of contemporary decoration. 


WRITE TODAY FOR FREE CATALOG TO: 


Jasper Chair Company, Jasper, Indiana 


THE RIGHT CHAIR AT THE RIGHT PRICE 
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5th District Notes 


PAT PATTERSON, correspondent 
3710 Grosvenor Road, Cleveland 18, Ohio 





1959 REGIONAL CONVENTION AT 
FRENCH LICK SHERATION HOTEL. 
Che sessions will be held in French Lick 
Springs, Ind. on April 17 and 18, 1959 
A planning meeting was held in Chicago 
luring the NSOEA national convention 
to set up the program and select com- 
nittees te get under way immediately 
Governor Scott (Slim) Summerville pre- 
sided at this function and has notified 
hose who have been appointed to the 





espective committees. The program de- 


cided on 1s as follows 


(1) Is e sales 1c¢ 
(2) Decorating 
(3) Store layout lecoration 
(4) § ething of interest to the average dealet 
(5) Address by the national president 
(6) Address by the general manager of NSOEA 
(7) Address by the governor 
(8) Welcome to Indiana by the vice-governor 
It was decided that each day’s program would be over by 
P A breakfast honoring all past governors and travelers 
club past president ill also be held. Got your room reserva 
tions y 
. 
NSOEA 1959 NATIONAL CONVENTION September 26 to 
3 959, at the Conrad Hilton in Chicago. Just a suggestion 
to especially those who had trouble getting the type of room 
accommodations they wanted last time GET YOUR RESER- 
VATIONS IN RIGHT NOW! 
c 
THE ANNUAL CHRISTMAS PARTY of the Fifth District 
Travelers Club, Cleveland Chapter, is scheduled to be held on 
Sunday, December 7, in The Plantation Room of The Coach 
House at 8181 Pearl Road in Cleveland. The festivities will 
start at 6:30 p 1 all dealers, travelers, wives, girl friends 
and ployees are cordially invited. 
7 
Mrs. Madeline Ditmansen, Youngstown Office Supply Co.., 
Youngstown, Ohi innounces that ground will be broken on 
November 1 for a new store building. Plans are being made to 
upy the premises next spring 
a 
C. V. Ramsey, ent of Ramsey Business Equipment Co 
of Cincinnati, Ohio, announces the purchase of The Pounsford 
Stationery Co. of that city. Phil Ackerman, a veteran of 33 
years in the industry, has been appointed as merchandise man- 
ager. The offices been moved to the parent firm at 1806 
Central Parkway all administrative duties and purchas- 
ing will be handl 
e 
Ira Schlesinger, neral manager of Mutual Papers, Inc., of 
Detroit, announces the appointment of Walter E. Perry of 
Berea, Ohio, as the representative calling on dealers in Ohio 
West Virginia and Pennsylvania 
s 
l popular Art Driggs, manager of Yates Office Supply 
Co., Detroit, really came up with it at the national convention 
He was the lucky winner of a Grumman 13-foot aluminum 
tor boat gives vay as a prize by a manufacturer. How 
ly K\ i Vol x 
oa 


WEST VIRGINIA OFFICE EQUIPMENT DEALERS ASSO- 


CIATION held anot successful meeting on October 25 at 
Che Ruftner Hotel in Charleston. President Doris Dalton, 
Mi ans. Inc Huntington, W. Va., presided. Guest speakers 
were I R. Addington, vice president of Art Metal Co., and 


John R. Mislan, Jr., regional director for Eberhard Faber 
Pencil Co 


iz 
DON'T FORGET GET YOUR RESERVATIONS IN for: 
th gional in French Lick and for the national convention 
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Now 
you can 
Satisfy 
all of 
your 
customers | 
needs 
with the 
big 
Dennison 
Line of 
ndex 
Tabs and 
Divider 
Sets 


For complete information 
write: o 


ee 
4% 








FRAMINGHAM, MASS 


139 








What WESCO Files mean to... 
the ya 


QUICK SALES 
REPEAT SALES 
MAXIMUM PROFITS 


Cutaway illustrates 
WESCO’S exclusive 
interlock welded 
joint construction... 
completely eliminates 
side sway. 





Smart Eye Appeal 
Prestige = 
and Satisfaction 





Sturdy construction, moderate price create 
built-in sales appeal! Sell the line that 
sells with ease... SELL WESCO! Witha 
size, finish and price to meet every cus- 
tomer’s demand... we invite you to check 
the WESCO line of fine office furniture. 


ESTERN MFG CO 









‘ 


> 


TELEPHONE CABINETS 
PhS Ir 


DESKS FILES CREDENZAS 


4 





AURORA, ILt- 


ty 


TABLES BOOKCASES 


WESTERN MANUFACTURING COMPANY 


Aurora, Iilinois 
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6th District Notes 


Here's a date for travelers, dealers and manufacturers of the 
6th District NSOEA to circle immediately on their calendars- 
Thursday, December 18. At noon on that day they will gather 
in the Crystal Room of the Sherman Hotel for the annual Great 
Lakes Travelers Club Christmas party Coc ktails at noon 
preceding the dinner. Price, $5.00 per person 

Dignitaries of the NSOEA are invited to attend for an after- 
noon of good fellowship such as is traditional at these GLT 
affairs. 

Each one attending is to bring a gift, these again to be given 
to the Oak Forest Old Folks Home in Chicago. Anything to 
cheer these elderly residents of the home will be welcomed 

Chairman of the party is Clarence O. Schlaver of OFFIC! 
APPLIANCES; and co-chairman is Ken Henderson, Ace Fastener 
Corp. Helpers on the committee include Ray J. Eichenlaub, 
Service Steel Products Corp.; Tom Gillice, Rockwell Barnes; 
Chris Malone, Eureka Specialty Printing Co., and Ken Reister, 
Minnesota Mining & Mfg. 

. 

IT’S A BOY, Allen Lewis, born to Mr. & Mrs. Harry Venet. 

[he proud father is treasurer of GLT( 
a 

Members of GLTC at the last business meeting in November, 
Friday, November 28, will be voting on some changes in the 
constitution and by-laws. 

These changes would establish the term of the treasurer's 
office at years instead of limiting it to one, change dues to 
$7.50 a year (as at present including $2.50 assessment), set 
dues deadline as March 1 for inclusion of name and address 
in the roster, and establish the last meeting of the club in the 
year as the time for election of officers. Nominating committee 
shall consist of the board of directors 

* 

CHARLES MURRAY recently announced to GLTC members 
that he was joining Ace Fastener Corp. sales division November 
15 

= 

DATE of the 1959 Birthday Ball of GLTC has been set for 
February 21. The place wil! again be Brookwood Country Club 
and the chairman is Ken (3-M) Reister. 

- 

NEWS of the death of H. M. Donisthorpe came as a blow 
to his many friends in the 6th District. This traveler for Ace 
Fastener Corp. in the 5th District died October 8 in Worthing- 
ton, Ohio, following a coronary. Funeral was held on October 
11 in Columbus, Ohio. 


OA Staff Enjoys Opie Travelogue 


Earle Opie, president of Weber Costello Co., for the third 
time has been kind enough to loan staff members of OFFICE 
APPLIANCES an interesting travelogue, the latest going into de- 
tail on a European trip most of which was spent behind the 
Iron Curtain, Earlier ones related sights and experiences in a 
trip around the world and one through the interior of Africa. 

Mr. Opie has the faculty of seeing beyond the surface and 
explaining his observations clearly and in interesting manner 
We are grateful to him for having members of our staff on 


his list 


Ivan Allen Co. Represented in Newspaper 


A huge issue of the Atlanta Journal and The Atlanta Consti- 
tution of Sunday, October 26, mirrors the “Face of Georgia 
1958” in spectacular color, typography and writing 

Included is a large advertisement of the Ivan Allen Co. of 
Atlanta which says: 

Ivan Allen has helped to change the face of Georgia's 
offices. From a small typewriter agency in 1900 . to 8 stores 
in Georgia alone . . . this growth has not been an accident. 
state's expanding economy has encouraged us to 
find new 


record-keeping 


Faith in our 
open new departments . improve Our services 
develop new methods to lower 


products and 


costs 
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FUNDAMENTALS INTRODUCES WALNUT TO THE GENERAL OFFICE 


fundamentals replaces the old “assembly line look” of general office arrangements with 
modular desk units that combine the warmth of wood with the sturdiness of concealed all 
steel frames. And plastic tops that resist stains and abrasions are both handsome and 
practical. Easily interchangeable, fundamentals groupings can be efficiently expanded, 
or rearranged at any time. For office planning on a budget, plan first on fundamentals. 


EXCLUSIVE 
DEALER 
FRANCHISES 
STILL 
AVAILABLE 





fundamentals... * 


1601 Willow Ave., Hoboken, N. J. Lodi,N. J. Noblesville, Ind. McGregor, Texas 


Do You Qualify. as a Complete Dealer? 





Complete Systems Line Plays Important Part 


in Sales Picture of All-Inclusive Operation 


We wholeheartedly endorse the "Complete Dealer” series in Office Appli- 





ances. We also agree that systems are an integral part of the operations ——— — 
f let ler." 

of any ‘Complete Dealer eeTEMS DESIGNED # » 
As over 500 Multi-Rite dealers already know, the most complete and SAVE OuR CUSTOM 


profitable line of systems is the Multi-Rite line of “one write" pegboard 


accounting systems. 


Multi-Rite offers everything in systems, from the inexpensive "off-the-shelf" 
peg-binder payroll package for firms with 25 employees or less, to pay- 
roll systems for upwards of 1,000 employees. There are other Multi-Rite 
systems for Accounts Payable, Accounts Receivable and many other ac- 
counting applications. 


If you're not a member of the growing family of Multi-Rite dealers, you 
owe it to yourself to investigate the tremendous profit and business-build- 
ing potential of a protected Multi-Rite dealership. 








Pictured is the prominent display area devoted to 


CHOICE TERRITORIES OPEN — WRITE FOR DETAILS systems by Latta's, Inc. as featured in the “Complete 
Dealer" series in Office Appliances. Multi-Rite “Me- 
: teor’’ Payroll System in center indicates how Multi- 
THE a E. SH EPPARD CO. Rite systems are important part of sales picture of 

“ I 44-07 2Ist St., Long Island City 1, N.Y. Est. 1900 any complete office equipment and supply dealer. 
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GIVE YOUR EMPLOYEES 
THE TOOLS THEY NEED 
TO DO A TOP JOB 
FOR YOU 


Every executive and salesman working for 
a retailer of office products should have 
his own copy of OFFICE APPLIANCES 
each month. He needs it as a working tool, 
just as much as a carpenter needs a ham- 


mer. 


Pass along readership doesn't work. Long 
waits, copies not passed along at all, torn 
out pages, impossibility of maintaining 
one's own file — these are just some of the 


objections to it. 


Give your employees the tools they need 
to do a top job for you. Order a personal 
OFFICE APPLIANCES subscription for 


each executive and sales person. 


To make this economically attractive, a 
special reduced rate of $1.50 a year has 
been established for dealers ordering five 
or more OFFICE APPLIANCES subscrip- 
tions. Present subscriptions may be con- 
sidered as part of the five minimum. Copies 
will be mailed to either your office or each 


employee's home. 


Have your girl Friday type out a list 
of your key people today, and mail it 
in on your letterhead. Enclose your 


check at the rate of $1.50 each or 
we'll gladly bill you. 


OFFICE APPLIANCES 
600 West Jackson Blvd. 
Chicago 6, Illinois 
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10th District Notes 


GEORGE E. WHITE, secretary 
Rocky Mountain Travelers 
P.O. Box 3244, Denver 18, Colo. 





It's all over and I'm pooped, 
as were thousands of other 
weary but happy souls 
at the NSOEA Convention, his 
tory now but its effects wall be 
long lasting. And what a Con 
vention and Exhibit 150 plus 
manufacturers displayed thei 
wares and speakers valore were 
at their best 

All ] need is some good ad 





jectives and a few well chosen 
superlatives to adequately de- 
scribe their great gathering, the warmth of spirit and goodwill 
felt like a gentle summer night's. breeze. Some 28,000 swollen 
feet and tired legs travelled in and out up and down to visit 
displays, listen to industry-aimed speeches to see, hear and 
learn 
[his ‘deal’ is an Institution, symbol of a vital and mighty 
industry where the big and little meet on common ground for 
the benefit and welfare of all, giving freely and receiving in full 
measure. There's fun, too, don’t forget it no strangers, all 
friends 


Our 10th District was well represented and to some degre¢ 
of prominence. There was Don Peckman (Denver Stationery) 
and his charming wife who made the front page on a conven 
tion daily how about that? 10th’s Smilin’ Gov. Gene Calkins 
and Traveler President Carvel (Never Weary) McWilliams 
were much in evidence. But get a load of this—what district 
received distinction and honor in having their man named Na- 
tional Salesman of the Year? District 10 no less in the person 
of Gene Connell (New Mexico School Supply). Couldn't hap 
pen to a nicer guy nor one more deserving for his outstanding 
sales performance and a gentleman who reflects great credit 
to his company, community and district. Congrats, Gene, may 
your achievement serve as pattern and inspiration for many 
others. We're all very proud of you. Integrity and industry do 
have their reward 


We see and greet Earl Kistler and son Bill, Guy Dennison, 
Carl Draper, Jim Ellertson, Bud Monnich at Ennie display, Al 
Gibas and wife, Charlie Lough and John Graves of Boulder 
Elmer Pearce and wife, Don Stanfield and his store manager 
Ted Richmond, Galen Seal and son Galen, Jr., Al Bachman 
and wife, Chuck and Angela Lee, Jack Morris, El Paso, and a 
host of others some of whom we never did meet up with. For 


give us if your name has been omitted 
& 


Here and there in the Tenth: Steve Sengbusch, making dealet 
calls soon to be transferred to Milwaukee he says. So long 
Steve and best wishes. Glen (Mr. Office Supply) Barclay (Car- 
penter) expands his field of operation in metropolitan Denver 
to include Colorado Springs, neighbor to the south a bit. Chuck 
Milne (Milne Duplicator) and right-hand man Dave Bagby 
are busy boys in the territory. 

On the mend and about in a restricted manner is Mac Mc- 
Garvin which makes us happy. On the not-so-good-side but 
doing well is ‘Greg’ Gregory who suffered a heart attack short 
ly after NSOEA. We paid Greg a visit at room 134 Swedish 
Hospital, Englewood, Colo. the other night and he looked 
right good to us (so did his pretty wife). Take it right easy, 
Greg—hundred years from now you'll never know the differ 
ence. Drop him a card, boys 

~ 

And while you're at it drop me some news. Ain't none 
of you guys never got no news. Don't you never do nothing 
go nowhere get married, have babies? Word's out that our 
Christmas party will be held shortly after Thanksgiving. Watch 
for announcement of time, place—and the price—soon 


limely thought: Keep lookin’ up! Adios! 
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FIRE 
and 
BURGLAR 
PROOF 





BLUE PRINT 
and 


PLAN FILE CABINET 


Every Drawer a Fireproof Safe 


These drawers can be furnished in 
two, three, four, and five-drawer 
sections, and will house any size 
sheet up to and including a 42 x 
31 size. 





SCHWAB SAFE COMPANY : LAFAYETTE, INDIANA 
© ee 











office accessories yy No. 1500 When you sell the VALCO line you can 
2 \f} Xonitivy be sure there won‘t be complaints and 
of beautiful |] J costumes returns . . . or calls from irritated cus- 


thing!” VALCO accessories are lifetime! 
iC They’re built to last forever. 


Costumer 


. No. 408 Ab tomers to “please come fix the darn 
spun aluminum Statesman ) Ut 















No. 17-C 


Monarch 
b 
a 
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No. 25 


No. 1900 > 
WGR 
Bel Air Wall . fe , ej or 2 7 
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on 
we de 2 | | | I | | Torchier 
=> . 0 I E < 
Ty ani [l= 
Modu = h)' |" 
Modurn | 
No. 60-S Sand Urn 
Smoking 
Stand pee 
AT NO COST 





No. 56-8 Write today for the com- 


Regal Sand Urn 





plete folder that contains 
all specifications and price 
data of the complete VALCO 
Line. It’s designed to fit a 
standard file and includes 
separate reproductions of 


LIFETIME “"™ 


OFFICE ACCESSORIES 
VALCO COMPANY e« 1311 ANN AVE. « ST. LOUIS 4, MO. 
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POPULAR vinv1 
SPECIALTIES 


IN ATTRACTIVE 
COUNTER DISPLAY 
BOXES 


GLAD-MAR AIR 
CUSHION 


Fits tk 
y ted ide 
€ ise * 
k isplay box 
N y PER DOZE} 
¢ ) 
Ni 
~ 


GLAD-MAR POCKET 
POUCH 


Yea 





SATAN OS $3.24 


pe 


Jowsity Viny! Produ vs| 


svar SCAT Write For Catalog 


Herbert Js VJalsi 
eam CLAD-MAR PRODUCTS 


| 


ore oem 73\2 N. MILWAUKEE AVEe* CHICAGO 48, ILL 
Telephone: NILES 7-5828 





COPY-RIGHT Copyholder 





for over 30 be 
years the ee 
“‘mostwanted"’ 
copyholder... 
now manufac- 
tured by Curtis- 
Young Corpo- 
ration. 
















VE FEATURES 


ar feather . 
moves copy UP a 
time . - . velvet 
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e 2-Lever Actio 
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or more ot @ 





brake lowers copy: 
° Patented Knee-Action it 
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Duplicating Supplies Cerbon Ribbons 


Coif em CURTIS-YOUNG CORPORATION 


UW | 


) West ) 8th Street * New York 11. N. Y.+ Cable: CURTYOUNG 
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l1th District Notes 


W. W. (Bill) Gagnon, correspondent 
13962 S. W. Knaus Rd. 
Oswego, Ore. 





We in the Northwest all welcome the return of Richard T. 
Clemens, his wife, and three children. After spending five years 
with the United States Army at Arlington, Va., Richard 1s 
back with Syms-York Co., Boise, Ida., in the office furniture 
and suppli S department. 

* 

Rumming Inc [win Falls, Ida., split its store operation 
The gift, social stationery and greeting card department 1s 
now in a separate location. The office supplies and office furnt- 
ture department is now located at 138 Second St. S. Sandy and 
his twin boys are busy getting this new store in shape 

2 

O.T.T. members who were around Boise, Ida. during the 
World Series are all wondering, after the Yankees took the 
series, if “BRAVE” Jim York (Syms-York Co.) has replaced 
his secretary, a true and loyal Yankee fan 

= 
A sign in an average size stationery store im am average siz¢ 
town reads 
“This organization is big enough to serve you small 
enough to know you and strong enough to protect you on 
the merchandise we deliver.” 


MAKES SENSE 


- 

Craig Office Supply, The Dalles, Ore., has moved to a new 
and larger location — 308 Washington St. John Craig expects 
to enlarge the social stationery and gift department 

- 


Felicitations to Mr. & Mrs. Garvin Holman (Charies R 
Barry Co.) on the recent adoption of a six-month-old girl. 
Theresa Anne. 

*~ 

Congratutations to George M. Scott & Sons, better known as 
Scotts Book Store, Idaho Falls, Ida., on the 50th anniversary 
of their business. Another distinction: for 49 years the firm 
has been in its present location at 385 Broadway. Marshall 
and his wife, Leola, are now assisted by their son, Gary, which 
brings the third generation to the firm 

~ 

News of the marriage of Mrs. Viola Myers to J. D. Lehman, 
assistant manager of Northwest Wholesale Stationers, Portland, 
was announced recently. Mrs. Lehman is a Portland school 
teacher. 


Levy Enters Business for Himself 


Nathan Levy, a well known figure in 
the surplus office equipment industry, is 
now in business for himself at 401 
Broadway in New York City 

Formerly with a New York deale 
specializing in surplus equipment for re- 
sale to dealers, he will now handle all 
types of machines, desks, chairs, visible 
equipment, under the firm name of Na- 
than Levy, Business Machines Office 





Me, ’ Furniture. 

NATHAN LEVY His plans are to buy a firm and sell to 
dealers located east of the Mississippi 

They will be served from his warehouse at 22 East 12th St., 


New York City 





Cosco Southwestern Representation Changed 


A change has been made in the Cosco representation in the 
states of Texas, Louisiana, Arkansas, Oklahoma, and New 
Mexico, as the Ward H. Silliman Associates Corp. is being 
dissolved 

R. W. “Bob” Silliman, who has represented the Cosco line 
for a number of years, will continue representation in this area 
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RUBBER STAMPS 


Personal Imprint Ball Pens 


To The TRADE 























Colors 
Blue, Red 


Green, Black 


» 


Complete 
Line of Rubber 
Stamps and Daters 


Lf These Prices 
Retail 29¢ each 


Your Cost 
$19.00 a 





gross. LINES 1” Long 2” Long 

1 75 85 
Price includes 7 1.35 1.55 
your 1 line 3 1.95 2.25 
imprint 4 2.55 2.95 

5 3.15 3.65 
ee 50% DEALER DISCOUNT 
6%" long 
Yellow / £ Fast Service—Quality Production 
barrel, | Finest Visible Index Rubber Stamps 
black 
print. 
Ball Write for Dealer Catalog & Price list 
Point 
Eraser 


GARDNER RUBBER STAMP COMPANY 


166 SOUTH WASHINGTON STREET 
WILKES - BARRE, PENNSYLVANIA 


All prices FOB Wilkes-Barre, Pa. 











$995 RAINCOAT with any *25 order 





ACE 


Vinyl-coated grey Nylon, 


High-style, low-priced Marbleized walnut, of- 
durable, dressy profit maker -«. match fice grey, jede green 
Raglan shoulders, zipper any office color, add or beige. other 
front, 2 big pockets comfort and noise con- colors, extra. 


trol. Full Ve" thick, 
made to outlast more 


Water resistant ‘ 
expensive models. 
Goodyear label, $9.95 


retail, worth more 


Sizes Small, Medium, 
Large, Extra Large 


Absolutely free with any 
order totalling $25 or 
more at wholesale 


Only one Free Order per 
company—you may order 
extra cocts at retail price 
~they’re a bargain! 


This offer will be with- 
drawn March 1, 1959 





over-prepaid 


ACE LITE STEP CO. 
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desk-chair UNDER-MAT 





in 26 marble colors to retail at $27.50 


Round style 36 x 48, 
Square style 36 x 46. 


ACE desk leg SHOES 


Protect flooring, keep desk firm, 
fit all legs up to 
round. Non-marking rubber tread- 
like design end creeping. Set of 
Os cccosscecosese 


TRY before you BUY! 


The New and 
improved 
LINDICATOR 
COPYHOLDER 


will make your typists 
happy because it holds the 
copy just right for perfect 
reading. 





» Guaranteed for one year. Precision built for 
years of trouble free service. 


» Non-vibrating, clutchless, and no stiff wire or 
cable. 


» Line by line spacing with easy hand or foot con- 
trol. 


: Available in four widths — 10!/2", 18", 24" and 30" 
Magnifier has "ON" and "OFF" positions. 

Holder for shorthand notebooks. 

Copy-Lite for correct lighting. 

: Pedestal Models for accounting machines. 


See your dealer or write to 


ALLEN O'HARA 


NATIONAL DISTRIBUTOR 
i 713, M. & M. Bldg. HOUSTON 2, TEXAS 


ela UG Meelaila-maeliiielar 








ACE typewriter and 


office machine 
MATS 


100% non-skid, long 


eeeeeeeoceeeeseoeeeeeeeeeeeeeeeeeeeees 





PTET TTT 








lasting, easy to clean, 2100 for standard me- 


easy to sell. Smart and ehines......--- $2.25 

an Ean oanaanin £200 for adding machines 

1%" 4 oF -o 3 deter hon... se $3.65 

Grey, green, brown, red, £300 for electric mea- 

$2.00 maroon, blue, black. GRNGSs ccccsecs $3.95 
ORDER DIRECT — 40% Dealer Discount Open credit to rated accounts, 
FOB Chicago. We pay delivery on cash-with-order-all shipments 200 Ibs or 

1706 S. State St., Chicago 16, Ill. 
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a tip from Beauchamp the efficiency expert... 


‘an index tabbing 
that saves up to 
56% typing time” 




























Beauchamp’s right! AlCO’s Typerite 
index tabbing and inserts fit the spacings 
on your typewriter. The line space lever 
automatically up-and-down centers 

titles on inserts eliminating time 
consuming soft roller centering 
previously required. 





6” strip of durable plastic tabbing is 
easily cut to exact length of title inserts. 
Tubular top for strength and easy title 
inserting, gummed linen skirt for secure 
attachment. Choice of 8 colors and 3 sizes. 


AVAILABLE AT YOUR STATIONERS 
or write for samples and prices. 











G. J. AIGNER CO. 
426 S. Clinton St. 
Chicago 7, Illinois 
Plants in Chicago 
Rochelle, Illinois 
New York and Calif 


DEALERS! OVER 200,000 CUSTOMER READERS* WILL SEE THIS AD! 
* consumer readers of business magazines carrying this AICO advertisement. 


Action with Sales Direction 
STEEL 

SELF SERVICE 
SHELVING 





STARTER 









ISLAND 
\ \ 
ADJACENT END 
ISLAND ISLAND 


The Merchandiser that 
stimulates impulse buy- 
ing. Set up quickly with- 
out tools, shelves adjust 
on 3” centers to accom- 





modate products large o1 





small. Price tag moldings 
on front of each shelf. 


Write for free catalogue. 


TONUTER « 


MANUFACTURING COMPANY 


P. O. Box 13266 
Dollies 20, Texas 














13th District Notes 





Milton Stone, Correspondent 
320 Broadway, New York 7, N.Y. 


No sooner had the giant National Business Show ncluded 
at the New York Coliseum than the Eastern Commercial Sta- 
tionery Show opened up at the New York Trade Show Build 
ing. Exhibits were 50% more numerous than the 1957 opener 
and the Show attracted an equal percentage ot higher attend 
ance Heavy 


October 25 and 26, caused many dealers from New England 


rains on the opening days, Saturday and Sunday 


and the Seaboard states to cancel their trips to New York 
Nevertheless tne 


way to the ‘57 opener and plans got under way at once for 


four-day event rated as superior in every 


the 1959 Eastern Commercial Stationery Show 

Carl Judkoff and Milton Stone co-chairmanned the Show, 
acting in behalf of the Stationers Association of New York and 
the Metropolitan Travelers Club, which groups operate the 
Show jointly. Mrs. Sophia Ehrlich functioned again as_ the 
extremely capable executive secretary of the affair. Many mem 
bers of the industry gave their support to the success of the 
event 

Among tl were George Reichman, Mannie Klein, Irving 
Judkoff, Irving Steinholtz, I. O. Lasner, Ed Leventhal, Emil 
Contreras, George Nichlaus, Martin Moldow, Arthur Fried- 
land, Harry Fensterheim, Bill Lowenthal, Wally Fisher, Herb 
Grayson, Fred Steinhilber, Bob Shearman, Bob Meyers, John 
Fisk, Jerry Savage, Ernest Beck, Joe Bandes, Ben Blatt, Charles 
Chenet, John Corcoran, Howard Shoemaker, Jim Hurley, Bill 
Lampel, Bill Lindenberger, Joe Linehan, Bernie Salzman, 
Harold Seelig, Chick Shelley, Al Seidman and John Wakeland. 


With the Show spread out over more space and with more 
exhibition hours the heavy attendance was distributed so com- 
fortably that more time was given each dealer and his person 
nel as they made the rounds. It is confidently 1 that 


expectec 
this Show, which started with only two floors in '57 and grew 
to three this year, will have extended further into four floors 
by "SO 

+ 


Another important event which met with great success was 
the third Sales Seminar held by the Offureps Club of New York 
on October 30 at the Brass Rail on Park Ave. Hugh Morgan, 


} 


who has headed up this activity, was rewarded with turnout 


of well over 200 


The speakers were Maurice Mogulesku, famous designe 
decorator who kindly obliged as a late substitute for another 
scheduled speaker, and whose educational message was avidly 
followed by the many dealers’ salesmen who attended as guests 
of the club. The other scheduled speaker was Mrs. Moselle 


Meals, president of Taylor Chair Co., who held the large audi 
ence spellbound as she taught them inside facts about furni 
ture that will make better salesmen of all who heard her va!u 
able words 

These sales seminars have met with excellent co-operation 
trom the oftice furniture industry in the New York area. The 
Offureps Club finances these events from the proceeds of the 
two very successful furniture shows they have held 


[he third such show, now to be called the Eastern Office 
Furniture Show, will be held March 20-23, 1959, at the New 
York Trade Show Building. Co-chairman Ed Golden and Art 
Folley announce heavy early response and urge interested ex 


hibitors to make prompt reservations 

Very happily, the Offureps have obtained the services of the 
very personable and experienced Mrs. Sophia Ehrlich to serv 
as executive secretary. Prospective exhibitors can reach her by 
writing © Eastern Office Furniture Show 14 W. 63rd St 
New York City. Good luck to all. We hope the thit Eastern 


Oftice Furniture Show wil! be a success 


C. Howard Hunt Advances Grote 


George Grote, former New York salesman for C. Howard 


Hunt Pen C has been appointed assistant sales manager of 


the company 
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Adjustable OPNWINDO metal tabs make it easy, eco- 
nomical to expand or revise present filing system; 
start new systems; or convert to shelf filing. Avail- 
able in | and 2 inch widths, the tabs are complete 
with clear or colored plastic label covers. 


Write for information on the complete line 


CHARLES C. SMITH, INC. | 


EXETER, NEBRASKA 








For more than 60 years, a complete line 
of time-saving signals and indexes 





TV Tye), Ma Fie 
oz SCALES 
For reliable, 
round-the-clock, 


service 


Exact postage 
at a glance on a 
1530—25 Ibs. computing dial 
Hanson postal scales have earned the reputation for long 
life with hard usage under all conditions from light 
office mailing to heavy duty parcel post shipping depart- 
ments, Thousands of these Hanson postal scales are in 
daily use. The most acceptable postal scale you can offer 
to your customers. 


Official Postal Guide packed with each scale 


HANSON SCALE CO. (Est. 1888) Northbrook, Ill. 













1515—50 Ibs. parcel post 













NEW PRICE 


5995 


EACH 


Shipping Weight 
10 Ibs. per Doz. 


SIZE 
3” x 4%" x 4%" 


CURRENT 


DIALS FOR 
All OLDER 
MODELS 






CN cin SO 
have put on 


A NEW FACE my 


The Mite-Twins are now priced at $3.95 
each. You may still order Mite One 
Pound Postal Scales and Mite Four 
Pound Parcel Post Scales from your 
jobber or from the factory with discounts 
based on the old $3.00 price. This offer 
expires November 30, 1958. 


Order From Your Jobber or 


B-T CO. INC. 


121 N. BROADWAY MILWAUKEE 2, WISCONSIN 















ROBERTS for SALEABILITY 


(S nce 1889) 
MODEL 95 
r eee «CA highly saleable combination of 
rugged nstruction and great 
flexibility. Has 5 movements — 
consecutive, duplicate, triplicate, 
quadruplicate ang repeat con 
trolled by a dial which locks in 
position. Smooth balanced action: 
choice of 6 to |! wheels: weighs 
20 oz. One of a full line of fam 
ous Roberts numbering machines. 


MODEL 90 


re 






Most versatile of all numbering 
machines. You aia the action 
wanted (up to 13) on outer cir 
€ Inner circle tells number 

mpressions run off. Also “requ ar 
repeat, consecutive and duplicate 

6 tec 1] wheels: weigr 20 oz 
Write Roberts Numbering Ma 
chine Division Heller Robert 
Mfg. Corp 100 Jar ai: 


Br oklyn 8, N.Y. 
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NO OTHER PAPER CUTTER 
BUILT SO WELL 
ty. SELL SO LOW 


Tneftoagon pln 














SIZES: 14” and 18” 


FOR OFFICE, 
BOOKKEEPING ~ 
AND DUPLICATING 
DEPARTMENTS 


Beautifully designed as a modern office machine, 
‘TRIUMPH’ all-purpose manual paper cutter blends 
with every business decor. 






Sells for 50% less than nearest priced machine. Cuts 5,000 


sheets in 10 minutes ~.::! trims down ts %” 


Can be used at once on any desk or table. Sizes: 14” and 18” 
—matching stands available. So easy, so safe to operate. 
For every business: Banks, hospitals, insurance companies, industrial organi- 
zations with duplicating departments, stationers, photo finishers, small 
printers, lettershops, mimeograph, offset shops, advertising agencies, 


schools and colleges. 
Order from your dealer or 


MICHAEL LITH sales corp \45 West 45th St.. N.Y. 36, NY. 


@ Dealer: Write For Profitable Sales Pilar 


HEDGES files your 
RECORD YEARS! 


A — HEAVY DUTY POP’LAR WOOD 
TRANSFER CASE 

B — GREEN EDGE CORRUGATED 
STORAGE CASES 

Cc — “DANDY” TOUGH 
CORRUGATED TRANSFER FILE 

D — THRIFTY ALL STEEL 

TRANSFER CASE 















Hedges 


MANUFACTURING (CO. 
2931 WENTWORTH AVE. 
CHICAGO 16, ILLINOIS 


“The Line... £ 
that makes things Easy to Find Oe 
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14th District Notes 


AL BAUCHER, correspondent 
2305 31st St., Santa Monica, Calif. 





Che friendly Kennys, Fullerton and Lipke are working hard to 
ake a success of the coming meeting of the California Associ 
ation of School Stores. This meeting will be in Long Beach 
Lafayette Hotel on Dec. 3, 4, and 5. Want to know more 
about this meeting? Contact the friendly Kennys 
7 


If you attended the Big Show at the Hilton in Chicago you 
were reminded of the coming District 14 meeting to take place 
in Las Vegas May 18 and 19, 1959. Wilbur Clark’s Desert Inn 
will be headquarters. The posters you saw were placed in the 
Hilton by a group of non-union billposters, Maneval, Hatton, 
Grimes and Vallett. Maybe you should reserve your room for 
this big doings now, Why wait? 

a 


Kalmon Loeb is the seventh generation of the Loeb family 


| inn keeping. Mr. Loeb 


engareea 


in food service and the art of 


as the entrepreneur of the Rodger Young Auditorium is a fas- 
cinating story teller. Take time out one day to let him tell you 
of his experiences with the Movie Moguls. Hear what he has 
to say about his years spent as an impresario. Kal Loeb and 
his sons Kal and Roger are the ‘most’ as your hosts when you 
attend one of the weekly G.S.T.C. meetings. Good food, more 
than you can eat, pleasant surroundings and good fellowship 

ry any one of our winter meetings for size. You will 
enjoy the hour and a half with a group of your buddies and 
should we becos dull, well, corner Kal Loeb for a bright 
story and go on your way refreshed 

& 

Bill Lashbrook won the most at tl recent golf outing at 
Nappo Valley. He won the best prize of all. We won't divulge 
what it was or how much but what he won ts bigger than 
three golf balls. There Bill, the tax man and your wife will just 
have to ask you what is better than three golf balls. Bill with 
the help of a fine group of men trom G.S.T.¢ 7ot ‘the most 
score for the day. The 49ers got the Bert Morris Trophy 


Seems to me that J. Williams Montgomery, Geo. Morgan, Wil- 
lis Palmer, Jack Kellogg and Ralph Maneval were at Nappo too 


a 
No one, no one I say, no one can eat as much ice cream as 
our own peerless champion ice cream eater George Frey. 
George can eat more ice cream at one sitting than any six of us 
I'd bet he could eat a sizable amount of ice cream standing, 
running, dancing, selling, skating, boxing, swimmin you 
name it 
a 
Max Spak ticket chairman of the sales rally for 1959 ap 
peared at a recent meeting with five of the best stories we have 
heard in a long time. We sure would like to tell them to you 
right here, but we are so crowded for space. Why not cornet 
Max and hear the little rems first hand it's better to hear 
them 
e 
Recently Hal Bass and a fellow tray r stayed in the new 
plush Shelter Island motel. Hal moved in early in the day. Gee 
he was proud that he had found this new luxurious spa at th 
San Diego Harbor entrance. Reasonable rates too Hal has 
this to say though Even though it is a lush hotel and the 
rates are fair it has one or two drawbacks. Ships’ bells ring on 
the quarter hour, it’s fine if you like bells. A fog horn moans 
when there is fog. The lighthouse lights up some of the rooms 
brightly. Other than bells, horns, lights, there are jet planes 


But keep in mind it's luxurious and reasonable 


a 
Bob Gans of Chula Vista was runner-up in the Salesman of 
the Year Contest at the NSOEA convention. Bob's record gave 
the judges the fits it was so good Jerry Jones didn’t go to La 
Jolla this summer. Jerry. works in an air-conditioned office at 
Leisurecraft, 941 E. 2nd St. Why La Jolla when the weather is 
so nice at work 
= 
Attendance at Monday meetings for September was mighty 
nn We had s guests too Jack Polster, Bill Berman of 
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Nok DEVICES 





THAN 
ANY 
OTHER 
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More 
and Faster 


STOCK 
FORM 


sales! 





in the new sales-conditioned 


FLIP OUT DISPENSER BOX* 


REGISTERED 


Alert Stationers everywhere are discovering 
they can do a bigger, more profitable volume 
with Rogersnap Stock Business Forms. Attrac- 
tive forms, profitably priced and packaged; 
take forms off the shelf and put them on the 


counter. Sold exclusively through stationers. 


SEND FOR ROGERSNAP 


CATALOG BUSINESS FORMS 


P. O. BOX 10425 DALLAS 7, TEXAS 
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Settle Z Lo Wn hihshjde 


OR C c-O HH \ A 





DURABLE and SMART 


furniture 





py ty he 


3 eet Es 2 
AMERICAN CHAIR COMPANY | 
Manufacturers Si me if ee . a a et 

Sheboygan, Wisconsin 
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Find out what a Trans- 
parent Floor Mat will 
cost. Send for complete 


literature, information and sample. Crysto-mat 
Co., Dept. OA, 213 North St., Auburn, N. Y. 











STYLES CHANGE 
But Not 

TRANSFER TIME 
NEEDS! 


Be Prepared with Ample 
Stocks of These Staples. . 


IMPERIAL 
METHODS 


FOLDERS* INDEX CARDS 
GUIDES 





Finest Quality © Quick Delivery ° 
Lowest Prices ® Order Now 


write FREE cat 


IMPERIAL METHODS CO. 


FOREST PARK, ILL. 
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Atlas, Bill Carey of Stationers and Pat Koughan. There were 
some members in attendance that we were glad to see. Joe 
Lockwood of Lockwood Sales, Fred Ccots of Linton and Dick 


Burwell of Harter Chair. You all come. Ya hear! 
* 


[he board of directors of Grimes Stassforth Stationery Co. is 
pleased to announce the election of John R. Stewart as vice- 
president and general manager. Welcome aboard John and our 
best wishes 

e 
PRAVEL VACATIONS MEN AT WORK 

The Chambers of Branch and Chambers Hantord made a 
hurry up trip to Europe this summer. By air they were able to 
get to Switzerland, West Germany and points nearby to visit 
with some neighbors who were touring Europe in the grand 
manner. They enjoyed the flight, the countryside and the visit 
with their close friends. But most of all they are happy because 
they took the trip on the spur of the moment 

~ 

Roy Bavghman, the singing voice of G.S.T.C. who can really 
carry a tune as well as keep time is on the road a good deal 
more now. Besides selling, singing and traveling Roy does some 
managing 

«* 

The Creasey family found time in September to flee the hot 

days in Encino. They shipped to Vancouver: 
. 

Irv Satrang has gun and will travel; he does too! Recently he 
was shooting at those poor little ole birds that fly around 
Blythe. Emmett Whalen of Bowers in Phoenix has gun and 
travels around the mountain areas playing bango. Roy Mason 
claims I am the traveler he sees most often. Poor Roy he its al 
ways back in a stockroom checking stock when the travelers 
are a Coming and a going. 

* 

Few travelers visit Arizona during the summer months 
Some dealers say we are “chicken.” Well in September we do 
travel the Valley of the Sun a going and a coming from and to 
Chicago. Hank Lyles, Stan Ross, Loyal Carlon, Irv Satrang, and 
others have been in Phoenix working the town. 

* 

Tom Olson has the Christmas Party plans well under way 
Mark your calendar now. Monday December 15. Rodger Young 
on Washington. You may bring guests 

iz 

DEALERS in the area, District 14, may enter one of their 
hard hitting, soft selling, money making, go getting, self start- 
ing, personable salesman in this seasons SALESMAN OF THE 
YEAR CONTEST] . Enter a salesman or saleswoman. The 
grand prize is $250. All ten finalists receive trophies. Awards 
are made at the big SALES RALLY BANQUET on Jan. 21 
1959 in the Statler Hotel . . Watch the mail for details. Plan 
now for this big event. 

> 

WILLIS PALMER WILLIS PALMER WILLIS PALMER 
WILLIS PALMER WILLIS PALMER WILLIS do I have to 
write your name a hundred times so I won't forget it? Do I? 
Why don't you tell them what I did, please? 


Western OMDA Holds 


San Francisco Session 


SAN FRANCISCO 

Western OMDA held a three-day session October 10-12 at 
the famed Mark Hopkins Hotel in San Francisco where activ 
ities at the “Top o’ the Mark’ including the Sunday brunch 
were well attended 

A feature of the meeting was the talk by NOMDA treasurer 
Paul McWilliams, on “The Cost of Doing Business’’. This ad 
dress was similar to his presentation at the Milwaukee conven 
tion 

Warde Grenner spoke on the NOMDA insurance plan 

Entertainment included a cocktail party and dinner at Sa 
bella’s on Fisherman's Wharf 

Luncheons were held at the Mark Hopkins followed by 


business sessions 
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STARK CALENDARS... 
As essential to the Office as 
Spark Plugs 

to a Car 





" « EASY TO READ 
» EASY TO USE 


a quality line of stands and pads featuring all popular 
styles and sizes. Calendar pads are lithographed on high- 
grade bond paper of UNMATCHED WHITENESS with 
the date in red and the monthly calendar in black. Fast 
2-color lithograph printing enables us to give you the 
best in quality and prompt service. 


write or phone for complete details 
“IN CALENDARS THE QUALITY MARK IS STARK” 


TARK Napanee | 


100-112 BISSELL ST. + PHONE }'°° + JOLIET, ILL. 


STARK .... 








LOW IL PRO BBLS EI CLS APN MA PSI IAD EW EEL EIN BY OLENIDE P GAT” 


ifhe has an ati 8 
he a 





1000 SERIES 


Handsome ... flexible . . . sectional 
. modern-minded — that’s 

the exciting new concept design 

group of Hale bookcases. 


In genuine walnut with dark, light 

or oil hand-rubbed finishes and with 
colored interiors, Hale cases assure 
perfect matches now or in the future. 
Write for free catalog. 





Illustrated is the two- 
section 1007 case—ideal 
for a desk companion. 
Sections can be stacked 
or placed end-to-end or 
back-to-back. With 
receding, sliding or 


INDUSTRIES, he ete HERKIMER, NEW YORK "'shoii’’ doors 


Division OF F.t 


Hake, MANUFACTURING CO 


YOU CAN’T AFFORD TO OVERLOOK BOOKCASE PROFITS... 
TRADITIONAL, CONTEMPORARY OR MODERN ...HALE HAS IT! 


toh RG eae LS ENTE SOR Te APOE EE SOLOW LEN TA ID 
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ARD mini-space 
FOLDING TABLES 


Sturdy, dependable, finest construction. Self-lock- 
ing steel legs in aluminum-like finish; stainless 
steel moldings and 2” wood rims add strength 
and beauty. Fold to 3” height. 


LOOK AT THESE LOW LIST PRICES! 


{Usual Dealer Discount 
No. 830F (illust.) 96”%x30”x30". Genuine Formica 
top, each $65.90 
No. 830M. Same with Masonite Presdwood top $39.90 
No. 836F. 96”x36"x30”". Formica top $75.00 
No. 836M. Same, Masonite top $47.90 


ARD’S No. 14CB COSTUMER } 


Revolving pedestal style. 8 triple-bend hooks, 12” 
polished wheel, 15/8” tubular chrome column, 25-Ib 
black crackle finish base $31.90 
No. 14BB, same, black crystalline wheel and base $30.90 
No. 14CC, polished wheel, chrome shaft and base $35.90 





We sell thru Dealers only. Write for catalog. 


4 
JETTA MANUFACTURING CO., INC. 


EVANSVILLE, INDIANA 





13 VINE STREET _ _ 





= > 


[Thumb Tacks 


Variety ot Sizes and Styl 


yestina considers OU, AL| 


s ot tirst Tulelelac-la r= 


TING PIN TICKE 
Oth Street New 











FILING “=~ 


better, 





safer 





Soft folders and loose filing are out- of- date! Accobir 


Accobind Folders 


er 


made of genuine pressboard incort ng A with 
space-saving compressors keep pape: ste, tightly bound, ea 

to file and find. The unique Accobind transfer feature enables the 
bound papers to be removed from the folder and place d, read ‘ 
indexed, in the transfer file. With ~w index sheet and A 
Fastener the Accobind Folder ntir r aft year, 4 yive 


the finest filing-binding service. Tell your sated 
ACCO PRODUCTS 
A Division of Noatser Corporation 


Ogdensburg, New York 


In Canada: Acco Canadian C Ltd., Toront 





pape See" alphabet 


ee ee 








Change t tters anytime .. . at- 
tractive, distinctive . . . indestructi 3 SIZES 
ble. New alphabets and base can be 
purchased separately ... to meet 6¥2" 10”, 
atid and 13” 











Larger size 10" and |3" wide bass 
size 6'/2° wid 
ideal f hort 
dual nan or 
ns. 





Write or wire TODAY for prices and dealer discounts. 


Z7AProducts co. 


416 No. MADISON ST. 
GREEN BAY, Wisconsin_ 

















MAYLINE 


ocr e Tees. 
3 3 © 


Fine 
Wood 
Drafting 
Furniture! 





Mayline wood tables have solid basswood tops. Ends are 
protected by steel cleats. Base is all oak beautifully finished. 


Tables available in six sizes and several combinations. Have 





comfortable platform type footrest. 


Wood plan files are constructed entirely of Oak. Made in 
x 36" and 30" x 42". 


ers slide easily and smoothly on lubricated runs. 


two sizes, for filing papers 24" Draw- 


MAYLINE 


Teli your customers about this fine furniture made by May- 


line. The product and price will please them. 


MAYLINE CO. INC. 


625 NO. COMMERCE ST. 
SHEBOYGAN, WISCONSIN 


- 
- 
~” 
- 
-_ 
al 
- 
al 
- 
- 
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MAYLINE 





INNAVA 
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Safest Design—World’s Most Complete Line 


Promior CUTTING BOARDS 


A MUST for every office and plant 


featuring— 


@ Precision Ground Steel 
Blades 


@ Adjustable Guide 


@® Accurate Scoring for 
Square Alignment 


@ Non-Drop Safety Knife 


@ Complete Size Range 





Wéod or metal base, with additional features to suit your 
individual needs. 


2 ll 
7 sizes — 3 models From $5.50 to $55.00 


2100 W. Fulton St. 
PHOTO mig 
Chicago 12, Ill. 


MATERIALS 
co. 
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Canadian News 





Our Industry Across the Berder 
By Special Correspondence 


Formation of Hilroy Envelopes & Stationery Ltd., Toronto 
incorporates the former Canadian Pad & Paper Co. Ltd., and 
ubsidiaries, Eaton, Crane & Pike Co. of Canada, Ltd., and 
Bouvier Envelopes Ltd. Officers of the new company are Roy 


C. Hill, president; Harry L. Muir, vice-president and general 

anager; C. C. Hopper, vice-president and secretary-treasurer ; 
J. A. Coulter, vice-president—operations; J. E. Patterson, vice- 
president—sales. Mr. Hill said the new organization would 
streamline the firm's facilities and services and offer a complete 


line of envelopes, stationery and school supplies. Trade names 
f Bouvier and Eaton, Crane & Pike will be retained and there 
ill be no change in executive, sales and plant personnel 
— 


G. Arthur Desjardins has been elected to the board of the 
L. E. Waterman Pen Co. Ltd., Montreal, it was announced by 
J. Ernest Savard, chairman of the board. Mr. Desjardins is a 
prominent Ottawa, Ont. insurance executive. He is widely 
known in Ontario for his work with the Richelieu Club. A past- 
president, governor and director of the club, he has founded or 
o-founded 17 chapters in Canada, and contributed to the or- 
ganization of the chapter in Manchester, N.H 

. 


Canadian Technical Tape Ltd., and its subsidiary, W. Ralston 
& Co. (Canada) Ltd., Montreal, are now entirely owned by the 
Canadian group responsible for the establishment of the busi- 
ness in Canada in 1950. With occupation of its new million 


dollar plant in 1955, the company’s volume placed them in the 
top group of producers of both tape and polyethylene. New 
plant capacity and additional equipment are being planned, 
ith building operations expected to start in the Spring of 
959. The market value of the production of pressure sensitive 
tapes in Canada for 1958 is estimated at roughly $15 million. 
[his represents an increase of about 100% during the past 
* 

S. P. Miller & Sons, Montreal, announced appointment as 
xclusive distributors for Quebec Province and the Maritimes 
the following firms in the field of industrial inks, marking 
levices and machines. Speedry Products, Inc.; Ideal Stencil Ma 


hine Co. Ltd.; J. E. Poole & Co. Ltd.; J. Sloper & Co., Mill- 

irk Imports; Atlantic Manford Chemical Co. Products being 
1andled by Miller include marking and stenciling devices 
1umbering, coding, dating machines, promotional items, school 

pplies and all types of industrial inks 

7 

R. L. Stevenson, president, Remington Rand, Ltd., Toronto, 
reported the appointment of J. D. Noakes as general sales 
the business machines and office equipment divi 


anagel 
ons. Mr. Noakes started his career with Remington Rand as a 
systems salesman in the Montreal office in 1946. He was later a 
loronto branch sales manager and national manager for the 
* 
GBF S il Filing Systems Co., Sudbury, Ont. has moved 
. 7 
1 offi to Toronto 
- 


D. H. Gosse, Ltd., St. John’s, Newfoundland, has been ap 


sointed that province's exclusive dealer for the Olivetti 
(Canada) Ltd. line of office appliances. Eric Guzzwell is sales 


nd servi inager of Gosse. He has had a quarter-century of 
xperience in the office appliance field 
* 
Construction of a new $800,000 plant for Underwood, Ltd 
Don Mills, a suburb of Toronto, is now underway. It is 
heduled for completion by November, 1959, according to a 
ompany spokesman 
° 
George H. Basil, sales manager, Carter's Ink Co. of Canada 
Ltd., Montreal, has completed 35 years of service with that 
rganization. He joined the staff in 1923 as a shipper’s helper 


idvancing through the firm to his present position. During 
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NO. 350 
PRESENTATION 
 EASEL 










At last, a well constructed, 
i reasonably priced lecturer's 
b easel...which won't tip 
over! For sales presentations, 
lectures, demonstrations, 
displays. 





$25.00 List Price 
FOB: Glendale, L. 1. 


EASELS MADE OF WOOD STAND UP BETTER! 


> & 28” x 36” chalkboard with padholder @ 2 28” trays (2nd ff 
4 tray for storage) @ Easy height adjustment: 44” to 80” a & 
[, Portable @ Compact ® Solid construction = Attractive finish 

ed Please write for literature mentioning this publication. 








ANCO WOOD SPECIALTIES, INC 


Ny Of a 
VY DA E y . 








A proven way 
$ to accumulate 


$ money 
























STEELS S<7RONG 
COIN HANDLING SUPPLIES 


Sold exclusively through Stationers and 
Office Supply Dealers for over 40 years 


COIN HANDLING ACCESSORIES 
Seal Presses * Legal Seals * Downey Change Trays 
Teller’s Moisteners * Currency Racks * Manual Coin 
Counters * Packaging Treys * Linen Shipping Tegs 
Steel-Strong Coin Trays Lift Pans 


COIN WRAPPERS 


Old Style * Rainbow * Automatic * Duzitall 
Kwartet * Tubular * Gunshell 





BILL STRAPS 
Federal * Colored * Banding 


+ 
Write for information! 






THE C. L. DOWNEY CO. HANNIBAL, MO 
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hur Available bo (oalra, 


A COMPLETE LINE OF FULL KEYBOARD 
AUTOMATIC CALCULATORS! 





= 


A ——” 


Now, for the first time, dealers may carry a full line of new 
amet f calculators. Control Systems, iInc., distributor of the 
world-famous PLUS line of key-drive machines, now offers the 
outstanding DIEHL line of full keyboard automatic calculators 
to the retail trade. 


WRITE TODAY for full details of the PLUS-DIEHL dealership 
plan. it offers a complete new field for profitable calculator sales. 


PLUS-DIEHL Calculator Division 


CONTROL SYSTEMS, INC. 


5 Beekman Street New York 38, N. Y. REctor 2-0045 





ONLY The ‘‘Precise’”’ a. 


TRIMMING BOARD 





Has All These Wanted Selling Features 


@ Patented Finger Tip Controlled Paper Guide 

@ Finest Steel Blades, Carefully Ground 

@ Two White Scales on Black Background 

@ Only Finest Seasoned Hardwood Used 

e Every Board Completely Guaranteed 

You offer the finest in the New “Precise’’ Trimming 
Board. It has everything your customer should have for 
trimming, cutting paper, paper board, etc. The patented, 
adjustable paper guide locks and releases with a finger 
flick, 2 white scales on black 


background speed accuracy and Je POPULAR, SIZES 
measuring time. Models 5, 6 & o. 3-10) Blade 
“ : No. 4—121'/,”"—Bilade 
7 have special safety spring. No. 5—151/,"—Blade 
The “Precise” is a steady seller No. 6—18'/.”—Blade 


wherever displayed. Ne. 7—-24'/,"—Blade 


Prompt Delivery — Order Your Needs Today! 


AMERICAN PHOTO LABORATORIES 
2511 W. MOFFAT ST. Dept. A = CHICAGO 47, ILL. 
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this period he has become a tamuiliar figure throughout Canada 
He has long been active on the directorate of the Stationery & 
Office Equipment Guild of Canada, Inc., and is currently a 
vice-president of that trade group. Unofficially, he is recognized 
as one of the industry's all-time-greats in the cribbage world 

2 

Appointment of Edward G. Donovan as assistant sales man- 
ager is announced by E. J. Janssens, sales manager, Port Huron 
Sulphite & Paper Co., Port Huron, Mich. He will be responsible 
for sales to special accounts of the company s carbon products 
livision. At one time he was with the office supplies division 
of Remington Rand in the U.S. Apsco Products (Canada) Ltd., 
Toronto, continues to represent the firm on its products for the 
Canadian dealer trade 

a 

For over 22 years Western Canada representative for Eagle 
Pencil Co. of Canada, Ltd., Toronto, Sydney B. Holmes died in 
hospital at Vancouver, Oct. 7. Born in Toronto in 1895, he 
was a member of the Northwest Commercial Travellers Asso 
ciation and the Masonic Order. At funeral services, held in 
Vancouver, trade associates Ernie C. Warner, Vernon Clarke, 
John Hou, John McFarlane, W. A. Gray and J. E. Disbrow 
were pallbearers 

* 

Lawson & Jones Ltd. recently completed a modern new 

plant at London, Ont. President of the firm is Tom Lawson. 
@ 

Regional meetings under the auspices of the Stationery & 
Office Equipment Guild of Canada, Inc. were held during 
October in Winnipeg, Regina, Calgary and Vancouver. Trade 
groups heard J. S. Luckett, Jr., president, Luckett Loose Leaf, 
Ltd., Toronto, and current Guild president, outline the associa 
tion’s operational scope and future objectives 

* 

Fred R. Smart, association secretary-manager, outlined trade 

projects and Jack Cloke, president, Cloke & Son, Ltd., Ham 


ilton, a Guild director, moderated a forum session on industry 


problems. Dinner sessions heard an address by Arthur S. Dur- 


STACOR-MATIC ' 


j 


4,™ ~ 
7 TO - con® Board height and slope 
E TOUCH * adjust automati- 





















cally 
; a touch of 
. , (es 
your foot raises = 
or lower height — 
: tilts board 
from horizontal! , 
to vertical rf ae 
a 


tablecesk > 


covered pull-out top for ‘‘sit 
. . under nfort 
combination (eeu 
Grawer, toc ——— 
es OS 


; Deep file x tg 
with all the -esmmmetets 
features = 


Write, wire, phone 
RIGHT NOW for 
forelesle). 14 -meet Lelie) -4 





covering Stacor 
Lifetime products 


STACOR EQUIPMENT CO. 4 


aor 





309 Emmet St., Newark 5, N. J.@Bigelow 2-6600 
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“OUR horRIZoNn 
IS NEVER Quite 
AT OUR ELBOWS” 


HENRY DAVID THOREAU 


Over 7,000 dealers throughout the United 


States have proven their wisdom by stocking RESULT Oliice Machines. x 
SPHINX TYPEWRITER PAPERS — truly ven Gn ee ae . nas | 
4 because of our gigantic volume es \ 
a great leader in the stationery field... A buying, savings are passed on Seee\ 
to you. > 


paper for every office need! 


_ 


\ 





am 
SAXON 


PAPER CORPORATION 


240 West 18th Street * New York 11, N. Y. 


WORDS OF WISDOM ; 





INTERNATIONAL 
has the machine 


you want, 
when you want it 
as you want it! 





Choose from the world’s 
lorgest selection of 
SELECT ROUGH and 






You buy with Confidence 

because every machine is tested by factory trained 
oun specialists on that particular machine to assure jane 
operating proficiency. 


Join thousands of satisfied customers who 
have bought with confidence and savings from 
“INTERNATIONAL” for more than 39 years. 
Save up to 60% of the cost of new equipment with 
our completely REBUILT Machines, guaranteed to 
look and perform like new. 





See Our Display at the National Business Show 
Affiliate of: Addressing Machine & Equipment Co., Inc. 





/ 





SEAATENSATIONAL sei" 


erie 


} 
f J 
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326 Broadway, New Y 











CONFERENCE TABLES 


by 
Worden of Holland 


Conference Table 
No. 171 
A line of conference or directors room tables embodying 
three style designs to fit all modern decor. A product of 
the highest quality in materials and workmanship. Special 
custom styles. Write for complete illustrated information and 
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Modern-Flow Lockers with their ‘years 
ahead” styling and construction make 
them your best buy by far. You'll find 
that they have an extra rugged pilfer- 
proof construction . . . are completely 
free of unsightly nuts and bolts .. . 
and assemble six times faster than con- 
ventional lockers. You owe it to your- 
self to compare them feature-for-fea- 
ture with any other locker at any price. 


literature on our conference table line. 


the 


HOLLAND 











WORDEN company 


610 Prairie Avenue, Aurora, Illinois 

Manufacturer of World’s Finest Steel Shelving . . . Parts Bins. . 
Drawer Units .. . Lockers .. . Carts . . . Work Benches. 

(ae oe RATE 


MICHIGAN 
Hn a es a 
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. LOOKING 
@.. FOR THE 
A BEST? .. . 


‘ You'll find... 

; “THE 

/ CROWN LINE” 
OF DATERS 
CLINCHES THE 
EXTRA SALES! 
guaranteed to 
outlast any 
competitively 
priced stamps 

on the market. 


information 
on our 
complete line 
today! 





R. A. STEWART AND COMPANY, INC. 


80 Duane Street - New York 7, New York 





COMPETITION? 


Dealers often find competition similar to an Oriental baza Someone 
always seems willing to cut prices a little bit lower until t s no profit 
left for anyone. We believe in only one ans 1 Se sualit 
service and products the other f¢ Ww t matcl SUCH AS 





BAY "HANDICABINET" WORK BENCHES 
MADE ONLY BY BAY 
SOLD ONLY THROUGH BAY DEALERS 


WORK BENCHES—STEEL SHELVING 
STEEL SHOP EQUIPMENT 


BAY PRODUCTS INC. 


1837 W. Cambria Ave. Phila. 32, Pa. 
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rant, general anager, Carter's Ink Co. of Canada, Ltd., Mon 
treal 


At the Calgary meeting, Walter Smith, Edmonton, was torur 


ession moderator, with Charles Lynn, Lethbridge, Jack Ham 
ilton, Edmonton, and Bill Kaiser, Calgary, as panelists. Mr 
Luckett announced that similar meetings would be held in 
eastern Canada centers early in the new year. A meeting of 
the Guild directorate is reported scheduled for mid-N vember 
in Toronto 

Y 


Evangelical Publishers, Toronto, has been appointed exclusiv« 


agent in Canada for the entire line of Holy Bibles published by 
National Bible Press, Philadelphia, Pa. This ts the first time 


that National has had representation in Canada on an agency 


basis. A. J. Stewart is managing director of Evangelical Pub 
lishers; Mrs. Eileen Holland heads the 
* 


Biggest literary competition for high school students in 


holesale division 


Canada and the U.S. is being sponsored for a fifth consecutive 
year by W: A. Sheaffer Pen Co. Prizes total $3,300 in cash plus 


pens for best entries in a variety of categories. Competition 1s 


judged by a group of prominent authors. Sponsorship 1s 
prompted by a “desire to encourage young people to develop 
their powers of self-expression and communication,” according 


to a company spokesman. 

Seven months ago, Clyde E. Everett, president ot Sheafter’s 
Canadian company, predicted that Canadian pen sales for the 
industry this year would increase by as much as $3'% million 
about a 26% increase. This month he said his firm's domestic 
sales in the first seven months of the year were up 27% and 
if comparable increases are indicated throughout the industry 
there can be little doubt that $17 million in writing instrument 
sales in Canada was a conservative estimate 

* 

Charles W. Monk, managing director, Murphy Stationery 
(Victoria) Ltd Victoria, B.C. has purchased the interests held 
by Murphy Stationery of Vancouver in the operation. New 
company will operate as Monk Office Supply, Ltd., with the 
following as officers: Charles W. Monk, president and man 


STAPLE-MASTER RF 






gaan RNY, 


ANNO 





We Sell Only To Retailers! 

The Markwell Dealer sells Markwe 

and Markwell Fastener Staples to cor 
Tolole] cei lal:in comme] iam slUlolit-ial-lema-1¢-1) lm ela lotet— 
Under this plan you assured of the 
Tah’ecller-)e)l-un o)gehahe-lollommactelcr-}i 

staple orders for the improved patented 


Markwell staple for: ny, Many years 


Highest Quality Standards 

in every Markwell Staple: and Markwell Staple 
priced for all stapling needs. Our Name and 

hac Mel) am a gelel tien 


Va! 


Nelelast-t-mr.\ 8) 81-1-1 6) 


Free Repair Service r those buyin 
Markwell Staples fr 


Substantial Discounts to Markwell Dealers 
Write today for full particulars of our 
new imiproved dealer policies-prices 


Calif., Ore., Nevada Served Out of San Francisco Stock 
Canadian Dealers Handied Out of Toronto Warehouse 


“TWTlatusuell MANUFACTURING COMPANY INC. 


I 

I 

l 

I 

I 

i Now In Our 40th Year 
i. 


200 Hudson Street, New York 13, N. Y. 


sna eae eee ae wee ee eo 
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MEET THE “NEW CHAMP” OF THE N.O.M.D.A. 
HASCO’S RUBBERIZED CUSHIONED TOP OFFICE MACHINE STAND. 


a 
READY 
































Retails for 
HASCO’S . SELLER 
$14.95 each ’ AT 
ropere BRAND 
| 2 $17 
a) (Slightly higher west 
of the Rockies) 
TAX EXTRA 
Eliminates SLIDING... SLIPPING... VIBRATING... NOISE! INCLUDING 
TELESCOPIC 
EYEGUIDE 
This new RUBBERIZED CUSHION TOP stand from Hasco stops ‘typewriter 
f when carriages are banged hard ictuaily permits fiit- 
ng almost twice as far without slipping of any office machine proof 
paneer nna . — es will not move on tr surface under normal Takes all rr up to 20 inches 
fond yeor exter todas Seaerien Sano: So Oe eee Now the RITE-LINE Copy helder hos 
ea to offer tt revolution w stand *Slightly higher West of Rockie 
pectin naepers ~ #53 a the new Telescopic Eyeguide at no 
ORDER TODAY! extra cost. Takes all widths of copy 
No. 1900-4-CR Office Machine Stand with rubberized top. In Gray or Brown. T P EYEGUIDE CONTRACTED from a machine tape to 20 inches. 
sble nd s r he -_ : tenet pouty i ne = or tay th veh ge | Se _ —s Self-contained, all- 7 act, at- 
Smeal eet un: sebly tae eat one 20" tractive. Requires no installation or 
A __|service. Illustration shows it with LINE 
monvufactured and guaranteed by SE A ET MAGNIFIER attached. Magnifier a 
Sb - ane Oo EYEGUIDE EXTENDED extra equipment you can sell. 
h. a. — 1s be > I % For full particulors, discounts, etc., write to— 
308 So. Fourth St. © St. Louis 2, Missouri RITE-LINE CORPORATION, 4209 39th Street, N. W., Washington 16, D. C. 


Note: Write for our new, free, full-color brochure covering the 
a | (RITE;LINE coprnoupeR] 


IN GREAT DEMAND @ THE NEW : 
EVER-SAFE PORTABLE INSULATED Outstanding value for 


LEDGER FILE every mailing dept.! 


Posting Machine Carriage 
clears top of Ledger file. 















uw PREMIER 
No heavy lifting 
of trays. f \ UTO rovper( 


FIRE PROTECTION « at point of use — 





Model 501 LEF 


Convenient Pegi. rou god Posting trays holding 24° Makes seven most popular folds in letters, invoices 
n posting height t all times. circulars, and many others 
Roll: Abate Portability Easily rolled alonaside posting ma 
ity — Eoslty INCLUDES 

Operating Ease Drawer has ftinger-tit peration on 1!0 @ Automatic Conveyor @ Full Guarantee 

per r Easy t pen and se. Stacker ; 

C @ Gravity Feed 
Point of Use Protection Records never need to leave the @ All Electric Opera ’ 
neotertads Semen ten ob an tee 1 @ Easy Adjustment 

SPECIFICATIONS: of: arawer JiImer Y width 18 ' * Speedy Pre duct n * Bea itiful Finish 
LJ oid ar filing depth 2 7 tside a mens r 

28'/2"; Width 2234"; Depth 31". Budget priced at only $149.95 


Write for complete information and prices plus F.E.T. 


Midwestern Manufacturing Corp. paanget So Rint Chicago 12, Hlinois 


Indianapolis 4, Indiana 
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“CE 
HIGH 
IN 
SALES 


ACE FASTENER CORPORATION, 3415 NORTH ASHLAND AVE., CHICAGO, 13 


CANADA: Canadian Staples Ltd., 6705 Upper Lachine Road, 
Montreal; 258 Wallace Avenue, Toronto 


ROLLING STORE LADDERS 


ROLLING LADDERS—Made from 
Oak or Birch. 

SIDE and CEILING TYPES—with 
steel track for mounting on shelving, 


filing cabinets or ceiling. | | \ 

“A” and LIBRARY TYPES—require ae 

no track and are mounted on wheels | . \ 

with Automatic Safety Brakes | Vke~ \ 
| 





ACELINER 
one of a full line of 

tapling machines for 
very purse and purpose. 














WELDED STEEL SAFETY LADDERS 
—Made from 1” diameter round 








* furniture tubing, with expanded XX \ | 
metal steps. Mounted on Swivel h | 
Brake Casters. Ladder can be rolled 4 ek ‘| AN 
freely when no one is on it. When iA if aN Ne K 
you step on the ladder the rubber ito w} ‘al 
tipped legs rest on the floor and EAS = es 





prevent rolling. Made in 1 to 13 ~—e 
step heights, and 4 width 


Send for Circulars 42-OA (Wood) & 56-OA (Steel) and Dealer Discount. 
Manufactured by 
123 W. Spring 


Il. D. COTTERMAN 323... Fit’. 


proudly pre cut n rfy 
FINGER COTS. Engineered 


> Cool and Comfortable Fit 


tively Priced. Write for Free Sample. 





JBBER BANI nileadal 
brand by mar tig mre 


wnd tinancia r tions f ast 
D > ty Write tes Bind ite Be and 





sales pl 
planning anot tem 
troduction early ¢ 259 Alway sek 
->- your ARROW mar What's N 
He \/ way r as Thr 
Sans r AT A PROFIT 


ARROW RUBBER CORPORATION 
DERBY, CONNECTICUT 


aging director; Morley T. Davies, secretary-treasurer; Lau 


Blake, director and machine service and sales manager; T 


Baker, sales supervisor. The firm, starting seven years ago, | 
grown from a staff of two to 11 and plans to continue a pol 
of providing a complete service in office supplies, as well 
its regular retail card and social stationery divisions 


A former Canadian, John A. Young, Yorktown, N.Y., | 


rie 
ed 
a5 
Icy 


as 


las 


been appointed treasurer of Royal McBee International, Inc 


Geneva, Switzerland, it was announced by A. F. Niendorff, 
president. Mr. Young, a native of St. Chrysostome, Que., neat 
Montreal, joined Royal Typewriter Co. Ltd. in that city in 1947 
as chief accountant. He was later appointed assistant treasure! 
of the Canadian subsidiary and in 1955 transferred to Royal 


McBee headquarters 
= 


Esterbrook Pen Co., Camden, N.J. reported the promotion 


of 


George R. Detwiler to the post of treasurer of the company, 


with Philip E. Scott, Jr., as assistant treasurer. Kenneth 
MacDonald was named as merchandising manager, filing 


N. 


vacancy left by the death last July of Frank W. Wolstencroft 


Esterbrook’s Canadian operation is in Toronto 
_ 


A meeting of the Stationers’ Guild of Western Onta! 


10 


scheduled for London, Oct. 22, was cancelled at the last minute 


due to a technicality,” 
dent, George Stephenson. He said a new date had not yet be 
set 


it was reported by the association pre 


SI- 


en 


Charles H. Everett, Dominion Loose Leat Co., Ottawa, out 


lined the use of words and their meanings before a recent me 
ing of the Kinsmen Club of that city. 
eo 


et- 


Patrick J. Tully, 66, founder and president of the Eclipse 
Fountain Pen & Pencil Co., Toronto, died mid-September. Born 


in Delavan, Wis., he was associated with the Eclipse compa 
in the U.S. since he was 16, founding the Canadian firm in 19 
e 


National Office Equipment (1958), Ltd., on West Pender 


ny 


25 


St 


in Vancouver, is credited with carrying the most complete 
supply of office furniture in British Columbia, and maintains a 


seven-story warehouse to support its claim. President and ge 


eral manager of the firm is R. M. Allison. L. M. Metcalfe 


n 


1S 


vice-president and sales manager. F. O. Farnsworth is secretary 


treasurer and head of the machines division. An office planni 
department is directed by Miss Alice Scott, assisted by M 
Margaret-Anne Stark. 
* 
Montreal's 1958 Business Equipment Show, sponsored by t 
local chapter, National Office Management Association, was 


ng 


ISS 


he 


a 


three-day affair at Queen Elizabeth hotel in that city, mid- 
October. Over 70 manufacturers and distributors of business 


machines, systems, furniture and related office equipme 


nt 


showed their latest products to an audience of business man 


agement executives estimated at 23,000. To indicate the ther 


of the show 


ne 


Explorations in Management,’ Sheila Ward, 








Chair #9304 





Larnny 


in LEATHER 
in FABRIC 
for the Executive Suite 
Hand Fashioned by Craftsmen of Experience 


moderately priced 


Brochure available on request 


niemann inc. 








A FINE NAME IN FURNITURE FOR OVER ONE HUNDRED YEARS 





FACTORY & SHOWROOM: 469 E. OHIO ST. AT LAKE SHORE DRIVE, CHICAGO 11 
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You can earn good 
commissions selling 
our complete line 
of passbooks, pocket 


Dout 


PASS UP THOSE 


check covers, coin 
savers, and other 
forms to financial 


EXTRA 
COMMISSIONS 


institutions. 


Write for Information 














DEALERS! Find out about our LOWER PRICES 
and FAST DELIVERY! You'll sell more 


SNAP FORMS and 


CONTINUOUS REGISTER FORMS 


and make MORE money 
MORE repeat sales with extra 
profits from our complete line | of 
printed forms. 
Quality and service 
guaranteed. 





For quotations on forms yo: 
are now using, send samples to 


| THE DEALERS’ BUSINESS FORMS CO. inc. 























| 279 Fifth Avenue, New York 16, N.Y. LExington 2-5880 | 











NEW “ou- Cost 


MODEL FH-SC 


FOLD-0- MATIC 


Electric Folding 
Machine 


FOLDS+ CONVEYS * STACKS 
120 SHEETS PER MINUTE 


.. any stock .. 


any fold. automatically! 


THE PRINT-O-MATIC Co., INC. 


724 W. WASHINGTON BLVD © CHICAGO 6 IL 








for type that sparkles 
like MEW 


Push the FASTEST type 
cleaner for faster turn- 
over! Non-spattering 
cs and non-inflammable. 
ee ca ga Once tried, repeats 
ah Z steadily. Get the 
smart orange-and-blue 
display working for 
YOU. Dealer aids free. 
Order direct ...or 
from your own jobber. 


NO CARBON-TETRACHLORIDE 
| CLAROTYPE CO., | 


Up 



















Vib 
MY, 
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In steel office furniture 


BORROUGHS offers 


good deal to dealers 
Write for the facts 


BORROUGHS. smanuracturinc company 


OF KALAMAZOO 
A SUBSIDIARY OF THE AMERICAN METAL PRODUCTS COMPANY OF DETROIT 


3004 NORTH BURDICK ST. ali. KALAMAZOO, MICHIGAN 





titittil 
FLUID 


Wf 


Ee, 


NHR. and REM 


NC geST AIS 
* EMiony ER 





For every pasting and mounting use. Clean, 









speedy-excess rubs off. Will not curl, shrink 
or wrinkle paper. Tube to 5-gallon sizes at 
art, stationery and photo stores everywhere. 


WRITE FOR CIRCULAR 


UNION RUBBER & ASBESTOS CO. 
TRENTON, W. 4. 


Loose-lea 
punched 
any te 


factory 





fectors; tag 
bill-fold envelope 


stamp container 





CELLULOSE ACETATE PRODUCTS 


902p SOUTH WABASH AVE CHICAGO 5, ILLINOI! 


Made of 


flame res t< 








transparent 


We build t 











MARKILO 


parti 


Write us det 
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BEACH'S sell on sight! 


@ Win NEW customers and 
steady REPEAT sales with 
BEACH ‘‘Common Sense” 
Expense Books—first in 
the field—best liked. 


This Shipping-Carton 


Counter Display 
ease or on 


Samples, Prices: 


BEACH PUBLISHING co. 
19829 W. McNichols, Detroit 19, Mich. 















“DON'T QUIT, SON!” 


“You can make a success of that stationery store. Just 
stock the products of the Eagle Pencil Company. Which 
ones? All of ’em ... Mirado, Verithin, Prisma color, 
Turquoise and all the rest. And don’t forget that popu- 
lar line of Eagle erasers, either. Take a tip from your 


Dad, Son. Success starts with Eagle! 


EAGLE PENCIL CO. * Danbury, Conn. 











Do Your Customers 
Need a dater for 
small spaces?? 


then try our MODEL ‘‘BLL”’ [a= 
Its condensed style with abbrev. year band fits 
nicely into ledger columns, pass books, etc. 
14 years of dates. Only $1.75 ea. list 
Daters All Begin With January 1, 1959 
50% DEALER DISCOUNT fob Wilkes-Barre, Pa 
Write for Complete Dealer Price List 
Complete Line of Daters and Rubber Stamp 


GARDNER RUBBER STAMP COMPANY 
166 South Washington Street @ Wilkes-Barre, Pa. 











— 
~AnHOW 


PLEXIGLAS 
CHAIR 
MATS 





Montreal, winner of an international contest for secretaries, se 
in motion a model space rocket. 
© 

Herbert P. Sherman, president, Print-O-Matic Co., Chicago 
announced the appointment of A. R. Davey Co. Ltd., Toronto, 
as exclusive: representative for the firm in Canada, through a 
subsidiary corporation to be known as Print-O-Matic Co. of 
Canada, Ltd. He said manufacturing licenses covering the line 
of duplicating machines, folding machines, inks and stencil had 
been released for production here. 

* 

Stuart J. Vogan, president, Willson Stationery Co., Ltd., Win 
nipeg, reported the election of A. J. Howard as a director and 
vice-president of the firm. He has also been named sales man 
ager, succeeding James C. Irvine who has retired after 55 years 
in the stationery and printing industry, 45 of them with Will- 
son's. Ernie C. Warner has been elected a director and vice 
president of Willson’s in British Columbia. L. O. Brueckner 
has been elected a director of the Willson company in Winn: 
peg. W. A. Gray, formerly with Willson’s, has resigned to open 


a business of his own 


~ 
Ottawa Stationers’ Association golf tournament saw G. 
Rowland capture the Powis trophy. Hector David won the 
Preston award 
7. 


Birth Notice: To Mr. & Mrs. John Grant of Coast Purchasers 
Ltd., Vancouver, a son September 18 


* 

J. Morley Best has given the firm of Coates & Best Ltd. 
Owen Sound, Ont. a face-lifting, reported the first major change 
in the store’s appearance since the business started a_half- 
century ago. Today the store offers the ultimate in display 
facilities and has adopted a self-serve merchandising plan, 


modern lighting. Gift, office supplies school needs, office furni- 
ture are all given separate departments. Installation of the new 
fixtures was handled by E. J. Wright (Central) Ltd., Strathroy 
Ont., who specializes in stationery store designing 





THE LEADER 
IN PLATENS 


AND OFFICE MACHINE ROLLS 
Typewriter Tools—Paris—Supplies 


Ames Supply Company 





ATLANTA DETROIT 

156 Alexander, N.W. 6527 John C. Lodge Expwy. 
CHICAGO NEW YORK 

564 W. Randolph St. 37 Murray St. 

DALLAS SAN FRANCISCO 

1232 Crampton St. 545 Mission St. 


CLEVELAND 
1122 St. Ciair Ave., N.E. 
AGENTS IN AL* PRINCIPAL CITIES 














Quality bow ‘of 


& xp EWENCE 
Quality can be measured, to a Exclusive . 
large extent, by experience. Floor LeVel-Edge 
Show, the original Plexiglas Chair 
Mat, gives you and your customers 
the assurance of more than 3 
years of use by satisfied customers. 
A record of experience . . of Chair rolls easily 

quality unparalleled in the industty, to Floor Show from 


the carpet. 
mE Dela PRODUCTS 


1400 Henderson Fort Worth, Texas ED 5-3214 


Floor Show's double- 
beveled edge” lets 
the mat lie level 
with the carpet. 


“Patent Pending 


OA-12/58 
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“JETS IN SETS 


THE COMPLETE "JET TRIO" NO. 800 
FOR ALL ERASING! 

No. 827 Jet bt t erasing ink 1 typewriting 

No. 838 Ball Point Jet. G: rubber 7 é 3 bal 


No. 825 Jet 


ket 


Complete with one refill for each texture, in 
ttractive, transparent plastic desk & carrying case 
IDEAL, YEAR 'ROUND SELLERS. ORDER NOW! 
WELDON ROBERTS RUBBER CO., 365 Sixth Avenue, Newark 7, N.J. 


World's Foremost Eraser Specialists 












ation Va) + , 
merica’s 
Lowest-Priced Protection! 


a) Hor SENTRY ° SAFES 


Sell for 35% to 50% LESS than 
comparable labeled or unlabeled safes 


All new single compartment SENTRY 
floor safes carry the U.L. Class C label 
indicating 1-hour 1700°F. fire test, 
2000°F. explosion hazard test, and 30 
ft. drop test .. . feature Vermiculite insu- 
lation, all-welded construction, built-in 
3-number combination lock, bank vault 
type lock bar. Full profit. Write for details. 


sossewtes s7q9s JOHN D. BRUSH & CO., Inc. 



















Eastern List 


Std. Dise.-Adv. Allow 545 West Ave., Rochester 11, N. Y. 












IMMEDIATE SHIPMENT 
FROM STOCK 
BUILT FOR 
DUTY 
DESIGNED 
4 FOR BEAUTY 
PRICED TO SELL! 

SHOW ROMCO AND SELL EASIER 


ROMCO ceurrment co. 


MARKET ST., KENNILWORTH, N. J CHestnut 5-3375 
N.Y. OFF. 154 NASSAU ST., N.Y. 38, N. ¥. BEekman 3-3922 


Vour Imprint 














owe 
—— 


You can send along a salesman 
. . with every business machine you sell! 


Kee P Klean typewriter and business machine covers — black 
rubber, gray rubber, gray plastic. Keep your customers “Dealer- 
Conscious” with your trade-mark and message on every cover. 


Write for prices, discounts, etc. now! 


KEEP KLEAN PRODUCTS CO., INC. 4077 PARK AVE., N.Y. 57, N.Y. 


' 
Leading Ura 


tter 
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r+ 


ne 


are INSISTING 


nua- Potut 


LEAD POINTER 










For Perfect Lead Points 
Blunt to Hairline. Two Models. 
Standard Model gives you points up 
to 4” long without breaking. Just 

insert lead and rotate lid. 







Write for Literature and Dealer Prices. 


ELWARD MANUFACTURING CO. 


Baker Street e Y 


p FOR 
oducts with Pres 
Jlole @ rem) 88 


OFFICE SUPPLIES 
r & ACCESSORIES 





BETWEEN 





n 






tige & Profit, 


fe de . 
INKS « ADHESIVES + STAPLERS 
« STOCK STAMPS « MARKING 


PENS « CARBON PAPER + RUBBER 





! 

l 

| 

! 

| BANDS + NUMBERING MACHINES 
| e TYPEWRITER RIBBONS ond 
' other office devices 

! 

I 

\ 


Sead for your BRAND NEW 
CATALOG NO. 90 


. . 
ynAAO. DIV., BANKERS & MERCHANTS, Inc. 
3229 N. SHEFFIELD + CHICAGO 13, ILL 


vy silent, permanently lubricated, 
lintproof 
vy swivel instantly to prevent scuffing and wear — 
roll easily even over deep carpets 
vy metal tread for carpets, linoleum, rubber tile; rubber tread for 
asphalt tile, terrazzo, or hardwood—complete variety of fastenings 
vy attractive finishes of antique copper, satin chrome, or bright brass 


Write, today, for your dealer catalog ond consumer literature 


SHEPHERD CASTERS, INC. P.0. 80x 672 Benton Harbor, Mich. 


(In Canada: Shepherd Casters Canada Ltd., Toronto, Ontario) 
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Write for Dealer 
Literature & Prices 








HARDBOARD FABRICATORS, inc. 


59 PRANCH ST. «+ ST. LOUIS 7. MO 
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The SELL is 


here 
here 

here 

here 
everywhere... 














So go to town 
with these new ‘ 


DAZ OR LAMPS with Fiber Glass Diffusers 


Suppose you light and display one or more of these new matched 
Dazors where customers can examine the features close up. You'll 
go a long way toward putting across a fast, successful selling story 
—on latest lighting concepts, glare-free seeing comfort, distinctive 
lamp styling. Broad, direct illumination is softened by a fiber glass 
diffuser with an opening in the bottom which emits an undiffused 
light beam on the working surface. Each user controls light location 
and intensity in Swing-Arm models by adjustment horizontally, 
up or down or at an angle. 


_ lll 350, Kir-Cooled Reflectors, Plus 


Upper-Level Illumination 

























A perforated metal ventilator in the reflector top permits rising air 
—admitted through the opening in the shade—to carry bulb heat 
away for cooler lighting and safe handling. The perforations also 
release partial upward light which tends to minimize abrupt bright- 
ness contrast, thereby reducing eye fatigue. All three functional 
Dazors are available in the same decorator finishes. The buyer can i ss 
easily find a favored lamp for desk, credenza, L-unit or table, or for 
a lamp-and-chair arrangement, using the floor model. For literature 
and prices your Authorized Dazor Distributor is the one to call. 
If you wish his name, write to Dazor Manufacturing Corp., 4481-99 
Duncan Ave., St. Louis 10, Mo. In Canada address Amalgamated 
Electric Corporation Ltd., Toronto 6, Ontario. 





ONLY QUALITY FIXTURES COME FROM 
THE MAKERS OF 


— 


Top of page, Desk and Table Model 2004; 

above, Table and Desk Model 2003 and 

Pedestal Model 2005. Standard finish is f 9) TING LA 

frost-green baked enamel over bonderizing, A ZO eg FLO A Mp 
combined with brass. Optional colors at no Ay 


extra charge: frost-tan, statuary-bronze, gray 
or ebony. Lamps with color-matching arms 


are also available. FLUORESCENT and ~INCANBESCEN FT 
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MUSHROOMING? get Mod-U-Ell... 








the desk that grows with you! 


Many from one. That’s the purpose of Mod-U-Ell, the desk that’s 
complete in itself, yet can take on additional sections to fit more 
and more men, materials and business matters. 


A desk + a table: Each Mod-U-Ell is a complete work station—a 
desk and a table—in the same space as a desk alone. 


Can be shaped to your needs: To the basic Mod-U-Ell desk, new 
sections can be added for L, Z, or continuous grouping. Work sta- 
tions can be shaped around the worker for greatest efficiency. 


92 combinations: You can custom-design up to 92 arrangements, 
with pedestals, end panels and cabinets in a variety of sizes and 
depths. 


Colorful, too: Premium desk finishes include Royal Maroon, Heath- 
er Tan and Verde Green. Standard finishes are Neutra-Tone Gray, 
Driftwood Tan and Surf Green. You have a choice of 6 Textolite 
and 5 linoleum desk-top colors and patterns to complement your desk 
and office. 

Find out more about Mod-U-Ell, the desk that grows with chang- 
ing needs. For complete details, write us today. 


Yawman « ErseE MFG. CO., INC. 61015 Jay St. Rochester 3,N.Y.@Q 








THE NEW a ALL-PURPOSE 


> 


HUN -3 = -E-vere) -3 = 


AN INSTANT SUCCESS—Priced Right—Eliminates Dealer Inventory Problems on Scopes 





















4 50 STENCILS... 
quam Provides proper 
surface and light for 


COMPLETE best results in 


lettering, ruling, 
drawing, etc. — ~ 
‘ 


MASTERS .. 


First scope ever 
provided for lettering, 
drawing, etc, on 
Spirit and Gelatin 
masters. 













OFFSET PLATES... 


i Provides new ease 
é and flexibility in the 


PATENTS PENDING Preparation of Offset 


paper plates. 





Newly engineered by Heyer and styled by the internationally famous designer, Jean Otis 
Reinecke, the new Heyer SuperScope provides the proper surface and light for profes- 
sional master copy preparation, whether it’s for Stencil, Spirit, Gelatin or Offset duplicat- 
ing. The new Heyer SuperScope is portable, easy to handle, folds compactly for con- 
venient storage. It can be used in a standing position with all four legs extended, or in a 
comfortable seated position with the front legs folded under to support it at the proper 
angle for best working conditions. 


PHOTO NEGATIVES .. 


Replaces expensive 
P ; ; light tables for 

The Heyer SuperScope features an adjustable light which can be placed in any position epeusing, rateuching 
over or under the glass surface, a sliding T-square, and clamps that hold stencil, master negotives. 
or negative firmly in place, leaving both hands free. Both light and T-square lock into 
position. The full 10x18'% inch diffusing glass accommodates 9 inch stencils or standard 
U. S. sizes interchangeably. Also accommodates 10 inch masters and paper offset plates 
Beautifully constructed with walnut frame and plated metal parts. 














Cartoons, illustrations, lettering, ruling, tracing, etc. for all duplicating processes are 


done quickly and accurately on the new SuperScope. You simply lay the stencil or master FOLDS FLAT... 
on glass surface, square it up with the T-square, clamp it firmly in place and adjust the Can be used with legs 
light (over or under) to exact position desired. When tracing, lay item to be traced on folded and light up. 
the glass surface, then clamp master or writing plate and stencil over it, adjust light and Folds flat for 


compact storage. 






you are ready to start. Equally usable for general drawing, tracing or offset negative 
opaquing and retouching, eliminating in many cases the need for expensive light tables. 


THE ha CORPORATION 1852 SOUTH KOSTNER AVENUE~-CHICAGO 23, ILLINOIS 


DUPLICATORS AND SUPPLIES SINCE 1903 








